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Testing,  Testing,  1-2-3 

Network  World  has  always  been  committed  to 
giving  our  readers  objective  product  informa¬ 
tion  critical  to  making  the  right  buying  deci¬ 
sions.  That’s  why  when  research  revealed  that 
our  readers  were  interested  in  server  informa¬ 
tion,  we  were  determined  to  deliver  just  that.  By 
collaborating  with  PC  World  in  the  creation  of  a 
ServerTest  Lab  network,  Network  World  will 
provide  our  readers  with  the  performance  infor¬ 
mation  they  need  to  make  the  best  server  pur¬ 
chases  for  their  own  networks.  The  lab  rein¬ 
forces  Network  World's  commitment  to  reader 
advocacy  and  augments  our  extensive 
test/review  program,  which  is  slated  to  publish  a  review  in 
every  issue  in  1996. 

The  ServerTest  Lab  is  located  in  Houston,  Texas  and  its  net¬ 
work  will  comprise  16  computers,  each  with  four  adapters  for 
a  total  of  64  virtual  clients.  The  network  will  test  workgroup 
and  enterprise  servers  as  both  file  and  application  servers 
using  NetWare  4.1  and  Windows  NT  3.51  operating  systems. 
File  servers  will  have  to  perform  the  most  file  intensive  func¬ 
tions  of  real  applications.  Lotus  Notes  and  the  Oracle  data¬ 
base  engine  will  be  utilized  for  application  server  testing. 
Servers  will  be  tested  underthe  most  demanding  conditions 
and  will  be  judged  for  the  speed  of  their  performance  as  well 
as  how  many  users  they  can  support.  Servers  are  put  through 
the  paces  and  Network  World  will  report  the  results  in  our 
monthly  server  test  series  which  will  debut  in  February,  1996. 

Bill  Rinko-Gay  will  manage  the  ServerTest  Lab,  bringing  over 
15  years  of  experience  in  computer  hardware  and  software 
development  and  testing  to  the  project.  Priorto  joining  Net¬ 
work  World’s  ServerTest  Lab,  Rinko-Gay  managed  the  Desk¬ 
top  Competitive  Analysis  Lab  at  Compaq  Computers. 

If  you’d  like  to  submit  yourserverfortesting  consideration, 
please  contact  Bill  at  (713)  376-8771  or  via  e-mail  at 
bill_rinko-gay@pcworld.com.  If  you’d  like  to  see  how  your 
competition  measures  up,  consult  the  monthly  servertest 
series  in  Network  World! 

Reviews  are  scheduled  to  run  in  the  following  issues  of  Net¬ 
work  World: 

February  19  June  24  September  23 

March  18  July  22  October  28 

April  22  August  19  November  25 

May  27 
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Get  Facts. 


When  you  advertise  in 
Network  World,  you 
reach  not  only  the 
biggest  buyers  of  net¬ 
work  and  computing 
products  and  services, 
but  all  kinds  of  buyers. 

That’s  because  all  Network  World 
readers  are  the  same,  but  different 
All  buyers,  but  all  different  types  of 
buyers. 

Network  World  conducted  a  psy¬ 
chographic  profile  of  its  reader's  to 
explore  die  complex  and  evolving 
role  of  the  Network  IS  professional. 
The  study  revealed  that  all  Network 
IS  professionals  have  responsibility 
for  networks  within  their  organiza¬ 
tions;  however,  how  they  approach 
diis  function  is  detennined  by  such 
factors  as  die  size  of  the  organiza¬ 
tion,  current  technologies  installed, 
reporting  structure  and  more. 

Understanding  the  characteris¬ 
tics  of  each  group,  what  diey  have  in 
common  and  how  it  relates  to  die 
buying  process  is  the  key  to  reach¬ 
ing  this  audience  on  their  own 
“track.” 


A  Revealing 

Look  at 
Network 
World's 
Readership! 


Network  World  readers 
share  very  similar'  atti¬ 
tudes  about  certain 
aspects  of  informa¬ 
tion  technology.  The 
majority  of  Network 
World  readers: 

•  Consider  productivity  gains  a 
critical  decision  criteria  when 
evaluating  new  technologies  and 
products. 

•  Have  responsibility  for  both  net¬ 
working  and  computing. 

•  Report  that  their  organizations 
are  dependent  on  their  networks. 

•  Highly  value  word  of  mouth  as 
an  extremely  important  informa- 
tion  source  when  evaluating  new 
products  and  technologies. 

Yet  when  it  conies  to  computing 
architectures  and  willingness  to  try 
new  technologies,  key  differences 
among  Network  World  readers  begin 
to  take  shape.  Four  groups  —  each 
with  important,  distinct  buying  char¬ 
acteristics  —  emerge.  They  have  dif¬ 
ferent  technology  adoption  rates, 
different  size  organizations,  differ¬ 
ent  end-user  goals,  but  they  are  all 

continued  inside  ► 
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Get  the  media  information  you  need 
exactly  when  you  need  it  with  IDG’s  new 
FaxFacts  program. 

Do  you  need  information  on  Network  World's  circulation,  editorial  coverage, 
mari<etingservicesoradvertisingoptions-andyou  need  itNOW? 

Then  call  IDG’s  FaxFacts  service,  open  24  hours  a  day,  365  days  a  year! 
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Editorial  Update! 

Market  Line  means  that  the  latest  information  on  Network 
World's  upcoming  editorial  is  just  a  phone  call  away  — so  you 
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Just  call  (508)  820-7557  and  follow  the  prompts! 
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Cough  it  up  for  ATM 


ABR  upgrades  aren ’t  cheap. 

By  Jim  Duffy  and  Jodi  Cohen 

ATM  customers  better  have 
some  Christmas  money  socked 
away  because  they’ll  have  to 
upgrade  their  switches  to  sup¬ 
port  hot  new  services  coming 
down  the  pike. 

Asynchronous  Transfer  Mode 
switch  vendors  say  some  users 
will  have  to  replace  switches  to 
take  advantage  of  available  bit 
rate  (ABR)  services,  one  of  the 
most  appealing  benefits  of  ATM. 
More  fortunate  buyers  will  be 
able  to  hang  on  to  their  current 
switches,  even  though  they  will 
still  have  to  replace  interface 
cards. 

Either  way,  it  could  cost  users 
thousands  of  dollars. 

“The  fact  that  the  ATM 
equipment  is  obsolete  now,  well, 
that’s  the  price  you  pay  as  an 


ABR  ADVICE 

Thinking  about  buying  an  ATM 
switch  that  supports  available  bit 
rate  (ABR)  service  or  upgrading 
your  current  box? 

►  If  you  haven't  bought  the  switch  yet 
but  the  box  you  like  doesn't  support 
ABR,  negotiate  upgrade  costs  into 
the  initial  purchase  price. 

►  If  you  have  a  switch  that  needs  to  be 
upgraded,  figure  out  what  network 
conditions  ABR  will  be  used  under 
and  determine  whetherthe  upgrade 
can  be  cost-justified. 

►  Either  way,  consider  holding  off 
purchases  until  nextyearwhen  more 
ABR-aware  applications  emerge. 

early  adopter,”  said  Allen 
Robel,  senior  network  planner  at 
Indiana  University  in  Bloom¬ 
ington. 

Robel,  who  is  implementing 
See  ATM,  page  13 


Management  strategies 


Outsourcing  mania 

Should  you  take  the  leap ? 


By  Charles  Bruno 

When  officials  at  upstart  DirecTv, 
Inc.  launched  their  direct  satel¬ 
lite  television  service,  the  com¬ 
pany  farmed  out  its  billing  and 
data  center  management  operations  to 
Digital  Equipment  Corp.  for  an  undis¬ 
closed  sum. 

Likewise,  Arkwright  Mutual  Insurance 
Co.jobbedouta  major  WAN  upgrade 
rather  than  dump  the  work  on  its  tiny  IS 
staff.  And  software  giant  Microsoft  Corp. 
has  embraced  outsourcing  as  a  core  busi¬ 
ness  practice,  con  tracting  out  everything 
Continued  on  page  42 


Microsoft  CFO 

Michael  Brown  says, 
"Outsourcing is  all 
about  economies  of 
scale.  ” 


Access  Network  World  Fusion  using  the  number  in  yellow.  See  page  5  for  details. 


Ethernet  in  overdrive 


Compaq,  3Com  and  Sun 
pitching  1G  bit/sec  Ethernet 
as  backbone  alternative. 

By  Jodi  Cohen 

There  were  those  that  thought 
Ethernet  would  never  break  the 
10M  bit/sec  barrier,  but  then 
came  100M  bit/sec  fast  Ether¬ 
net.  Now  a  number  of  vendors 
are  pushing  for  a  new  technology 
that  would  offer  another  tenfold 
performance  boost. 

Gigabit  Ethernet,  which  has 
been  proposed  to  the  IEEE  as  a 
local  network  standard,  would 
support  1G  bit/sec  data  rates 
and  serve  as  a  backbone  option 
for  fast  Ethernet  environments. 
The  technology  is  being  backed 


Cisco  flicks 
switch  up  to 
10G  bit/sec 


By  Jim  Duffy 

Billerica,  Mass. 

Cisco  Systems,  Inc.  next  year 
plans  to  unveil  an  Asynchronous 
Transfer  Mode  backbone  and 
WAN  access  device  that  boasts 
five  times  the  switching  capacity 
of  the  company’s  current  top-of- 
the-line  switch. 

The  new  switch,  which  Cisco 
officials  called  the  LightStream 
See  Cisco,  page  14 
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Grab  more  ATM  info  on-line, 
including: 

A  primer  on  ABR  specs 
A  look  at  P-NNI 
A  list  of  questions  to  ask  ATM 
vendors 

Link  to  http://vwvw.nwfusion.com. 
Select  News*  NetwnrtWoHd 


UNIVERSAL  ETHERNET 


Compaq  is  backing  a  new  1G  bit/sec  technology,  dubbed  ultra  fast  Ethernet,  that 
would  be  used  to  concentrate  traffic  from  workgroup  and  departmental  LANs  based 
on  fast  Ethernet  segment  and  desktop  switches. 


ATM  WAN 


Fast 

Ethernet 

segment 

switch 


1G  bit/sec  — 
Ethernet 


Shared  fast  Ethernet  hub 


Ultra  fast  Ethernet  collapsed 
backbone  switch 


Fast 

Ethernet 

desktop 

switch 


by  Compaq  Computer  Corp., 
3Com  Corp.  and  Sun  Microsys¬ 
tems,  Inc. 

John  McHale,  former  chief 
executive  officer  of  Compaq 
acquisition  NetWorth,  Inc.  and 


now  a  Compaq  corporate  vice 
president,  said  the  technology' 
would  make  Ethernet  viable 
from  the  desktop  all  the  way 
across  LAN  backbones. 

See  Ethernet,  page  12 


Microsoft  trains  WinNT  and 
SQL  Server  for  Internet  duty 


Company  to  target  Web 
with  SQL  Server  price  cut. 

By  Barb  Cole  and  Kevin  Fogarty 

Microsoft  Corp.  next  month  will 
lower  the  price  of  its  SQL  Server 
database  to  make  it  more  attrac¬ 
tive  as  a  platform  for  World-Wide 
Web  sites,  sources  said. 

The  company  is  playing 
catch-up  to  other  database  mak¬ 
ers,  which  have  already  wrapped 
up  their  Web  strategies  with  new 
licensing  deals  and  technology 
bundles. 

Database  licenses  are  typically 
sold  on  a  per-user  basis,  and  on 
the  Web  every  access  or  hit  is 
considered  a  user.  A  traditional 
database  pricing  scheme  quickly 
puts  Web  databases  out  of  the 
financial  reach  of  customers  set¬ 
ting  up  Web  sites,  many  of  which 
are  designed  to  handle  150,000 
hits  a  day,  analysts  said.  As  a 
result,  traditional  database 
licenses  are  too  expensive  and 
inappropriate  for  Web  sites,  said 
Gary  Voth,  group  product  man¬ 
ager  for  SQL  Server  marketing 
See  Web  pricing,  page  12 


NT  to  use  Net  as  a  WAN for 
Windows  workstations. 

By  Kevin  Fogarty 

Redmond,  Wash. 

At  his  Comdex/Fall  ’95  keynote 
last  month,  Bill  Gates  showed 
Microsoft  Office  users  effort¬ 
lessly  sharing  files  and  informa¬ 
tion  over  the  Internet. 

Like  many  promises  made  in 
speeches,  this  plan  for  group- 
ware  on  the  cheap  seemed  pretty 
distant.  But  it  turns  out  that  at 
See  NT,  page  13 


The  good,  the  bad  and  the  complete 
waste  of  bandwidth.  Page  36. 
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Flexible 


Let’s  Talk  Speed 

.  ■'  ' 

A  dedicated  ASIC-based  switching  engine  forwards  packets  at  a  blazing  750,000 
packets  per  second.  Add  support  for  16,000  MAC  addresses  and  you  have  a  switch 
that  significantly  outperforms  its  nearest  competitor. 


Let’s  Talk  Reliability 

With  built-in  alarm  thresholding,  redundant  links  and  RMON  support, 
Cabletron’s  new  SmartSwitches  lay  the  foundation  for  a  highly  manageable 
switched  infrastructure.  If  something  has  to  get  through,  you’ll  want  it  traveling 
on  a  SmartSwitch. 


Let’s  Talk  Flexibility 


Whether  you’re  starting  from  scratch  or  building  off  an  existing  network, 
SmartSwitches  are  the  perfect  fit.  The  MMAC  and  MMAC-Plus  SmartSwitches 
protect  investments  as  they  leverage  the  security  and  reliability  of  a  “smart  hub.” 
The  modular  Workgroup  SmartSwitch  provides  up  to  48  switched  Ethernet  ports 
as  well  as  a  high-speed  uplink,  and  includes  many  of  the  same  fault  tolerant  features 
you’d  expect  from  a  Cabletron  hub. 


And,  Of  Course,  Let’s  Talk  Smart 


WorkGroup  Snfl 

Secure  ftfirvmTUM. 


In  keeping  with  Cabletron’s  Synthesis1'1  framework,  the  new  SmartSwitch  family 
provides  an  integral  step  in  creating  the  world’s  first  self-healing,  GUI -controlled, 
automated  virtual  network  to  put  you  —  not  technology  —  in  control  of  your 
business.  Now  that’s  a  switch. 


art  switch  of  your  own  ancl  call  Cabletron  today  at  (603)  332-9400 


In  the  world  of  servers,  economy  and  reliability  needn't  be  mutually  exclusive. 
That's  because  we've  engineered  a  number  of  innovative  fail-safe  devices  into  our 
PowerEdge"  servers  to  help  stop  problems  before  they  start. 

Our  Dell  SafeSite"  server  management  software  monitors  the  primary  elements 
of  the  server  and  can  alert  you -even  page  you -as  to  the  nature  and  urgency  of  the 
problem.  Parity  memory  helps  detect  data  errors  before  they  become  problems. 

Each  server  is  Novell,  Banyan  "  and  Windows  NT"  certified,  and  rigorously  tested. 
And  our  PowerEdge  SP-2  servers  are  backed  by  our  BusinessCare "  program  that  includes 
a  three-year  warranty’  with  an  option  for  four-hour  mission-critical  on-site  response!’ 
So  call  Dell  for  reliable  servers.  Or  have  the  guys  in  accounting  do  it  for  you. 
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800-247-2063 

http://www.us.dell.com/ 
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This  Week 

News-f 

The  Front  Page: 

Wise-up  to  the  potential  security  problems  that  could 
crop  up  bringingTCP/IP  to  Windows. 

Do  a  data  dump  on  available  bit  rate  ATM  service. 

Sew  up  a  thread  on  gigabit  Ethernet,  in  Local 
Networks. 

The  Technical  Sections: 

Confused  about  copyright  issues  in  cyberspace?  We’ll 
straighten  you  out,  in  Electronic  Commerce. 

Iso-Ethernet  isn’t  a  cold  version  of  the  venerable  LAN. 
Find  out  about  it,  in  Local  Networks. 

Forum 

Your  side:  Outsourcing- a  way  to  help  out  overburdened 
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Coming  soon:  Bill  TV  and  Baby  ’96 

9!  It  was  a  busy  week  for  Bill  Gates;  Microsoft  Corp.’s  chief  execu¬ 
tive  officer  and  chairman  prepared  for  new  roles  as  a  father  and 
television  mogul.  Rumors  of  a  deal  with 
NBC  culminated  in  a  partnership  and  dem¬ 
onstration  of  their  pending  products:  a  24- 
hour  cable-based  news  channel  and  an 
Internet-based  news  service.  Microsoft  is 

paying  $220  million  over  five  years  for  half  of  NBC’s  cable  inter¬ 
ests,  being  renamed  MSNBC  Cable.  MSNBC  Online  will  be  avail¬ 
able  through  The  Microsoft  Network  on-line  service.  The  new 
Microsoft-NBC  ventures  will  debut  in  the  next  six  months;  as  for 
the  baby,  he  or  she  is  scheduled  for  arrival  in  late  May. 


#£NBC 


Smaller  firms  get  shot  at  PCS 

■  The  Federal  Communications  Commission’s  second  auction  of 
broadband  personal  communications  services  (PCS)  licenses 
finally  begins  today,  more  than  a  year  after  the  first  auction  began. 
Some  254  relatively  small  companies  and  individuals  will  compete 
for  493  metro-area  licenses  in  the  so-called  PCS  Entrepreneur's 
Block.  AT&T,  Sprint  Corp.  and  regional  Bell  operating  companies 
dominated  the  first  auction  of  larger  regional  licenses.  Today’s 
auction  start  had  been  repeatedly  delayed  following  court  fights 
over  who  was  eligible  to  bid. 


Legato  goes  Xmas  shopping 

■  Legato  Systems,  Inc.  last  week  announced  that  it  will  acquire  the 
combined  operations  of  Innovus  Technologies,  Inc.  and  Innovus, 
Inc.,  makers  of  storage  management  software,  for  $6.5  million. 
The  deal  is  expected  to  close  injanuary. 


The  itsy-bitsy  SuperSpider 

■  Digital  Equipment  Corp.  last  week  released  a  beta  version  of 
Internet  search-and-retrieval  software  it  hopes  will  eventually 
become  widely  used  on  the  World-Wide  Web.  Called  SuperSpider, 
the  software  purportedly  can  comb  through  2.5  million  pages  on 
the  Web  per  day,  indexing  every  word  of  text.  Users  interested  in 
testing  the  software  are  welcome  to  download  it  from  Digital’s 
Web  site  at  http://www.altavista.digital.com. 

Taking  a  Web  hit 

■  WebTrends,  a  traffic  tracking  program  for 
World-Wide  Web  sites,  is  in  beta  test  for  a 
scheduled  January  release  from  e.g.  Software 
of  Portland,  Ore.  The  program  works  with  any 
Web  server  —  local  or  remote  —  that  logs  user 
hits.  WebTrends  generates  detailed  reports 
and  graphs  that  identify  a  site’s  most  popular 
pages,  downloads  and  usage  times,  as  well  as  user  data  such  as  fre¬ 
quency  of  contact,  geographical  source  (by  IP  address)  and  other 
demographics.  The  prerelease  version  is  available  at 
http:Wwww.egsoftware.com. 

Master  of  LAN  disasters 

■  Companies  that  have  distributed  LANs  now  can  look  to  Com¬ 
disco  Recovery  Services  for  the  same  kind  of  disaster  recovery  ser¬ 
vices  that  it  has  been  offering  for  years  to  mainframe  and 
mid-range  computer  sites.  Under  the  company’s  Advanced 
Recovery  Services  offering,  Comdisco  will  back  up  servers  and 
other  LAN  resources.  It  will  cost  $500  per  month  to  back  up  1Gbit 
of  data  —  with  additional  fees,  depending  on  how  far  it  is  between 
backup  sites. 

Network  World  seminar  alert 

■  Two  new  NW  seminars  —  Switching  and  the  Virtual  LAN  and 
Remote  LAN  Access  —  begin  a  tour  of  10  cities  on  Jan.  22,  visiting 
Boston  first  and  ending  in  Washington,  D.C.  on  March  15.  The 
one-day  seminars  run  on  back-to-back  days  and  can  be  attended 
separately  or  together.  Consultant  Hank  Allard  leads  the  remote 
I  AN  access  seminar,  while  consultant  and  frequent  NW  contribu¬ 
tor  John  McConnell  will  host  the  other.  Attend  either  seminar  for 
$395,  or  attend  both  for  $690.  For  more  information,  call  (800) 
643-4668. 
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_ News _ 

New  tool  weighs  impact 
of  changes  on  networks 

Gauges  performance  hit  from  client/server  applications. 


By  Michael  Cooney 

Raleigh,  N.C. 

Start-up  Ganymede  Software, 
Inc.,  this  week  will  announce  its 
first  product  —  a  performance 
tool  that  lets  users  test  advanced 
applications  before  they  deploy 
them  to  determine  the  impact 
the  programs  will  have  on  their 
enterprise  nets. 

The  company  is  rolling  out 
Chariot,  a  software  tool  that  lets 
users  evaluate  the  performance 
of  switches,  routers  or  adapters 
and  then  simulate  the  traffic  gen¬ 
erated  by  client/server  applica¬ 
tions  in  TCP/IP  or  Advanced 
Program-to-Program  Communi¬ 
cation  (APPC)  environments. 

“The  client/ 
server  world  does 
not  have  the  tools 
to  measure  net¬ 
work  performance, 
and  consequently 
performance  prob¬ 
lems  can  go 
unchecked,”  said 
Steve  Joyce,  vice 
president  of  mar¬ 
keting  for  Gany¬ 
mede.  “Chariot  lets 
users  stress  test  the 
network,  isolate 
problems  and  provide  an  accu¬ 
rate,  real-time  measurement  of 
performance.” 

Chariot  consists  of  an  OS/2- 
based  console  application  run¬ 
ning  on  any  workstation,  and 
agent  software  that  runs  on 
OS/2  or  Windows  95  clients. 
Agent  code  for  MVS,  IBM  Appli¬ 
cation  System/ 400,  Novell,  Inc.’s 
NetWare  and  Unix  workstations 
is  expected  by  next  May. 

From  the  console,  users  can 
build  test  applications,  or  scripts, 
which  are  then  distributed  to  the 
agents.  Chariot  comes  with  script 
templates  or  users  can  build 
their  own  .Joyce  said. 

Each  agent  can  then  run  the 
script  among  multiple  other 
agents  or  to  the  console.  After  a 
test  is  completed,  the  agent 
sends  the  data  back  to  the  con¬ 
sole,  which  compiles  and 
presents  the  results. 


“The  test  measures  response 
time  and  throughput  between 
agents  and  the  performance  of 
net  devices  in  between  those 
agents, ’’Joyce  said. 

Beta  users  so  far  have  given 
Chariot  high  grades.“Chariot 
shows  us  real  application  traffic 
that  looks  very  close  to  real  pro¬ 
duction  network  traffic,”  said 
Nancy  Agosta,  director  of  net¬ 
work  testing  services  at  the  North 
Carolina  Microelectronics, 
Communications  and  Network¬ 
ing  Center.  “We’ve  found  that 
cell  and  frame  generators  do  not 
provide  an  accurate  representa¬ 
tion  of  net  performance.” 

Agosta  is  currently  running 
an  Asynchronous 
Transfer  Mode  test 
and  is  looking  to  mea¬ 
sure  the  performance 
interactions  of  LAN 
emulation  and 

TCP/IP  encapsula¬ 
tion  environments. 

Jim  Gray,  an  IBM 
Fellow  in  the  Network 
Software  Division,  said 
IBM  chose  to  deploy 
Chariot  because  it 
accurately  reflected  a 
variety  of  workloads 
found  in  actual  production  net¬ 
works. 

“It  let  us  run  elaborate  test 
patterns  across  a  variety  of  net¬ 
works  and  control  it  all  from  one 
console,”  Gray  said. 

Due  next  year  is  a  port  of  the 
Chariot  console  product  to  Net- 
View  for  AIX  and  Hewlett-Pack¬ 
ard  Co.’s  OpenView  packages  so 
test  results  can  be  shown  on  one 
integrated  screen. 

Four  ex-IBMers  formed  Gany¬ 
mede  Software  in  March  with  the 
idea  of  building  network  perfor¬ 
mance  and  management  prod¬ 
ucts  that  would  help  users  more 
easily  measure  the  performance 
of  their  networked  devices  (AW, 
Mar.  15,  page  1). 

Chariot  will  be  available  by 
the  end  of  January.  Pricing  starts 
at$l  1,000. 

©Ganymede  Software:  (919) 
558-1138 


See  how  servers  perforin  in 
client/server  environments.  Link 
to  http://www.nwfusion.com. 
Select  News+  then  Client/Server 
Applications. 
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Cybersmut  law 
protests  fail 

By  Ellen  Messmer 
and  David  Rohde 

Washington,  D.  C. 

Network  managers  and  Internet 
users  mobilized  to  beat  back  a 
proposal  to  ban  “indecency”  in 
cyberspace,  but  a  House-Senate 
conference  committee  working 
on  a  telecommunications  reform 
bill  appeared  to  ignore  them. 

And  late  last  week,  private 
meetings  among  the  committee 
members  led  to  tentative  agree¬ 
ments  on  how  regional  Bell  oper¬ 
ating  companies  would  be 
allowed  to  enter  the  long-dis¬ 
tance  business.  The  same  meet¬ 
ing  led  to  an  agreement  that 
could  ultimately  ban  dirty  words 
and  images  on-line. 

Washington  insiders  cau¬ 
tioned  that  the  apparent  agree¬ 
ments  on  cybersmut  regulation 
and  RBOC  long-distance  entry 
have  not  been  subject  to  a  vote  of 
the  full  House-Senate  panel. 

Early  last  week,  a  wave  of  pro¬ 
tests  hit  ( .apitol  Hill  over  a  recent 
decision  by  the  33  House  confer¬ 
ees  to  essentially  accept  a  Senate- 
passed  provision  punishing 
those  who  make  “indecent” 
material  available  to  minors  with 
a  $100, 000  fine  and  a  two-yearjail 
term.  Under  the  provision,  ser¬ 
vice  prov  iders  would  also  be  held 
responsible,  unless  they  took  spe¬ 
cial  efforts  to  regulate  content. 

But  even  now  there  is  still  time 
for  changes  because  an  overall 
bill  has  not  emerged  from  the 
conference  committee.  Late  last 
week,  the  White  House  renewed 
its  concerns  over  the  entire  bill, 
and  more  than  a  third  of  the  full 
Senate  —  a  veto-proof  cohort  — 
reportedly  is  ready  to  vote  against 
any  bill  that  does  not  give  the 
Department  of  Justice  a  role  in 
determining  whether  the 
RBOCs  deserve  a  shot  at  the 
long-distance  market. 

Long-distance  carriers  and 
See  Cybersmut,  page  16 


Are  the  operating  system  wars  over? 

And  is^Qthe  ultimate  networking  solution? 

Put  in  your  two  cyber-cents.  Link  to  http://www.nwfusion. 
com.  Select  Forum,  Conferences,  then  Topic  16  in  nwfusion.talk. 


“The  test  measures 
response  time  and 
throughput  between 
agents  and  the  per¬ 
formance  of  net 
devices  in  between 
those  agents,  ”  Steve 
Joyce  said. 
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With  Intel’s  newest 
Ether  Exp  res  s’"  PRO/lOO 
adapters,  the  best  total 
system  performance  is 
made  even  better. 


Intel’s  new  Express  stackable 
hub  provides  a  cost-effective, 
standards-based  solution  for 
Fast  Ethernet  workgroups. 


http://www.intel.coni/comm-net/sns 

Order  a  PRO/lOO  evaluation 
kit  and  see  how  fast  your 
network  can  be.  To  learn  more, 
visit  our  Web  site  or  call 
1-800-538-3373,  ext.  621. 


Intel’s  newest  Fast  Ethernet 
adapter  takes  network  response  i  nt©! 

to  an  even  faster  level. 


News. 


Lotus  unveils  lower 
priced  Notes  clients 


Users  of  cc:Mail  are  lured  to  make  the  migration. 


By  Carol  Sliwa 

Cambridge,  Mass. 

All  the  talk  at  Lotus  Develop¬ 
ment  Corp.’s  glitzy  mid-Decem¬ 
ber  press  briefing  revolved 
around  new  low-cost  Notes  cli¬ 
ents  and  Internet  links.  So  where 
does  that  leave  the  legions  of 
cc:Mail  users? 

They  know  they  are  being 
nudged  to  at  least  consider  a 
migration  to  Notes.  After  all,  the 
new  Notes  Mail  client  unveiled 
last  Wednesday,  featuring  the 
InterNotes  Web  Navigator,  will 
be  priced  at$55. 

And  the  price  of  the  Notes 
Desktop  client,  which  allows 
users  to  run  custom  applications, 
has  been  slashed  from  $155  to 
$69.  A  full  Notes  client  remains 
at  $275. 


For  cc:Mail  users,  the  price 
cut  is  one  more  push.  If  cc:Mail 
users  want  to  move  to  cli¬ 
ent/server,  they  will  have  to 
install  a  Notes  4  server  anyway, 
getting  them  halfway  to  a  Notes 
environment.  The  $55  Notes 
Mail  talks  to  the  same  back-end 
as  cc:Mail  and  has  an  identical 
interface,  making  for  an  easy 
swap,  company  officials  hope. 

Some  users  are  ready  to  take 
the  Lotus  bait.  “I’ve  been  inter¬ 
ested  in  moving  some  things  to 
Notes,  and  this  makes  it  even 
more  attractive,”  said  Marty 
Konrad,  telecommunications 
manager  for  Atlantic  Container 
Line  of  South  Plainfield,  N.J. 

Konrad  can  understand  why 
Lotus  would  want  him  to  con¬ 
sider  Notes.  Electronic-mail 
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Thank  you  for  the  work  that  you  did  on  the  home  page  with  InterNotes  Web  F\iblisher  We 
have  gotten  a  lot  good  response  from  the  field.  Go  and  check  it  out  htoVAvww.millennia.cbm . 
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Lotus  Notes  Mail  mirrors  cc:Mail  ’s  three-pane  interface. 


NOTES  PRICE  REDUX 

Notes  clients 

Old 

New 

Notes  Mail 

NA 

$55 

Notes  Desktop 

$155 

$69 

Notes 

$275 

$275 

Notes  server 

Old 

New 

Single  processor 

$275 

$495 

Multiprocessor 

NA 

$2,295 

NA  =  Not  applicable 


Above  prices  are  for  one  license.  All 
costs  are  estimated  retail  prices  when 
purchased  through  volume  program. 


products  are  plentiful,  and 
administrators  can  switch  from 
one  to  another  with  relative  ease. 

“But  once  you  go  to  Notes, 
you’re  pretty  much  locked  in  so 
it’s  going  to  be  hard  to 
change,”  Konrad  said. 

“Any  software  manufac- 
turerwould  like  to  make 
you  make  more  of  a 
commitment.  They’re 
trying  to  put  the  little 
hooks  in  there  that  keep 
you  attached  to  their 
particular  applications. 

That’s  business,  and 
everyone’s  doing  it.” 

In  Konrad’s  case,  he 
doesn’t  mind.  All  of  his 
400  mail  clients  use  cc:Mail. 
From  what  he’s  seen  of  Notes,  he 
likes  that  too. 

Konrad  said  his  upgrade  to 
Notes  Mail  would  cost  $9  per 
seat,  and  nothing  for  mobile 
users  except  the  cost  of  the 
server  for  the  whole  setup. 

In  the  eyes  of  customers,  the 
Lotus  approach  is  to  lure,  rather 
than  outright  force,  users  to  con¬ 
vert.  “Lotus  has  millions  of 
cc:Mail  customers,  and  that’s  a 
pretty  core  part  of  their  business, 
so  I  don’t  think  they  want  to 
force  anybody  [to  migrate],” 
saidjonathan  Lewis,  mail  coordi- 


Lotus  CEO  Mike 
Zisman  is  banking  on 
a  Notes  price  break. 


nator  for  the  National  Park  Ser¬ 
vice.  “I  think  they  want  to  give 
people  options.  I  see  it  as  a 
positive.” 

Lewis,  who  faces  federal  gov¬ 
ernment  budget  constraints,  is 
taking  a  wait-and-see  approach 
with  regard  to  Notes.  “Certainly 
we’re  not  going  to  do  any  over¬ 
night  migration,”  he  said. 

The  Web,  he  adds,  remains  an 
alternative  for  many  organiza¬ 
tions.  “Some  companies  may 
decide  thatjust  being  able  to  eas¬ 
ily  put  up  Web  servers  and  pub¬ 
lish  documents  onto  those 
servers  using  other  people’s 
technology  may  make  it  possible 
for  them  to  avoid  Notes.” 

Lewis  can  envision  some  of 
the  Park  Service’s  “more  tech¬ 
nology-rich  locations” 
migrating  to  Notes. 

John  Gustafson,  a 
3M  systems  specialist  in 
St.  Paul,  Minn.,  said  his 
company  made  the 
decision  to  migrate 
from  cc:Mail  to  Notes 
even  before  last  week’s 
announcement.  “We 
haven’t  decided  wheth¬ 
er  we’re  going  to 
bother  with  the  Mail- 
only  client.  We  expect 
Desktop  to  be  high  volume.” 

Others,  however,  like  Walt 
Hadzinsky  of  Armor  All  Product 
Corp.,  will  not  switch  to  Notes 
unless  there  is  no  choice.  He  said 
he  has  a  “very  dynamic”  cc:Mail 
post  office  and  applications  built 
around  it  that  would  be  hard  to 
undo.  Then,  there’s  the  com¬ 
plexity  of  Notes,  he  concluded. 

Price,  however,  should  no 
longer  be  the  inhibiting  factor. 

“Certainly,  with  [our]  pricing 
actions,  I  hope  I  don’thear  again 
that  Notes  is  expensive,”  said 
Mike  Zisman,  executive  vice 
president  and  CEO  of  Lotus.  ■ 


Notes  4  goodies 


The  price  of  Lotus  Devel¬ 
opment  Corp.’s  Notes 
servers  will  escalate 
when  Release  4  hits  the 
streets,  butfor  the  extra  cash, 
some  Internet-related  good¬ 
ies  come  bundled  with  the 
package. 

In  micl-1996,  Notes  4  serv¬ 
ers  will  feature  native  support 
for  HyperText  Transfer  Proto¬ 
col  (HTTP) ,  HTML  andjava 
technology. 

Another  freebie  for  Notes 
customers  will  be  the  Inter¬ 
Notes  Web  Publisher,  which 
converts  Notes  documents  to 
HTML.  (AW,  Dec  .  1 1 ,  page 
1).  InterNotes  Web  Publisher 
is  currently  available  for 
$2,995. 

Officials  said  the  fully  inte¬ 
grated  HTTP  Notes  server  will 
sell  for  $495  for  single  proces¬ 
sor  systems  and  $2,295  for 
symmetrical  multiprocessing 
(SMP)  systems. 

The  Notes  3  server,  priced 
at  $275,  supports  SMP  but  can 
accommodate  only  two  pro¬ 
cessors.  The  new  Notes  4 
server  can  support  up  to  six 
processors. 

Before  the  HTTP  Notes 
server  ships  in  mid-1996, 
Lotus  will  deliver  a  bundle, 
code-named  “Spike.”  The 
bundle  will  include  an 
HTTP  server,  the  InterNotes 
Web  Publisher  and  a  Notes 
server. 

Customers  with  mainte¬ 
nance  contracts  will  be  able  to 
get  free  upgrades  when  the 
Notes  server  with  native 
HTTP/HTML  support  is 
released. 

By  Carol  Sliwa 


Neuron  Data  lets  users  build  Web  links  into  existing  apps 


By  John  Cox 

Mountain  View,  Calif. 

Neuron  Data,  Inc.  will  announce 
this  week  a  tool  that  makes  it  pos¬ 
sible  to  add  World-Wide  Web 
capabilities  to  business  applica¬ 
tion’s  built  with  Neuron’s  object- 
oriented  development  tool  set. 

Web  Element,  part  of  Neu¬ 
ron’s  Elements  Environment 
tool  set,  will  let  corporate  pro¬ 
grammers  add  Web  browsing 
capabilities  to  existing  applica¬ 
tions.  It  will  also  make  it  possible 
to  enhance  Web  pages  by  adding 
I  to  them  applets  that  can  interact 
with  corporate  databases,  server 
logic  and  client-based  desktop 
applications  via  Microsoft 
Corp.’s  OLE  interface. 

In  this  way,  said  Alain  Rappa- 


port,  Neuron’s  president,  “The 
Web  is  simply  an  object  that  is 
incorporated  into  your  business 
appplication.”  By  contrast,  he 
said,  other  emerging  tools 
require  developers  to  use  the 
Web  server  as  the  point  of  access 
to  existing  corporate  data  and 
applications. 

Web  Element  is  an  extension 
of  Elements  Environment  2.0, 
which  is  an  object-oriented, 
cross-platform  development  tool 
set  with  a  graphical  user  inter¬ 
face  builder,  a  rules  engine,  data 
access  interfaces  and  a  distrib¬ 
uted  communications  infra¬ 
structure. 

Developers  can  use  Web  Ele¬ 
ment  in  two  ways.  At  the  simplest 
level,  they  incorporate  it  as  a 


complete  Web  browser  into  their 
application.  End  users  then  no 
longer  have  to  invoke  and  use  a 
separate  browser  outside  of  their 
application  interface. 

This  browser  includes  a 
graphical  navigator,  a  diagram  of 
how  the  Web  documents  are 
related  to  each  other. 

Secondly,  developers  can  use 
Web  Element  Pro,  which 
includes  the  browser  and  naviga¬ 
tor,  but  adds  two  other  tools  for 
customizing  the  Web  interface. 
One  is  Web  Control,  a  browser 
and  API  that  can  be  manipulated 
by  C  or  C++  programs  (or,  alter¬ 
natively,  Web  Control  can  be 
controlled  directly  through 
ObjectScript). 

The  second  tool  is  the  Naviga¬ 


tion  API,  which  accesses  the 
internals  of  an  HTML  document 
and  represent  these  structures  in 
new  ways. 

With  Neuron’s  ObjectScript, 
as  with  SunSoft,  Inc.’sjava,  devel¬ 
opers  can  create  small  applets 
that  are  downloadable  with  an 
HTML  page  to  a  Web  client. 
These  applets  can  then  execute 


locally,  exploiting  the  various 
components  of  the  Elements 
Environment  to  access  SQL  data¬ 
bases,  external  OLE  controls, 
business  rules,  and  C  or  C++  pro¬ 
grams. 

Web  Element  will  be  available 
in  March  on  Windows,  Windows 
NT,  Windows  95  and  Solaris. 
Pricing  will  start  at  about  $45  per 
user. 

©Neuron  Data:  (415)  528- 
3450. 


Neuron  Data  snapshot 


Founded:  1985 
Primary  products: 


An  object-oriented  tool  set,  called  Elements  Environment,  for 
building  distributed  business  applications. 

What’s  new:  Web  Element,  a  set  of  tools  for  incorporating  Web  functions  into 
corporate  applications,  as  well  as  for  creating  HTML-based 
applications  that  can  be  executed  on  clients  and  interact  with 
corporate  data  and  applications. 

Privately  held 


Ownership: 


8  •  Network  World*  December  18, 1995 


Yes!  Send  me  stacks 

OF  INFORMATION. 

To  receive  an  in-depth  brochure  on  the  Access  Stack  Node  and  "The  Seven  Right 
Questions  to  Ask  About  Stackable  Routers,”  just  complete  this  card  and  drop  it  in  the  mail. 

Name .  Title . 

Company/Organization . 

Address . 

C  i  ty/S  ta  te/Z  ip . 

Telephone .  Fax . 

Internet  Address . 

Are  you  currently  working  on  a  budgeted  networking  project?  □  Yes  □  No 

What  is  the  purchase  timeframe  for  that  project? 

□  Within  30  days  □  Within  60  days  □  3-6  months  □  6  months-1  year  □  1  year  + 

What  is  your  purchase  involvement? 

□  Decision  Maker  □  Approver  □  Influencer  □  User  □  Consultant  □  Evaluator 
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BAY  NETWORKS 
PO  BOX  202558 
AUSTIN  TX  78720-9619 


Syn  Optics  &  Wellfleet 


There’s  never  been 

A  ROUTER  LIKE  IT. 


NO  WONDER 
SELLING 


WE’RE 
OF  THEM. 


:  I  -  --  - 


: 


Introducing  the 
Access  Stack  Node, 
the  FIRST 
STACKABLE  ROUTER. 


Okay,  so  it  doesn  t  look  like  a  router.  But  trust  us,  it  is.  And  tkere  s 
not  anotker  one  like  it.  Tkats  kecause  tke  Access  Stack  Node  from 
Bay  Networks  is  tke  only  router  tkat  lets  you  pay  as  you  grow — up  to 
32  network  interfaces  wi  tk  up  to  200,000  pps  forwarding  performance. 
Altkougk  you  can  stack  up  to  four,  tkey  manage  as  a  single  router. 
(Credit  tkat  to  a  unique  multiprocessor  arckitecture.)  And  you  can  also  unstack  and  redeploy  tkem 
as  needed.  Its  one  more  way  Bay  Networks  gives  you  more  ckoices  for  your  network.  So  call 
1-800-8-BAYNET  to  learn  more.  Tke  A  ccess  Stack  Node.  Its  got  tke  potential  to  ke  very  kig. 


J 


19  9  5  Bay  Networks .  Inc. 


Bay  Networks 

The  Merged  Company  of  SynOptics  and  Wellfleet 


Circle  Reader  Service  #26 


Travel  made  easy  via  the  Web 

SABRE  and  Worldview  join  forces  for  Intern  et-based  travel  reservation  service. 


By  Peggy  Watt 

Tulsa,  Okla. 

Web  voyagers  soon  may  find  it 
easier  to  journey  the  real  world 
with  the  scheduled  March  1996 
debut  of  Travelocity,  a  compre¬ 
hensive  travel  service  that  com¬ 
bines  the  expertise  of  several 
on-line  pioneers. 

The  service  has  the  potential 
to  quickly  become  one  of  the 
first  strong,  widely  accessible 
commercial  World-Wide  Web 
applications.  The  animated 
multi-media  service  will  enable 
users  to  query  Worldview  Sys¬ 
tems  Corp.’s  extensive  travel 
databases,  and  then  book  lodg¬ 
ing  and  transportation  in  real 
time  through  The  SABRE 
Group’s  popular  travel  reserva¬ 
tion  service. 

The  Travelocity  interface  is 
being  designed  and 
installed  on  Silicon 
Graphics,  Inc.  Web- 
Force  servers  here. 

The  servers  will  link  to 
both  Worldview’s  Ora¬ 
cle  Corp.  database, 
which  runs  on  Sun 
Microsystems,  Inc. 
workstations  in  San 
Francisco,  and  the 
SABRE  reservation  sys¬ 
tem  here,  which  is  IBM 
mainframe-based  and 
owned  by  American 
Airlines,  Inc.  parent 
company  AMR  Corp. 

Designers  promise  the 

SABRE  interface  will  be  faster 

than  the  EasySABRE  system  cur¬ 
rently  available  to  consumers 
through  on-line  services. 

Travelocity  will  be  markedly 
different  from  the  largely  static 
information-dispensing  sites 
that  make  up  the  bulk  of  existing 
Web  sites  —  and  is  being 
designed  to  handle  huge  cus¬ 
tomer  demand. 

“It’s  very  important  that  this 
be  powerful  and  rock  solid,” 
said  Terry  Jones,  president  of 
The  SABRE  Group’s  SABRE 
Interactive  business  unit,  which 
is  building  the  interface  to 
SABRE  on  Travelocity. 

The  core  SABRE  reservation 
system  that  Travelocity  will  tap 
into  4,600  messages  per  second 
from  airlines,  travel  agents  and 
consumers  through  different 
channels, Jones  said. 

Gluttons  for  punishment 

Mountain  View,  Calif.-based 
Silicon  Graphics’  WebForce 
servers  were  designed  for  such 
punishment,  said  Lenny  Rosen¬ 
thal,  WebForce  server  market¬ 


Worldview  President 
and  CEO  Neal 
Checkoway  says 
security  and  reliability 
are  key  considemtions. 


ing  manager.  “This  is  exactly  the 
use  the  WebForce  Challenge 
server  was  designed 
for,”  Rosenthal  said. 

The  L  Class  systems 
are  two-  to  12-CPU  sym¬ 
metric  multiprocessing 
Reduced  Instruction 
Set  Computing-based 
systems,  running  at 
200MHz  to  250MHz 
with  4M  bytes  of  cache 
RAM  and  960M  bytes  of 
sustained  bandwidth  to 
accommodate  hun¬ 
dreds  of  simultaneous 
connections. 

The  user  interface  is 
being  designed  with  Sili¬ 
con  Graphics’  new  Virtual  Real¬ 
ity  Modeling  Language  tool  set 
and  Netscape  Communications 
Corp.’s  Web  authoring  tools,  and 
runs  on  Netscape’s  Web 
server. 

The  interface  to 
Worldview’s  travel  in¬ 
formation  database  is 
being  built  with  Net¬ 
scape  and  Sun  Java 
tools,  and  will  employ 
Verity  Corp.  text- 
search  software.  The 
database  contains  in¬ 
formation  about  157 
destinations  that  are 
cross-indexed  by  134 
interest  categories  and 


SABRE's Jones  says 
Travelocity  will  tap 
into  a  reservation 
system  handling 
4,600  messages 
persecond. 


is  still  growing. 

In  addition.  Worldview  will 
handle  the  merchan¬ 
dising  portion  of  Trav¬ 
elocity,  and  is  setting 
up  a  Netscape  mer¬ 
chant  server  to  sell 
travel  supplies. 

“Secure  transac¬ 
tions  require  indus¬ 
trial-strength  tools,” 
said  Neal  Checkoway, 
Worldview  president 
and  chief  executive 
officer. 

Netscape’s  mer¬ 
chant  server  imple¬ 
ments  Secure  Sockets 
Layer,  and  Worldview 
and  SABRE  are  working  to  coor¬ 
dinate  logons  so  users  are  simul¬ 
taneously  recognized  by  both  of 
their  systems. 

“All  the  elements  that  are 
being  brought  together  make 
for  a  huge  system,”  Checkoway 
said.  “We’re  doing  a  lot  of  cus¬ 
tom  engineering  work  to  be  sure 
the  SABRE  servers  can  talk  with 
ours.” 

Although  Worldview’s  travel 
database  will  continue  to  be 
available  on  such  subscription 
on-line  services  as  Prodigy  and 
America  Online,  Checkoway 
said  he  anticipates  that  the  Web 
will  offer  the  real  growth  oppor¬ 
tunity.  ■ 


ARDIS  beckons  users 
with  flat-rate  pricing 


By  Joanie  Wexler 

Lincolnshire,  III. 

ARDIS  Co.  last  week  revamped 
the  way  it  charges  for  its  wireless 
messaging  services  by  launching 
a  flat-rate  pricing  structure  that 
should  save  users  about  20%  on 
their  monthly  bills. 

The  pricing  plan  replaces  a 
much  more  complicated,  year- 
old  scheme  under  which  users 
had  to  translate  “message  units” 
into  volume  and  calculate  extra¬ 
usage  charges  that  declined  as 
volume  grew.  Charges  also  varied 
depending  on  what  mail  applica¬ 
tion  the  customer  used. 

The  pricing  overhaul  is  the 
latest  example  of  a  recently  reor¬ 
ganized  ARDIS  turning  its  atten¬ 
tion  away  from  an  engineering 
focus  in  favor  of  marketing 
incentives  aimed  at  spurring 
usage  of  wireless  data  services 
(NW,  Nov.  20,  page  70) . 


With  the  new  pricing,  users 
pay  a  flat  rate  for  a  predefined 
amount  of  messages,  measured 
in  kilobytes.  The  base  prices 
range  from  $19.95  to  $189.95 
per  month. 

If  customers  send  more  than 
the  amount  of  data  their  base  fee 
covers,  they  pay  54  cents  for  each 
additional  kilobyte.  Customers 
can  choose  among  flat  pricing 
plans  for  sending  up  to  20K, 
150K,  350K  and  750K  bytes  of 
messages  per  month. 

ARDIS’  new  pricing  tiers  are 
the  same  regardless  of  messag¬ 
ing  application  used.  Applica¬ 
tions  available  include  ARDIS’ 
own  PersonalMessaging  offer¬ 
ing,  Motorola,  Inc.’s  AirMobile 
Wireless  for  Lotus  cc:Mail,  River 
Run  Software  Group’s  Mail-on- 
the-Run,  CE  Software,  Inc.’s 
MobileVision  and  RadioMail 
Corp.’s  RadioMail. 


Fore  to  grab 
LAN  switch 
maker  Alantec 

By  Jodi  Cohen  and  Tim  Greene 

Pittsburgh 

Fore  Systems,  Inc.  last  week 
moved  to  address  the  needs  of 
those  customers  planning  to 
take  ATM  across  the  enterprise 
by  agreeing  to  acquire  IAN 
switch  vendor  Alantec  Corp. 
in  a  stock  swap  worth  about  $700 
million. 

The  proposed  deal  —  Fore’s 
fourth  such  move  this  year  — 
would  provide  the  company  with 
the  technology  it  needs  to  move 
beyond  its  LAN  and  campus 
strongholds  by  integrating  rout¬ 
ing  technology  from  Alantec 
into  its  Asynchronous  Transfer 
Mode  switches.  The  purchase 
would  complement  the  compa¬ 
ny’s  acquisition  two  weeks  ago  of 
CellAccess  Technology,  Inc.,  a 
maker  of  wide-area  ATM  gear 
(AW,  Dec.  11,  page  10). 

The  new  deal  should  also 
smooth  the  migration  to  ATM 
for  Alan  tec’s  Ethernet  and  FDDI 
switch  customers. 

Alantec  brings  to  the  table  its 
PowerHub  family  of  multiproto¬ 
col  switches  for  workgroup, 
department  and  LAN  backbone 
environments.  Throughout  its 
product  line,  Alantec  incorpo¬ 
rates  bridging/ routing  software 
that  includes  IP  and  IPX  routing, 


virtual  LAN  configuration,  fire¬ 
walling  and  port-monitoring 
capabilities. 

Alantec  already  is  a  partner  in 
Fore’s  ForeThought  program, 
under  which  vendors  can  inte¬ 
grate  Fore’s  ATM  access  software 
into  their  products.  Alantec  of¬ 
fers  ATM  interface  modules  for 
its  PowerHub  3000  and  5000, 
and  has  plans  to  extend  ATM 
throughout  its  product  line. 

The  meshed  product  lines 
will  allow  users  to  deploy  ATM 
switches  from  Fore  across  a  cam¬ 
pus  backbone  providing  connec¬ 
tivity  among  Alantec  depart¬ 
mental  and  workgroup  switch¬ 
ing  hubs. 

Analysts  said  the  acquisition 
will  add  to  Fore’s  size  and 
strength,  increasingly  important 
factors  in  a  market  where  the 
power  has  become  concentrated 
among  a  small  group  of  large 
and  growing  companies  such  as 
3Com  Corp.,  Bay  Networks,  Inc. 
and  Cisco  Systems,  Inc. 

Fore  posted  revenue  of  $97 
million  for  the  first  nine  months 
of  1995,  while  Alantec  reported 
revenue  of  $36.5  million  for  the 
same  period.  The  merger  will 
bring  Fore’s  total  employee 
count  to  850. 

Alantec  customer  Tom  Arons, 
senior  program  analyst  at  the 
University  of  California  at  Davis, 
said  the  merger  is  good  news  for 
both  companies.  “Alantec  needs 
an  ATM  solution,  and  Fore 
needs  some  [routing]  smarts  in 
its  switches  because  its  switches 
See  Fore,  page  14 


Comparative  prices  show 
ARDIS  is  more  economical  at  the 
very  low  and  very  high  ends  than 
its  chief  rival,  RAM  Mobile  Data, 
which  is  more  cost-effective  for 
medium-volume  users  (see 
graphic). 

RAM  also  uses  flat  rate  pric¬ 
ing,  but  still  employs  a 
declining  extra-charge 
scheme.  RAM’s  flat  rate 
pricing  plans  are  based 
on  100K,  200K,  275Kand 
500K  bytes  of  use 
monthly. 

One  chink  in  the  new 
ARDIS  plan  is  that  it 
clashes  with  an  ARDIS 
promotion  launched  in 
June  for  an  application 
called  AirMobile  for 
cc:Mail,  which  lets  users 
connect  wirelessly  to 
their  corporate  LAN 
servers.  That  promotion 
allowed  users  to  send  a 
whopping  5M  bytes  of 
data  per  month  for  $75 
and  was  set  to  expire  at 
the  end  of  this  year. 

Butthe  software  was 
delayed  and  only  be¬ 


came  available  in  recent  weeks, 
so  ARDIS  will  extend  the  sign-up 
period  through  March  1996.  The 
prices  will  be  in  effect  for  a  year 
after  customers  sign  up,  said  Dan 
Croft,  senior  vice  president  of 
marketing  at  ARDIS. 

©ARDIS:  (708)  913-1215. 


What’s  a  message  worth? 


ARDIS’  new  wireless  messaging  price  structure 
gives  the  company  an  edge  over  chief  rival  RAM 
Mobile  Data,  primarily  at  the  high  end. 


Message  usage 
(in  Kbytes*) 

Price  per  month 
ARDIS  RAM 

20 

$19.95 

$25.00 

100 

$63.15** 

$25.00 

150 

$49.95 

$42.50 

200 

$76.95 

$66.00 

350 

$99.95 

$108.25 

750 

$189.95 

$202.50 

*  100K  bytes  equals  about  70  pages  of 
messages. 

**For  sending  100K  bytes  of  messages,  ARDIS 
users  would  save  by  choosing 

ARDIS’  next  highest  pricing  tier,  which  allows 
them  to  send  150K  bytes  a  $49.95.  ARDIS 
charges  54  cents  per  extra  kilobyte  between  each 
plan  tier,  while  RAM’s  extra  kilobyte  charges 
range  downward  from  35  cents  to  27  cents  as 
message  volumes  increase. 
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Your  desktops  are  humming 


They  run  Windows,  OS/2 
and  DOS. 


They  run  thousands  of 
applications. 


But  they  also  need  access 
to  your  legacy  system. 


How  do  they  get  in? 


What  your  computers  need 
is  a  clever  disguise. 
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Desktop  computers  were  literally  born  to 

Can  your  1  1  J 

software  access  information,  using  a  variety  of  network 

do  this?  ^ 

protocols.  But  to  get  into  your  legacy  system, 
they  have  to  change  their  appearance.  In  a  most  clever  way. 

IBM  emulators  let  your  computers  “change  identities,”  looking 
just  like  terminals  when  needed.  They  work  on  all  of  the  popular 
platforms,  including  Windows®  OS/2®  and  DOS.  IBM  emulation 
can  even  run  without  modification  on  Windows  95.  So  users  can 
access  legacy  systems  from  anywhere  with  the  same  look  and  feel. 

Our  emulators  are  designed  to  run  on  more  network  protocols 
than  anyone  else’s,  from  Ethernet  and  Token-Ring  to  TCP/IP  and 
IPX/SPX.  And  we  support  access  any  way  you  want  it  —  over  the 
network,  by  wireless  or  by  PC  card  adapter. 


We  even  have  a  PC  Toolkit  for  Visual  Basic 
that  allows  you  to  customize  emulation  for  your 
specific  business  needs. 

Plus,  if  you  buy  Version  4.0  of  our  PC  3270 
or  AS/400®  emulation  packages  for  Windows 
by  years  end,  you’ll  qualify  to  receive  a 
free  upgrade  to  Personal  Communications  for  Windows  95  through 
7/31/96.  So  give  all  of  your  users  access  to  information  that  can  help 
them  do  their  jobs  better.  Give  us  a  call  at  1  800  IBM-3333*  ext. 
DA010  or  visit  our  Web  site  at 

http://www.  raleigh.ihm.com/  ~ 

netad.html  for  all  of  the  details.  ~  ,  ~~  ~  ~® 

No  disguise  required.  Solutions  for  a  small  planet" 


•In  Canada,  please  call  1  800  IBM  CALL,  ext,  219  Outside  North  America,  contact  your  local  IBM  office.  The  IBM  home  page  is  located  at  http://www.ibm.com  IBM,  AS/400  and  OS/2  are  registered  trademarks  and  Solutions  tor  a 
small  planet  is  a  trademark  of  International  Business  Machines  Corporation.  All  other  company  and/or  product  names  are  trademarks  or  registered  trademarks  of  their  respective  companies.  ©  1995  IBM  Corp.  All  rights  reserved. 
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Ethernet 

Continued  from  page  1 

“We  are  not  ATM  advocates, 
and  we  really  believe  that  Ether¬ 
net  can  scale  to  meet  every 
requirement  of  the  enterprise, 
including  multimedia,  desktop 
conferencing  and  even  high-per¬ 
formance  connections  to  the 
Internet,”  he  said. 

NetWorth  had  been  develop¬ 
ing  Gigabit  Ethernet  prior  to 
being  acquired  by  Compaq,  and 
now  Compaq  has  decided  to 
move  forward  with  it. 

McHale  said  that  1C 
bit/ sec  Ethernet,  some¬ 
times  called  ultra  fast 
Ethernet,  would  bene¬ 
fit  from  existing  efforts 
to  facilitate  Ethernet 
support  of  multimedia 
applications. 

The  IEEE  802.  Ip 
committee  is  working 
on  a  prioritization 
scheme  that  will  allow 
multicast  video  or  real¬ 
time  desktop  videocon¬ 
ferencing  to  run  across 
Ethernet,  which  could  eventu¬ 
ally  include  1C  bit/sec  Ethernet 
if  it  is  standardized. 

“The  underlying  assumption 
has  been  that  you  can’t  run  mul¬ 
timedia  on  Ethernet  because  it  is 
nondeterministic.  The  fact  of 
the  matter  is  you  can,”  he  said. 
But  to  effectively  support  iso¬ 
chronous  traffic,  you  need  more 
bandwidth  than  100M  bit/sec 


Pushard  says  Compaq 
will  probably  offer 
ATM  and  Gigabit 
Ethernet  technologies 
if  they  merge  as 
standards. 


fast  Ethernet  has  to  offer,  he 
added. 

Universal  Ethernet 

McHale  said  that  besides 
backing  the  standards  push, 
Compaq  is  readying  a  strategy, 
code-named  Universal  Ether¬ 
net,  that  calls  for  a  network  archi¬ 
tecture  using  100M  bit/sec  fast 
Ethernet  to  the  desktop  — 
whether  it  be  switched  or  shared 
—  and  1G  bit/sec  Ethernet  in 
the  backbone. 

Ahmad  Nouri,  who  presented 
the  Gigabit  Ethernet 
proposal  to  the  IEEE 
committee  for  Compaq 
last  month,  said  the 
goal  is  to  extend  Ether¬ 
net  so  it  can  serve  as  a 
backbone  technology 
capable  of  supporting 
multiple  100M  bit/sec 
Ethernet  networks  and 
devices. 

Doug  Pushard,  vice 
president  of  Compaq’s 
internetworking  prod¬ 
ucts  group,  said  Com¬ 
paq  will  likely  offer 
Asynchronous  Transfer  Mode  as 
well  as  Gigabit  Ethernet  technol¬ 
ogies,  if  both  emerge  as  major 
market  standards.  “I  think  there 
will  be  a  need  and  a  market  for 
both,”  he  said. 

Although  Compaq  is  evaluat¬ 
ing  ATM  technology,  Nouri  said 
Gigabit  Ethernet  could  preclude 
the  need  for  ATM  in  the  local 
area. 


NYNEX  takes  an  aggressive 
tack  with  ISDN  upgrades 


By  Tim  Greene 

New  York 

NYNEX  Corp.  last  week  revealed 
plans  to  shell  out  hundreds  of 
millions  of  dollars  on  network 
upgrades  over  the  next  five  years 
to  ensure  that  almost  all  of  its  cus¬ 
tomers  will  be  able  to  get  ISDN 
directly  from  the  nearest  central 
office  switch. 

The  goal  of  the  project,  which 
starts  next  spring,  is  to  make  the 
service  available  directly  from 
90%  to  95%  of  NYNEX  central 
offices  —  up  from  the  current 
60%. 

The  move  should  help  meet 
growing  demand  for  ISDN, 
which  is  becoming  popular  for 
supporting  Internet  and  remote 
access  applications. 

Not  only  will  the  investment 
make  ISDN  more  readily  avail¬ 
able  from  NYNEX,  but  it  should 
also  make  it  cheaper.  That’s 
because  NYNEX  will  avoid  hav¬ 
ing  to  backhaul  the  service  from 
just  distant  to  local  switches. 


The  backhauled  service  costs 
$10  extra  per  month  plus  an 
extra  $75  installation  fee. 

Those  charges  will  disappear 
for  most  users  as  ISDN  technol¬ 
ogy  is  implemented  on  switches 
in  their  vicinity,  according  to 
Patricia  Conway,  NYNEX  staff 
director  of  ISDN  product  man¬ 
agement.  However,  there  are  no 
immediate  plans  for  rate 
changes,  she  said. 

The  upgrade  is  a  departure 
for  NYNEX,  which  a  Dataquest, 
Inc.  report  says  lags  behind 
other  regional  Bell  operating 
companies  in  ISDN  availability. 

By  the  end  of  January, 
NYNEX  plans  to  sign  deals  worth 
more  than  a  total  of  $250  million 
with  Northern  Telecom,  Inc.  and 
AT&T  Network  Systems  for  hard¬ 
ware  and  software  to  make  its 
switches  compliant  with  the 
National  ISDN-1  standard. 

If  possible,  NYNEX  will  just 
upgrade  the  software  in  current 
switches.  ■ 


If  the  IEEE  agrees  to  pursue 
1G  bit/sec  Ethernet  as  a  stan¬ 
dard,  Nouri  said  Compaq  will 
likely  roll  out  a  suite  of  Gigabit 
Ethernet  products,  including 
switches  to  connect  multiple 
100M  bit/sec  Ethernet  switches 
or  repeaters. 

These  switches  could  also  pro¬ 
vide  connectivity  to  an  ATM 
wide-area  network. 

For  the  IEEE  committee  to 
even  consider  Gigabit  Ethernet, 
the  proposal  has  to  support  back¬ 
ward-compatibility  with  IEEE 
802.3  devicesand  support  for  the 
Ethernet  access  scheme,  carrier- 
sense  multiple  access  with  colli¬ 
sion  detection. 

The  proposed  standard  will 
call  for  use  of  fiber-optic  and, 
believe  it  or  not,  unshielded 
twisted-pair  wiring. 

The  committee  will  also  eval¬ 


uate  Fibre  Channel  technology 
as  a  possible  media  for  the  physi¬ 
cal  layer. 

Nouri  said  he  expects  that  the 
technology  will  initially  cost 
three  times  that  of  100M  bit/ sec 
fast  Ethernet,  while  offering  a 
tenfold  increase  in  available 
bandwidth. 

Worth  the  expense? 

But  Ed  Frost,  MIS  director  at 
Kentucky  Housing  Corp.,  said 
the  pricing  may  be  too  high  and 
that  the  economic  feasibility  of 
Gigabit  Ethernet  would  be  criti¬ 
cal  to  its  success. 

If  it  costs  twice  as  much  as 
100Base-T  or  the  same  as  FDDI, 
then  it  would  be  attractive  and 
users  would  jump  on  it,  Frost 
said. “One  of  the  problems  with 
ATM  right  now  is  it’s  pretty  costly, 
but  if  [Gigabit  Ethernet]  is 


priced  too  high,  it  won’t  catch 
on.” 

Analysts  also  pointed  out  that, 
similar  to  regular  Ethernet  — 
which  only  provides  3M  or  4M 
bit/sec  of  throughput  —  Gigabit 
Ethernet  would  offer  considera¬ 
bly  less  than  1G  bit/sec  actual 
throughput. 

One  user  said  that  while 
Ethernet  may  be  able  to  scale 
nicely  in  the  LAN,  it  still  has  its 
limitations. 

“The  problem  with  the  [Uni¬ 
versal  Ethernet]  plan  is  that  you 
will  still  have  to  convert  the  LAN 
at  some  point  into  an  ATM 
WAN,”  he  said.  “ATM  is  attrac¬ 
tive  because  you  can  have  a  com¬ 
mon  ATM  network  for  the  LAN 
and  WAN.” 

Staff  Writer  Ben  Heskett  contrib¬ 
uted  to  this  story. 


Web  pricing 

Continued  from  page  1 
at  Microsoft. 

For  instance,  today  a  1,000- 
user  license  SQL  Server  is  about 
$96,000,  and  each  user  beyond 
that  thousand  could  cost  an 
extra  $96  or  thereabouts. 

Voth  would  not  detail  how 
Microsoft  would  modify  its  pric¬ 
ing,  but  he  did  say  the  company 
would  make  SQL  Server  much 
more  affordable  as  the  under¬ 
pinning  to  a  Web  site. 

Microsoft  announced  two 
weeks  ago  an  overarching  Web 
strategy  that  included  bundling 
its  Web  server  with  NT  Server 
free  of  charge,  as  well  as  distrib¬ 
uting  its  Web  browser  free  — 
moves  analysts  said 
show  a  commitment  to 
the  Internet  and  a  seri¬ 
ous  attempt  to  catch  up 
to  competitors  that 
have  beat  the  company 
to  the  punch. 

Microsoft  is  also  put¬ 
ting  together  a  package 
of  applications  that  is 
designed  to  get  users  up 
and  running  on  the 
Web  quickly,  Voth  said. 

That  package  is  likely  to 
be  one  of  a  number  of 
newly  configured  bun¬ 
dles  from  the  BackOffice  family 
of  products,  observers  said. 

The  most  likely  configuration 
would  include  NT  Server,  Infor¬ 
mation  Internet  Server  and  SQL 
Server,  plus  a  set  of  Web  site 
building  and  administration 
tools  that  would  give  users  a 
drop-in  Web  site  that  is  easy  to 
build  and  configure.  Microsoft  is 
encouraging  users  to  take  advan¬ 
tage  of  the  integration  of  these 
tools. 

The  Internet  Database  Con¬ 
nector  API,  for  instance,  gives 


Voth  says  Microsoft  is 
developing  a  package 
of  applications  to  get 
users  up  and  running 
more  quickly  on  the 
Internet. 


users  access  from  the  Internet 
Server  to  SQL  Server  or  any  data¬ 
base  that  complies  with  Micro¬ 
soft’s  Open  Database 
Connectivity  (ODBC)  protocol. 

Oracle  happenings 

Meanwhile,  market-leading 
Oracle  Corp.  recently  strung 
together  a  series  of  new  products 
with  a  pricing  plan  designed  to 
keep  it  at  the  center  of  database 
Web  development.  The  com¬ 
pany  will  offer  its  Web  Server  — 
which  includes  an  unlimited 
Oracle7  Workgroup  server  li¬ 
cense  for  use  over  the  Internet, 
an  HTML  development  tool  kit, 
and  database  and  Web  adminis¬ 
tration  utilities  —  for  $4,995. 
Oracle  Workgroup  Server  alone 
usually  carries  a  price 
tag  of  $199  per  server 
and  $99  per  client. 

Another  offering, 
Oracle  Webserver  Op¬ 
tion,  is  designed  to 
integrate  with  existing 
applications  built 
around  the  enterprise 
version  of  the  compa¬ 
ny’s  database.  Web- 
Server  Option  is  also 
priced  at$4,995. 

Analysts  see  a  future 
in  moves  like  Oracle’s. 
“Software  companies 
have  to  change  their  pricing 
structure  completely  for  use  on 
the  Internet,”  said  Paula  Boyle, 
an  analyst  at  Giga  Information 
Group  in  Norwell,  Mass. 

At  the  same  time,  Web  soft¬ 
ware  is  so  cheap  and  ubiquitous 
that  users  “now  expect  to  pub¬ 
lish  a  certain  amount  of  informa¬ 
tion  via  the  Internet”  for  free, 
Boyle  said. 

Microsoft  database  rival 
Sybase,  Inc.  last  month  tied  up 
some  loose  ends  in  its  Web  struc¬ 
ture  with  a  five-tiered  pricing 


THE  PRICE  OF  BUILDING  A  WEB 
ON  YOUR  DATABASE 

Company  Pricing  plan 

Microsoft  New  pricing  and 

packaging  to  be 
announced  early  next 
year. 

Oracle  A  $4,995  Web  Server 

bundle  gives  users 
unlimited  Internet  access 
to  0racle7  Workgroup 
Edition. 

Sybase  Special  pricing  of  $2,000 

to  $30,000  for  unlimited 
Web  access  to  SQL  Server 
databases. 


plan  for  unlimited  Internet 
access  to  its  SQL  Server  data¬ 
base.  The  categories  start  with 
PC-based  systems,  which  may  be 
priced  at  $2,000,  to  the  largest 
Unix  servers,  which  can  cost 
$30,000. 

That  pricing  scheme  repre¬ 
sents  a  substantial  discount  off 
the  company’s  traditional 
unlimited  user  pricing  of 
$30,000  to  about  $120,000  per 
server. 

A  spokesman  for  Sybase  said 
the  database  maker  is  trying  to 
encourage  users  to  put  data  out 
on  the  Internet  and  is  assuming 
that  users  already  have  its  version 
of  SQL  Server  in-house. 

Informix  Software,  Inc.  is  for¬ 
mulating  a  strategy  for  pricing  its 
database  software  for  use  on  the 
Web,  company  officials  said,  but 
they  declined  to  comment  on 
specifics. 

Giga’s  Boyle  said  that  not  all 
Web  software  is  subject  to  com¬ 
modity  pricing,  however.  While 
databases  and  browsers  get  less 
expensive,  security  and  manage¬ 
ment  tools  for  the  Web  will 
remain  pricey,  analysts  agreed. 


Senior  Editor  Peggy  Watt  contrib¬ 
uted  to  this  story. 
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WIDE-AREA  NETWORKING  OVER  THE  ’NET 


1 


Net  administrators 
designate  files  to  be 
shared,  who  can 
access  them  across 
the  Internet  and 
whether  that  access 
includes  read-only  or 
read/write  privileges. 


2 


An  NT-based  DNS  servertracks  addresses  of  other 
nets  and  passes  secure  tokens  across  the  'Net. 


Win95  or  NT  Workstation 


E-mail 


Internet 


NT  server  with  DNS  gateway 


3 


Other  users  can  then  open  the  files  with  common  desktop  applications 
using  the  File/Open  command  and  designate  an  Internet  address  rather 
than  a  drive  on  a  local  server. 


NT 

Continued  from  page  1 

least  part  of  it  is  coming  right 
around  the  corner. 

Within  the  next  four  months, 
Microsoft  Corp.  plans  to  begin 
beta  tests  on  an  update  to  its  Win¬ 
dows  NT  Server  that  will  let 
Microsoft  clients  create  NT 
server-to-server  connections 
across  the  Internet,  according  to 
Mike  Nash,  group  product  man¬ 
ager  for  Windows  NT  Server. 

The  technology  is  designed  to 
make  the  Internet  itself  a  de 
facto  WAN  for  NT  networks  by 
letting  applications  open  files  on 
remote  machines,  without  nec¬ 
essarily  even  knowing  they  are 
reaching  across  the  Internet  to 
do  so,  Nash  said. 

The  connection  is  designed 
to  give  users  data-sharing  capa¬ 
bility  and  remote  access  all  in 
one  product. 

How  do  they  do  it? 

The  NT  Shell  Update,  due 


later  this  year,  will  include  a  gate¬ 
way  between  the  Internet’s 
Domain  Name  Service  (DNS) 
and  NT’s  Windows  Internet¬ 
working  Naming  System 
(WINS) ,  a  database  that  maps  IP 
addresses  to  usernames. 

The  gateway  will  rely  on  an 
NT-based  version  of  DNS  that 
Microsoft  is  developing.  DNS 
currently  runs  only  on  Unix.  The 
NT-based  DNS  will  link  with 
WINS  to  track  dynamically 
assigned  IP  addresses  within  NT 
nets. 

Microsoft  also  is  developing  a 
graphical  administration  tool  for 
DNS,  which  is  currendy  man¬ 
aged  using  ASCII  editors. 

Internet-based  NT  connec¬ 
tions  also  will  depend  on  new 
versions  of  NT  Workstation  and 
Windows  95  that  can  support 
DNS  names  as  well  as  NETBIOS 
names.  Both  clients  are  due  in 
1996. 

With  that  gateway,  users  will 
be  able  to  share  files  and  printers 
as  easily  across  the  Internet  as 


they  do  on  their  own  networks, 
Nash  said. 

Users  log  on  once,  and  NT 
Servers  can  pass  encrypted 
authentication  tokens  across  the 
’Net  to  log  users  on  to  remote 
networks. 

“Once  you  map  the  NET¬ 
BIOS  to  IP,  then  everything  else 
is  exactly  the  same  as  what  peo¬ 
ple  are  used  to  in  the  NT  net¬ 
works  —  except  you’re  doing  it 
over  the  Internet,”  said  Dan 
Perry,  a  Windows  NT  program 
manager. 

The  gateway  could  act  as 
cheap  groupware,  enabling 
users  on  multiple  networks  to 
share  files  and  collaborate  as  if 
they  were  on  the  same  network, 
Nash  said. 

It  also  could  give  mobile 
workers  access  to  their  networks 
over  the  Internet,  rather  than 
through  the  Remote  Access  Ser¬ 
vices  dial-up  access  feature  in 
NT. 

A  closer  connection  for  NT 
Servers  to  the  Internet  does  raise 


the  potendal  for  users  to  have 
their  networks  hacked,  Nash 
conceded. 

However,  the  C2-rated  secu¬ 
rity  in  NT  Server  applies  to  all 
connections  coming  in  to  the 
net  and  provides  file-level  secu¬ 
rity  to  every  workstauon,  he  said. 

Most  organizadons  still  will 
want  to  install  a  proxy  server  out¬ 
side  their  firewall,  however,  and 
route  incoming  traffic  through 


it  to  limit  the  hacking  potential. 

The  gateway  is  scheduled  to 
be  part  of  the  Shell  Update 
Release  of  Windows  NT,  which 
will  put  the  Windows  95  graphi¬ 
cal  user  interface  on  both  NT 
Workstation  and  NT  Server. 

The  Shell  release  is  due  to 
enter  beta  testing  during  the 
first  quarter  or  1996  and  will 
probably  be  released  around 
midyear.  ■ 


ATM 

Continued  from  page  1 
ABR,  estimates  he  will  have  to 
replace  his  Cisco  Systems,  Inc. 
LightStream  100  switches  with 
Cisco’s  new  LightStream  1010. 

Many  of  the  ATM  switches 
installed  today  do  not  or  cannot 
support  some  or  all  modes  of 
ABR  service  due  to 
processing  or  archi¬ 
tectural  limitations. 

ABR  uses  available, 
rather  than  reserved, 
bandwidth  for  data 
transmission. 

Moreover,  ATM 
Forum-defined  specs 
for  ATM  quality  of  ser¬ 
vice  —  of  which  ABR 
is  one  —  were  not 
complete  enough  to 
implement  in  silicon 
at  the  time  many 
ATM  switches  were 
installed. 

ABR  uses  band¬ 
width  that  is  left  over 
after  some  has  been 
reserved  for  constant 
bit  rate  (CBR)  and 
variable  bit  rate 
(VBR)  traffic. 

As  a  result,  the 
share  of  ABR  bandwidth  may 
increase  or  decrease,  depending 
on  the  needs  of  CBR  and  VBR 
applications. 

ABR  will  be  popular  among 
users  who  may  want  the  network 
to  guarantee  a  certain  cell  loss 
rate  but  can  afford  to  wait  a  little 
while  for  data  to  get  to  its  destina¬ 
tion.  File  transfers  and  elec¬ 
tronic  mail  are  examples  of 
applications. 


There  are  at  least  two  modes 
of  ABR  service:  Explicit  Forward 
Congestion  Identification 

(EFCI),  which  allows  switches  to 
set  a  bit  in  the  headers  of  forward 
cells  to  indicate  congestion;  and 
Explicit  Rate  (ER) ,  which  allows 
switches  to  indicate  within  for¬ 
ward  or  backward  cells  exactly 
which  rate  they  are  willing  to 
receive  along  a  par¬ 
ticular  connection. 

ABR  is  now  at  the 
point  where  ven¬ 
dors  can  deliver 
those  features  in 
hardware.  That 
means  some  users 
of  Fore  Systems, 
Inc.  switches  will 
have  to  replace 
interface  cards  at  a 
minimum  cost  of 
20%  of  their  switch 
investment  in  order 
to  use  it,  according 
to  Joe  Skorupa,  di¬ 
rector  of  ATM 
switch  marketing 
for  the  company. 

“There  will  be  a 
program  for  our 
customers  to  trade 
in  their  port  cards,” 
Skorupa  said.  “The 
program  will  let  the  customer 
preserve  about  70%  to  80%  of 
their  investment.” 

Fore  is  the  market  leader  in 
ATM  product  shipments  with  a 
65%  share,  according  to  Robert¬ 
son,  Stephens  &  Co.,  a  San  Fran- 
cisco-based  investmentfirm. 

Cisco,  meanwhile,  offers 
users  of  its  LightStream  A100 
switch  a  50%  rebate  to  replace 
the  A100  with  the  LightStream 


1010,  which  has  ABR.  The  archi¬ 
tecture  of  the  A100  could  not 
accommodate  the  service. 

The  A100  “is  not  a  switch  that 
has  a  future,”  said  Anthony 
Alles,  ATM  product-line  man- 
agerforCisco. 

Users  of  Bay  Networks,  Inc.’s 
LattisCell  and  5000AH  ATM 
switches  also  will  have  to  replace 
those  products  with  new 
switches  if  they  want  ER  ABR, 
said  Rob  Newman,  vice  presi¬ 
dent  of  switched  internet  prod¬ 
ucts  at  Bay.  The  LattisCell  and 
5000AH  already  support  EFCI 
ABR,  he  said. 

“You  need  these  functions 
down  in  silicon,  so  it’s  not  possi¬ 
ble  to  simply  upgrade  an  old 
switch  to  do  the  advanced  ABR 
function,”  Newman  said.  He  did 
not  discuss  an  upgrade  plan  for 
LattisCell  and  5000AH  custom¬ 
ers  because  Bay  has  not 
“announced”  ER  ABR  on  its 
switches  yet. 

Some  Bay  users  already  have 
prepared  for  this  situation. 

“We  bought  technology  that 
was  really  about  a  year  out  so 
we’d  have  some  investment  pro¬ 
tection,”  said  Jay  Wilson,  senior 
advisory  systems  engineer  at  AG 
Communication  Systems  in 
Phoenix.  “We  realized  ATM  was 
young,  and  we  were  willing  to  go 
with  a  vendor  that  had  what  ATM 
had  to  offer  today  —  but  we 
really  wanted  their  second  gen¬ 
eration.  We’ve  gone  with  their 
first  generation,  but  we’ve  actu¬ 
ally  worked  into  the  deal  an 
uplift,  at  no  cost  to  the  second 
generation.” 

Some  users  will  not  need  that 
forklift  upgrade  because  their 


vendor  disagrees  with  Bay’s 
assertion  that  ABR  needs  to  be 
implemented  in  silicon.  New¬ 
bridge  Networks, 

Inc.  is  already  ship¬ 
ping  EFCI  ABR  soft¬ 
ware  in  its  VIVID 
workgroup  switches, 
ac-cording  to  Stuart 
Aaron,  director  of 
product  marketing 
at  Newbridge. 

Those  customers 
who  purchased  the 
switch  prior  to 
March  1995  can  add 
ABR  support  by 
downloading  free 
software  upgrades, 
he  said.  They  also 
will  be  able  to 
upgrade  to  ER  ABR 
via  a  software  down¬ 
load  when  it’s  avail¬ 
able,  Aaron  said. 

“There’s  been  a  lot  of  hype 
around  theoretical  concepts  and 
what’s  going  to  give  you  the  theo¬ 
retical  100%  throughput  perfor¬ 
mance  numbers,”  Aaron  said. 
“We  feel  that  with  [EFCI]  ABR, 
plus  additional  features  like 
early  packet  discard,  intelligent 
queuing  and  good  buffer  man¬ 
agement,  we  can  deliver  the  per¬ 
formance  of  ER  without  the 
cost/complexity  points”  of 
hardware  implementations. 

Some  analysts,  however,  feel 
that  software-based  ATM  ser¬ 
vices  short  change  users. 

“If  you  consider  the  speed 
and  latency  issues,  it  make  more 
sense  to  support  most  new  fea¬ 
tures  in  hardware,”  said 
Melinda  Le  Baron,  research 
director  for  Gartner  Group, 


Inc.’s  Network  Computing 
Infrastructure  group.  “You  can’t 
afford  the  software  implementa¬ 
tion,  it  would  be  too 
slow.” 

But  users  of  New¬ 
bridge’s  36150  and 
36170  enterprise 
and  WAN  ATM 
switches  will  have  to 
replace  their  switch 
control  cards  if  they 
want  to  implement 
ABR,  said  Irfan  Ali, 
vice  president  of 
product  marketing 
at  Newbridge.  A  sep¬ 
arate  buffer  upgrade 
may  also  be  neces¬ 
sary,  he  said. 

3Com  Corp.,  in 
the  meantime,  is 
shipping  an  ER-like 
ABR  mechanismon 
the  LinkSwitch  2700 
Ethemet-to-ATM  edge  device, 
said  Michael  Rubin,  ATM  prod¬ 
uct-line  manager  at  3Com.  The 
firm’s  ATM  adapters  do  not  sup¬ 
port  ABR  and  will  have  to  be 
replaced  at  $1,000  per  card,  he 
said. 

Nonetheless,  some  analysts 
recommend  that  users  hold  off 
on  making  any  upgrades. 

“If  I  were  that  buyer,  I  would 
sit  on  that  investment  through 
1996  at  the  very  least,  making  no 
upgrades  for  things  like  ABR 
until  I  had  a  better  understand¬ 
ing  of  how  my  applications  were 
going  to  evolve  to  ATM  and 
under  what  specific  conditions  I 
would  expect  to  consume  ABR,” 
said  Thomas  Nolle,  president  of 
the  CIMI  Corp.  consultancy  in 
Voorhees,  N.J.b 


“It  would  be  very 
difficult  for  a  user 
today  to  either  justify 
the  cost  of  an  ABR 
upgrade  or  validate 
the  strategy  of  an 
ABR-provIdingvendor 
in  the  absence  of  any 
application  context 
to  put  this  service 
Into.” 

CIMI’s  Thomas  Nolle 


CALCULATING 

COSTS 

Allen  Robel,  senior 
network  planner  at 
Indiana  University  in 
Bloomington,  will  have 
to  scrap  all  his  Cisco 
ATM  equipment  in 
order  to  upgrade  to 
new  devices  that 
support  ABR  service  - 
which  he  figures  will 
cost  him  a  total  of 
about  $80,000. 
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2080,  is  expected  to  be  based  on 
the  same  midplane  architecture 
as  the  company's  current  high- 
end  l.ightStream  2020.  But  the 
2080  will  have  at  least  10G 
bit  see  of  switching  capacity',  10 
slots  for  processing  and  media 
interface  cards,  and  support  for 
ATM  Forum-defined  services 
such  as  available  bit  rate  p\BRl 
and  Private  Network-to-Network 
Interface  (P-NNI)  routing, 
sources  said. 

The  2080  will  be  positioned  as 
a  concentrator  of  153M  bit  sec 


CISCO’S  ENTERPRISE  ATM  SWITCH  PITCH 

With  10G  bit/sec  of  bandwidth  and  16  network  interface  slots.  Cisco's 
planned  LightStream  2080  ATM  switch  would  be  able  to  anchor  enterprise 
ATM  nets.  It  could  be  used  to  interconnect  LightStream  1010  and  2020 
ATM  switches,  as  well  as  Catalyst  5000  LAN  sw  itches  -  deployed  in  campus 
nets  -  plus  provide  access  to  carrier  WAN  serv  ices. 


LightStream 


LishtStrea.T 

2030 


Campus  LightStream 
LANs  1010 


Catalyst 


WAN 

Access 


Enterprise 

155M  bit  sec 


PBX 


ATM  links  from  building  and 
campus  backbone  nets  to  form 
an  enterprisewide  switched 
internet.  The  device  will  also 
sene  as  a  central  office-based 
switch  that  can  link  these  enter¬ 
prise  nets  to  a  variety  of  carrier 
WAN  services. 

"It  s  just  going  to  be  a  bigger 
version  [of  the  2020]  —  more 
ports,  more  capacity  "  said  Rick 
Malone,  principal  at  Vertical  Sys¬ 
tems  Group  in  Dedham.  Mass. 


By  contrast,  the  LightStream 
2020  sports  12  slots  —  at  least 
three  of  which  are  used  for 
switching  and  processing  mod¬ 
ules  —  and  a  switching  capacity 
of2G  bit  sec.  LightStream  2020 
users  will  be  able  to  use  their  pro¬ 
cessing  and  interface  modules  in 
the  2080.  thereby  protecting 
their  switch  investment,  sources 
said. 

Joseph  L  niejewski.  director 


of  marketing  for  Cisco's  ATM 
business  unit,  confirmed  that  the 
LightStream  20 SO  will  emerge 
next  vear.  The  device  will  sup¬ 
port  ATM  Forum  L  ser-t ©-Net¬ 
work  Interface  >  L'XI  3.0  and  3.1 
signaling  capabilities.  P-NNI  and 
at  least  two  modes  of  ABR  ser¬ 
vice.  he  said. 

UNI  signaling  links  an  end 
user's  device  to  an  ATM  switch 
P-NNI  exchanges  topology  and 
quality -ofservice  routing  infor¬ 
mation  between  switches,  while 
ABR  takes  care  of  congestion 
control. 


Cisco  adds  FRADs  routers 


Cisco  Sv  stems.  Inc.  last  week  unveiled  several  extensions  to  its 
2500  router  line  for  users  of  legacy  equipment  and  frame 
relay  networks. 

Cisco  unwrapped  the  2520  through  2523  series  of 
dev  ices,  which  can  be  configured  either  as  frame  relay  access 
dev  ices  v  FRAD  or  multiprotocol  routers.  Thev  feature  increased 
serial  port  density  and  transmission  of  bisynchronous  and  polled 
asynchronous  data  over  low-speed  lines. 


THE  CISCO  2500  SERIES 


Product  description:  Bx  ~cees  - 
;  .  :  .  ■  • :•  ■ .- : .- ; -  mm 

ic-mei  3s  rut  protect  nxters. 
sc  a  -or  .  FRADs  c  FRADs  » t~  3* 
Erie  net  c  LAN  attaermect. 

Price:  $1.595~$A.695 
AraiU&titr:  Aec.--.a~. 


.As  multiprotocol  routers, 
tti e  N 1  ode  s  252  1  through  2523 
feature  one  F  themet  or  token- 
ring  attachment,  two  synchro¬ 
nous  T-l  links,  one  ISDN  Basic 
Rate  Interface  and  either  two 
or  eight  synchronous  asyn¬ 
chronous  ports.  Those  ports 
operate  a:  1 28N  bi:  sec  for  s  rt- 
chronous  traits  mission  or  1  lex 
b  .  sec  m asynchronous  mode. 

As  FRADs.  the  232.  through 
2523  series  can  support  up  to 
nine  serial  access  links  —  run- 


Uniejewski  declined  to  dis¬ 
close  further  details  on  the 
switch.  But  analysts  said  it  has  to 
support  at  least  ICG  bit  sec  of 
switching  capacity  if  it  is  to 
address  future  requirements  for 
enterprise  connectivity  and 
WAN  access. 

Indeed,  some  analyses  w  ho 
are  familiar  with  the  2’.  80  s 
development  believe  the  switch¬ 
ing  capacity  mov  scale  up  so  it 
can  handle  multiple  622M 
bit  sec  ATM  links.  LTnerew'ski 
’  culd  onh  confirm  that  622M 
bit  sec  ATM  support  is  Man  red 
for  the  LightStream  line  m  19ri 

Though  the  LightStream 
218  >  will  he  able  to  support  the 
2.  2  .  s  proeessme  and  interface 
cards,  observ  ers  expect  Casco  to 
unveil  new  modules  for  the  2*  8 1 
as  well.  Thev  wtQ  incorporate 
hardware  for  processing  ATM 
Forum  cnal.rv  of  service  tex¬ 
tures.  such  as  ABR.  anc  fir  r  r22M 
bit  sec  links.  It  is  unclear 
w  he  the  r  these  tie-*  modules  vl 
also  have  more  ports  than  die 
2v"2Ci  s  cards,  be.:  analyses  expect 
that  thev  wdL 

Garrett  fix  the  212'.'  screens 
:  C  -no  '  • 

two-pon  sw-xited  FDDl  sbur- 
and  e:fi~.:-port  T-5  and  E-3.  we¬ 
re  rt  155M  bit  sec  ATM  eighc- 
poct  T-l  E-l  circuit  emaiarec 
and  eight-con  senal  interlace 
modules. 

Pncr  c  :  cc  the  21 8*1  code  roc 
be  learned  be  r cess  me  VLtiooe 
expects  me  setter,  do  shir  m  me 
seccoahar  cclsGr  ■ 


ning  at  1 13Kbit  see  asvnchro- 
nous  and  128Kbit  sec 
synchronous.  Thev  also  sport 
two  sv  nchronous  T-l  links  for  frame  relay  access,  connection  of 
synchronous  controllers,  backup,  load  balancingand  bardw'.dm- 
on-demand  applications 

In  .mother  configuration,  which  Cisco  refers  to  as  LAN  FRAD. 
thee,  does  -  port  an  Ethernet  or  token-ring  interlace .  alongwhfa 
t  he  nine  serial  and  two  T-l  links,  pits  route  IP and  IPX  traffic. 

N  ( e  anw  htle .  Cisco's  also  rolled  out  new-  routing  hubs  that  feu- 
>  >v  nchronous  V-i  \''AN  links  and  or.e  I8DN  ?\I  The  2518 
sports  23  twisted-pair  Ethernet  ports,  while  the  25l9fcafeurcs23 
tv  is;ed-pair  token-ring  ports. 

.  e  252  through  2323  routers  cost  8 1 .995  to  83.995.  Tie  252*1 
through  2525  FRADs  cost  $1,595  to  $3,995.  while  the  LAN  FRADs 
are  priced  from  52. 195  to  $4.^5.  Thev  wall  ship  m  February 

The  25 18  and  2519  rvHiunghubscots*  $4395 and  $52995. 

.  -  o  ev  nveb  Thev  wall  be  available  in  Januarv 

(4K)5864Ml 


IBM  to  enhance  its  6611  router 

In  February.  IBM  will  make  good  on  a  string  of  promises  it 
hopes  will  keep  its  beleaguered  6611  router  airve  and  kicking 
—  at  least  in  SNA  shops. 

The  company  on  Feb.  2  will  offer  a  new  release  of  661 1  soft¬ 
ware  called  Multiprotocol  Network  Program  ( MNP  Version  1 
Release  4.  The  new  software  will  add  kev  new  Systems  Network 
.Architecture  connectivity  enhancements — everyth; n g  from  sup- 
port  for  Advanced  Peer-to-Peer  Networking' s  High  Performance 
Routing  HPR  and  dependent  LU  Requester  dLL'R  to  new- 
frame  relay  support,  all  to  help  SNA  users  more  easifr  migrate  to 
APPX  and  mixed-protocol  environments. 

.  Analysts  label  the  661 1  the  Rodney  Dangerfield  of  routers 
because  it  has  received  little  industry  respect  and  intemetwo  iking 
market  share .  It  also  has  placed  catch-up  to  other  re  iter  vendors 
and  now  finds  itselfbehmd  Cisc  o  Systems.  Inc. .  which  has.  for 
example,  already  added  dLL'R  support  to  its  routers. 

And  now.  with  IBM  focusing  more  of  its  development  efforts  on 
switching  products,  many  see  am  future  661 1  enhancements  to  be 
incremental  and  targeted  a:  seeping  existing  customers happj^ 
rather  than  anv  breakthrough  technolc-gies. 

'  "These  are  the  features  IBM  needed  to  add  a  long  time  ago  to 
the  661 1 .  "  noted  Anura  Gunge  an  mce  pendent  analyst  based  in 
New  Ipswich.  N.H.  1:1s  :ne  ofth  e  great  ironies  that  Cisco  should 
be  out  in  front  of  the  industry  with  APPN. 

In  thatvein.  how  ever,  the  enhancements  in  MNP  1 . 4  deLver  on 
art  important  Its:  ::r: :  mise  :  enhancements  : :  r  me  SNA  world. 

For  example.  HPR  will  enable  tells  in.APPN  n eis  : :  ~  - — rally 

route  around  failures  and  pr:  dde  a  r  • :  ssib le  tenr :  Id  n-rrease  in 
APPX  net  performance  In  addin-:  a  IT  d~?L -21  let  del  Is  pass  tra¬ 
ditional  SNA  32  "0  dam  over  an  APPX  net. 

MNP  4. 1  also  a  d  ds  s:: do:  n : :  r  IBM  sBo  cm  ram  Access  Node, 
winch  v*rll  le:.-ser>  re  :e'  1  I -mm  r  rmo  :  er  mime  mar  ser¬ 
vices  to  IBM s  3~4r  front-end  prccesso  r 

Existing  users  ran  up-grade  to  me  new  >: frware  am:  marge. 
Pricingfbrnew  licenses  has  not  been  sen 

.  v.  •. :  .Ml  -  ■  r  •  _11  1  :  .  - 

r  r ;  c  re :  1 R ;  uters  ±.a:  give  I  BN  1 1  ess  esrensve.  zrore  powerful 
remote  branch  office  decrees  M>.  N  m  18.  m  1 16  . 
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Skip  Mar AstiT  a  senior  ana¬ 
lyst  with  Gamer  Group.  Inc 
sa_d  me  merger  wrdl  make  Fare 
the  first  vendor  do  tie  liver  cfcscrtb- 
uted  routing  tecnn.  l  .g-  for 
extendm-c  ATM  nets  across  the 
enterprise  Cisco  and  Ctcwtrno 
Svsterws.  me.  also  have  made 
moves  do  integrate  roc  me  otch- 
aofagv  mao  mem  swt  aches.  bet  he 
sate.  A.anBFc  s  :echn- :  - :  gv  is 
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deal  as  final  Fore  and 


have  tie  overran  anerg  their 
rroouctlmes.  said  Truer  Barker, 
an  analyst  yn  D  aricuesu  Inc.  in 
8ar.  ’  ise  Calm  I:  s  a  -erv  dean 
r  re  r  c  rarmershm.  she  said. 

But  fire  recmanies  will  need 
do  ensure  that  Maned  ?  pear  can 
re  cwartCed  easily  va  Fores 
manage  men:  me  is.  she  said. 

At  least  oce  Alanine  css 
ices  noc  feel  locked  into  Fore  s 
ATM  mcrarcr.  straren  bceve 
Mnr.tirur.  a  net  armrect  for 
r  '  CO- i* 

lev  king  do  oc  evert  seme  off 
ne :  ro  ATM  rosstbd  wa firm  a  ft 
I’m  noc  sure  ±'  [Faro's  s] 
r  ne  sadl 
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Decisions,  decisions.  Do  we  rave  that  the  Digital  MultiStack 


System  has  the  most  robust  functionality  in  the  industry?  That  it  delivers  local ,  remote  and 


Internet  access — not  to  mention  wireless— so  it’s  ideal  for  even  the  most  widespread 


enterprises ?  Or  should  we  talk  dollars  and  cents :  a  starting  price  less  than 


$50  per  port,  well  below  HP,  3COM  and  Bay  Networks?  Should  we  talk 


about  Digital  MultiStack' 's  exceptional  scalability?  (It  lets  you  add  routers, 


switches ;  access  servers,  traffic  analyzers,  bridges 


and  hubs  as  needed.  Up  to  16  hot-swappable  hubs  and 


232  ports.  So  your  network  stays  up  and 


running,  yet  grows  as  your  company  does. ) 


Or  would  you  rather  hear  that  our  lOBaseT 


repeaters  come  with  a  lifetime  warranty?  Should  we  remind 


you  that  only  Digital  gear  can  be  stacked  or  racked  or  chassis  mounted  or  distributed  between  floors  ? 


h 


And  then  managed  effortlessly  as  a  single  domain  with  HUB  watch? Digital's  low-cost  management 


application?  And  what  about  an  easy 


migration  path  to  virtual  networking?  Only  Digital  MultiStack  has  one,  thanks  to  enVISN 


Digitals  blueprint  for  the  future  of 


SNMP  MANAGEMENT 


networks.  Gee.  With  so  many  compelling 


WIRELESS 


reasons  to  pick  a  Digital  MultiStack 


SWITCHING 


IHI® 


it  seems  there’s 


more  information  contact  your 


DIGITAL  MULTISTACK  SYSTEM 


authorized  Digital  reseller  or  call  us  at  1-800-457-8211.  Or  e-mail  to  tbg@seetra.enet.dec.com 
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FCC  OKs  Sprint  global  venture 


atus 
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amid  IBM  AIX 


flic 


tBSD  Linux 


HP 


By  David  Rohde 

Washington,  D.C. 

The  Federal  Communications  Commis¬ 
sion  last  Friday  approved  Sprint  Corp.’s 
global  venture  with  France  Telecom  (FT) 
and  Germany’s  Deutsche  Telekom  (DT), 
capping  an  18-month  battle  over  the  polit¬ 
ically  charged  transaction. 


The  move  means  that  early  next  year, 
the  Sprint-led  venture,  dubbed  Phoenix, 
can  begin  offering  global  services  with 
unified  billing. 

Phoenix  will  compete  with  the  Concert 
venture  from  MCI  Communicadons 
Corp.  and  British  Telecommunicadons 
pic,  as  well  as  a  variety  of  global  initiatives 


spearheaded  by  AT&T.  These  were 
among  the  competitors  leading  the  oppo¬ 
sition  to  the  Sprint  venture  and  causing 
the  delay  in  its  approval. 

The  FCC  approval  came  despite  a 
determination  by  its  Internadonal 
Bureau  that  both  FT  and  DT  had  failed 
the  commission’s  so-called  “effective 
competitive  opportunities’’  (ECO)  —  or 
“echo”  —  test.  The  FCC  established  the 
test  just  last  month  to  evaluate  invest- 
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NFS/Share™  allows  Macintosh  users  to  take  advantage  of  distributed  file  sharing  in  a  multivendor 
environment.  Based  on  Sun  Microsystems’  Open  Network  Computing/Network  File  System  (ONC/NFS), 
NFS/Share  provides  seamless  access  to  NFS-supported  services  such  as  UNIX  files,  IBM  mainframe 
systems,  VMS  hosts,  and  PC  servers. 

IN  SO  LITTLE  TIME 

NFS/Share  is  the  fastest  NFS  client  on  the  market  for  the  Macintosh,  approaching  file  access  rates  of 
one  megabyte  per  second— the  equivalent  of  250  pages  of  text  per  second!  NFS/Share  is  an  essential  tool 
for  any  company  that  requires  large  file  sharing  across  a  network.  With  its  seamless  connectivity  and 
ease-of-use,  NFS/Share  minimizes  info-sharing  hassles  and  maximizes  profits. 
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ments  by  foreign  parties  in  U.S.  carriers 
(AW,  Dec.  4,  page  12). 

Under  the  terms  of  Sprint’s  transac¬ 
tion  with  FT  and  DT,  the  overseas  carriers 
will  invest  of  total  of  about  $4  billion  in 
exchange  for  20%  of  Sprint  stock  between 
the  two  of  them.  Sprint  is  expected  to  use 
a  good  chunk  of  that  money  to  help  fund 
the  multibillion-dollar  effort  to  build  a 
nationwide  wireless  network  using  the 
broadband  personal  communications 
services  (PCS)  licenses  it  won  at  an  earlier 
FCC  auction. 

Commissioner  Susan  Ness  cited  the 
funding  of  the  PCS  buildout,  which  has 
largely  failed  to  materialize  in  the  past 
year,  as  a  key  reason  to  approve  the  trans¬ 
action. 

Labeling  both  FT  and  DT  monopoly 
carriers,  the  five  FCC  commissioners  used 
an  escape  clause  in  the  echo  test  that 
enables  them  to  overrule  the  results  in 
favor  of  “public  interest”  factors,  such  as 
the  potential  boost  to  the  U.S.  economy. 

The  FCC  put  several  conditions  on  its 
approval.  Most  notably,  Sprint  will  not  be 
allowed  to  increase  traffic  between  France 
and  Germany  until  the  countries  open  up 
their  markets  to  competition. 

As  a  result,  Sprint’s  U.S.  customers 
conceivably  may  be  forced  to  rely  on 
Sprint  competitors  or  resellers  to  carry 
some  of  their  traffic  to  France  and  Ger¬ 
many  at  some  point  over  the  next  two 
years.  ■ 


nent  competition  by  local  facilities- 
based  carriers  with  meaningful  market 
share  before  entering  the  long-distance 
business. 

The  RBOCs 
wanted  to  keep 
the  looser  stan¬ 
dard  original¬ 
ly  passed  by 
the  House  last 
August. 

The  tenta¬ 
tive  agreement 
requires  that 
there  be  at  least 
one  facilities- 
based  competi¬ 
tor  for  an  RBOC 
wishing  to  enter 
the  long-dis¬ 
tance  business,  but  drops  the  significant 
market-share  standard. 

The  sweeping  ban  on  indecent  mate¬ 
rial  proposed  by  Congress  would  violate 
free  speech  and  force  the  Internet,  on¬ 
line  services  and  even  corporations  to 
practice  an  unprecedented  censorship, 
opponents  said. 

“Out  of  fear,  many  corporations  will 
shut  down  their  external  E-mail,”  said 
Robert  Moskowitz,  technical  support  spe¬ 
cialist  in  Chrysler  Corp.’s  management 
information  systems. 

“This  could  influence  private  net¬ 
works  between  trading  partners.  The 
resultwould  be  chaos.”  ■ 


INDECENT 

PROTEST 

Several  organizations 
banded  together  to 
stage  protests  last 
week  in  San  Francisco, 
New  York,  Seattle  and 
Austin,  Texas,  against 
the  proposed 
legislation. 
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Briefs 


■  Azure  Technologies,  Inc. 

is  now  shipping  an  enhancement 
to  its  ExpertPharaoh  series  of 
WAN  analysis  systems. 

The  MultiTrak  system  is 
designed  to  monitor  up  to 
eight  WAN  channels  running 
the  Multilink  PPP protocol. 

MultiTrak  ExpertPharaoh  is 
available  in  two-,  four-,  six-  and 
eight-port  versions  ranging  in 
price  from  $12,995  to  $25,995. 

Azure:  (508)  435-3800. 

■  MCI  Communications 
Corp.  said  it  will  include  Sim- 
ware,  Inc.  ’sA2B  remote  LAN 
access  client  software  as 

an  option  on  its  HyperStream 
Remote  LAN  Dial  (RLD)  service. 
HyperStream  RLD  enables  users 
to  access  frame  relay  nets  using 
V.34  modems.  Recent  enhance¬ 
ments  to  Ottawa-based  Sim- 
ware’s  A2B  allow  users  to  employ 
A2B  with  any  vendor’s  remote 
access  hardware  (VPN,  Aug.  14, 
page  21 ). 

■  Sprint  Telecommunica¬ 
tions  Venture,  the  partnership 
between  Sprint  Corp.  and  three 
cable,  companies  for  wire-line 
and  wireless  local  and  long-dis¬ 
tance  services,  last  week 
announced  that  it  will  resell 
PageNet,  Inc.  paging  ser¬ 
vices.  Sprint  expects  to  kick  off 
the  efforts  by  marketing  the  ser¬ 
vices  to  its  own  customer  base 
early  next  year. 

ULast  week,  Computerm 
Corp.  announced  a  new  main¬ 
frame  channel  extension 
system  that  supports  Asyn¬ 
chronous  Transfer  Mode,  T-3  line 
speeds  and  Enterprise  Systems 
Connection  (ESCON)  links  to  the 
mainframe. 

The  Virtual  Mainframe  Chan¬ 
nel  (VMC)  8200  connects  directly 
to  any  standard  ATM  switch  a  nd 
extend  mainframe  channels  over 
unlimited  distances. 

The  VMC  8200  will  be  avail¬ 
able  Jan.  31  starting  at  $50,000. 
An  8200  with  an  ATM  and 
ESCON  interface  starts  at 
$86,000. 

Computerm:  ( 412)  391-7804. 


Newbridge  box  links  to 
'Net,  corporate  LANs 


Newbridge  Networks’  38010  MainStreet  will  let  remote  users  dial  in 
to  a  corporate  Ethernet  LAN.  ATM  interfaces  are  due  later  next  year. 


By  Tim  Greene 

Herndon,  Va. 

Corporate  network  managers 
continue  to  benefit  from  access 
devices  that  are  designed  for 
Internet  service  providers  but 
double  as  LAN  access  devices 
for  telecommuters  and  remote 
offices. 

Newbridge  Networks,  Inc.  has 
the  latest  such  offering,  the 
38010  MainStreet  Access  Service 
Platform,  which  is  scheduled  to 
ship  in  the  first  quarter. 

The  38010  was  designed  to 
plug  a  hole  in  the  Newbridge 
product  line  by  giving  Internet 
service  providers  a  device  to 
gather  dial-up  calls  from  users 
and  drop  them  onto  a  frame 
relay  trunk. 

But  Newbridge  has  also  devel¬ 
oped  a  LAN  interface  that  makes 
the  38010  a  possible  answer  for 
users  that  want  to  concentrate 
traffic  from  their  remote  offices 
onto  a  single  interface  to  the  cor¬ 
porate  Ethernet. 

That  parallels  the  history  of 
products  from  Ascend  Commu¬ 
nications,  Inc.,  particularly  the 
MAX  4000  —  designed  for  Inter¬ 
net  service  providers  but  now 
making  inroads  among  corpo¬ 
rate  users  with  telecommuting 
programs. 

Newbridge’s  38010  will  take 
in  dial-up  traffic  aggregated  by 
a  public  carrier  onto  ISDN  Pri¬ 
mary  Rate  Interface  lines.  It 
will  interface  initially  with  Ether¬ 
net  LANs,  but  by  the  end  of  1996, 
an  ATM  LAN  card  will  also  be 
available. 

In  a  corporate  network,  the 
device  would  be  fed  by  PRI  or  T-l 
lines  from  a  private  branch 
exchange. 

Users  in  remote  offices  or 
traveling  would  dial  in  over  ana¬ 
log  phone  lines  or  ISDN  Basic 
Rate  Interface  lines  (see 
graphic). 

A  corporation  rolling  out  a 
telecommuting  program  would 
be  a  prime  private  user,  accord¬ 
ing  to  Tim  Burke,  an  analyst  with 
The  Yankee  Group  in  Boston. 

“Instead  of  having  racks  of 
modems  and  maybe  a  couple  of 
racks  of  ISDN  devices,  you  put 
them  all  together.  It’s  nice  and 
clean,”  he  said. 


As  an  access  platform  for  an 
Internet  service  provider,  the 
38010  —  rather  than  interfacing 
with  a  LAN  —  would  have  frame 
relay  interfaces  with  carrier 
switches. 

Users  would  still  dial  in  via 
analog  or  ISDN  calls,  and  a  local 
exchange  carrier  would  put  the 
traffic  on  a  PRI  line  to  a  service 
provider’s  38010. 

Carriers  that  already  have 
Newbridge  frame  relay  or  ATM 
switches,  such  as  the  36120  Main- 
Street,  the  36150  MainStreet  or 


the  36170  MainStreet,  would  be 
attracted  to  the  38010  because 
an  all-Newbridge  net  could  be 
managed  from  a  single  platform. 

The  38010  chassis  has  25  slots, 
24  of  which  can  be  used  for  any 


mix  of  T-l  frame  relay  cards, 
ISDN  PRI  cards  or  integral 
modem  cards.  Each  modem  card 
has  1 2  internal  ports. 

Pricinghas  notbeensetyet. 

©Newbridge:  (703)  834-3600. 


WAN  MONITOR 

Looking  back  on  a  year  in  frame  relay 


t  the  end  of  each  year,  Santa  asks  whether 
you  have  been  naughty  or  nice.  But  if  you 
are  a  product  manager,  he  asks  if  you’ve 
developed  enough  new  service  options  to 
keep  your  customers  happy. 

Carriers  have  had  a  particularly  busy  year  in 
frame  relay,  and  product  managers  should  find  a 
nice  plump  stocking  underneath  the  Christmas 
tree  to  thank  them  for  their  efforts. 

Here’s  a  look  back  at  frame  relay  goodies 
released  this  year.  Nearly  all  the 
carriers  have  enhanced  access 
options  to  include  digital 
and/or  analog  dial  access. 

AT&T  has  offered  global  ana¬ 
log  dial  access  via  X.25  for  two 
years,  but  late  last  month,  it 
augmented  this  option  with 
ISDN  dial  access  via  the  carri¬ 
er’s  Software  Defined  Network 
service.  Users  gain  all  the  func¬ 
tionalities  associated  with  SDN 
and  the  price  breaks,  as  well,  to 
dial  in  to  a  frame  relay  port. 

Meanwhile,  MCI  launched  a  complete  suite  of 
analog  and  ISDN  services,  including  PPP,  telnet, 
X.25,  ISDN  and  switched  56Kbit/sec. 

Sprint’s  ISDN  Basic  Rate  Interface  and  switched 
56  access  options,  which  had  been  available  for 
backup  applications,  were  expanded  to  include 
general  dial  access  applications  Cable  &  Wireless, 
Inc.  launched  analog  dial  access,  including  PPP 
and  X.25,  plus  ISDN  BRI  and  switched  56K  bit/sec 
for  backup  applications. 

In  April,  AT&T  made  public  revised  pricing  for 
frame  relay,  raising  the  cost  of  port  connections 
and  substantially  lowering  the  cost  of  permanent 
virtual  circuits  (PVC)  to  encourage  direct  connec¬ 
tivity  between  locations.  MCI  also  revised  its  pric¬ 
ing  structure,  eliminating  the  mileage  bands  on 
PVCs.  MCI  remains  the  only  carrier  to  offer  a 


usage-based  option. 

Sprint  repositioned  its  zero  committed  infor¬ 
mation  rate  service,  renaming  it  Burst  Express  and 
adding  performance  guarantees  and  a  packaged 
price  option  for  multiple  PVCs  from  a  56K  bit/ sec 
port.  Cable  &  Wireless  lowered  its  high-speed  PVC 
rates  by  37%  and  its  high-speed  port  connection 
rates  by  12%. 

Cable  &  Wireless  and  Sprint  added  frame  relay 
access  devices  to  their  managed  service  programs, 
providing  the  equipment  and 
all  the  management  and  main¬ 
tenance  of  the  network. 

Sprint  also  became  the  first 
carrier  to  make  seamless  frame 
relay-to-ATM  service  inter¬ 
working  available. 

This  means  a  frame  relay 
location  can  directly  communi¬ 
cate  with  an  ATM  location  and 
the  WAN  service  provides  all 
the  necessary  protocol  conver¬ 
sion.  All  the  carriers  are  now 
planning  to  offer  frame  relay-to-ATM  se twice  inter¬ 
working  because  it  provides  end  users  with  invest¬ 
ment  protection  and  the  ability  to  operate  hybrid 
networks. 

All  the  carriers  now  offer  some  form  of  network 
management  reports,  either  on-line  or  on  hard 
copy. 

Most  carriers  have  not  changed  their  offerings, 
but  MCI  has  enhanced  its  HyperStream  service  to 
include  SNMP  reports,  while  CompuServe  has 
launched  new  customer  network  reports.  Sprint  is 
unique  in  that  it  offers  these  reports  as  part  of  its 
standard  service. 

Briere  is  president  and  Heckart  is  director  of  broad¬ 
band  with  TeleChoice ,  Inc.,  a  consultancy  in  Verona, 
N. J.  They  can  be  reached  at  danny_briere@telechoice.  com 
or  christine_heckart@telechoice.  com. 


Daniel  Briere  and 
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You  don’t  need  an  ACD  to  run  a  call  center 

But  Centrex  and  server  solutions  also  have  drawbacks,  so  wake  up  from  your  dream  of  huge  savings  and  shop  around. 


By  David  Rohde 

Let’s  say  your  company  needs  to 
set  up  an  inbound  telephone  call 
center  integrated  with  customer 
databases  and  client/server  ap¬ 
plications,  but  it  balks  at  the  high 
prices  of  automatic  call  distribu¬ 
tors  (ACD). 

Whisper  about  that  problem 
to  your  local  phone  company 
and  you’ll  probably  be  presented 
with  one  of  two  alternatives. 
Either  the  telephone  company 
will  offer  to  set  you  up  with  a  cen¬ 
tral  office  (CO)-based  call  disni- 
bution  system  or  it  will  pitch 
third-party  software  to  turn  a  PC 
serve r  i n  to  a  p re m ises  ACD . 

STARTING  SMALL 


Both  solutions  enable  you  to 
avoid  locking  into  a  telephone 
switch  vendor’s  proprietary 
hardware  scheme,  and  they  both 
offer  terrific  scalability.  But 
before  you  sign  on,  it’s  best  to  put 
aside  your  dreams  of  saving  huge 
sums  of  money  and  dodging 
administrative  headaches. 

If  you  go  with  CO-based  ACD, 
also  known  as  Centrex  ACD,  you 
may  find  yourself  more  deeply 
involved  in  the  obscure  world  of 
software  re-leases  for  CO 
switches  than  you  ever  wanted  or 
needed  to  be.  Unless  your  local 
CO  has  up-graded  to  the  proper 
release  from  AT&T  or  Northern 
Telecom,  Inc.,  you  might  find 
that  Centrex  does  little  more 
than  treat  your  call  center  as  a 
glorified  hunt  group,  where  calls 
are  bounced  among  agents  until 
one  of  them  picks  up  the  phone. 
Some  Centrex  ACD  offerings 
provide  bare-bones  reporting  ca¬ 
pabilities  but  almost  no  com¬ 
puter-telephone  integration. 

On  the  other  hand,  if  you  buy 
software  for  what  leading  third- 


party  vendor  Teloquent  Commu¬ 
nications  Corp.  calls  a  Phone- 
Server,  you  could  wind  up 
congratulating  yourself  for 
achieving  database  integration 
and  screen  pops  worthy  of  the 
largest  catalog  call  center. 

But  first  you’ll  have  to  install 
ISDN  lines  and  probably  pay 
usage  charges  for  each  call  cen¬ 
ter  agent  on  the  network.  And 
you’ll  need  to  get  comfortable 
with  the  idea  of  haring  a  PC  oper¬ 
ating  system  instead  of  a  tele¬ 
phone  switch  control  your  calls 
—  a  leap  that  many  telecom¬ 
munications  managers  are  not 
yet  prepared  to  make. 

A  burden  on  the  agent 

Until  the  late  1980s, 
the  only  CO-based  call 
distribution  system  of¬ 
fered  by  the  regional  Bell 
operating  companies 
was  a  scheme  called 
uniform  call  distributor 
(UCD).  Still  an  option 
today,  UCD  establishes  a 
group  of  employees  in  a 
prearranged  sequence 
as  a  calling  group  for  a 
single  phone  number. 

But  by  using  a  fixed 
sequence  of  agents, 
UCD  fails  to  distribute 
the  load  equally,  noted  Sheila 
McGee-Smith,  a  senior  analyst 
with  The  Pelorus  Group,  a  Rari¬ 
tan,  N .J.,  consultancy.  As  a  result, 
the  first  agent  in  the  sequence 
bears  the  heaviest  burden,  she 
said,  and  UCD  olfers  no  traffic 
reports  to  adjust  the  load. 

Until  earlier  this  year,  Num¬ 
ber  Nine  Visual  Technology,  Inc. 
in  Lexington,  Mass.,  relied  on 
NYNEX  Corp.’s  UCD  offering  to 
feed  calls  to  30  agents  handling 
two  inbound  phone  numbers  — 
one  for  sales  and  one  for  techni¬ 
cal  support.  “The  problem  was  I 
had  no  way  of  knowing  how 
many  calls  we  were  getting  or 
how  many  were  abandoned,” 
said  Sanford  Fusee,  Number 
Nine’s  MIS  manager. 

Rudimentary  UCD  or  even 
Centrex  ACD  systems  also  leave 
the  caller  no  option  to  transfer  to 
an  automated  attendant  or  leave 
a  voice  message  once  they  are  in 
a  call  queue,  F usee  added. 

If  you  want  to  avoid  these 
problems,  it  may  come  down  to 
whether  your  local  CO  switch  has 


the  functionalityyou  require. 

If  your  local  CO  relies  on 
AT&T’s  5ESS  switch,  ask  your 
carrier  whether  it  employs 
AT&T’s  Pinnacle  system,  which 
enables  CO  ACD.  If  your  local 
CO  relies  on  Nortel’s  flagship 
DMS-100  CO  switch,  ask  whether 
it  has  installed  DMS  Meridian 
ACD,  which  emulates  the  call 
center  capabilities  of  Nortel’s 
Meridian  1  PBX. 

Even  then,  make  sure  the  CO 
has  upgraded  to  a  recent  AT&T 
or  Nortel  software  release  that 
provides  management  report¬ 
ing,  something  initial  ACD 
releases  lacked.  “To  give  some¬ 
one  ACD  capability  and  not  the 
MIS  statistics  and  reports  is  kind 
of  worthless,”  said  Dave  Moring, 
call  center  application  manager 
for  Bell  Atlantic  Corp.’s  Large 
Business  Services  unit. 

AT&T’s  most  recent  software 
version  for  the  5ESS  —  Release 
10  —  shipped  in  June  and  pro¬ 
vides  increased  information 
availability  to  call  center  agents, 
said  Robert  Rosenberg,  presi¬ 
dent  of  Insight  Research  Corp.,  a 
Livingston ,  N .J. ,  consulting  firm. 

CO  bounceback 

But  rather  than  waiting  for 
a  telephone  company  upgrade, 
Number  Nine’s  Fusee  chose  Tel- 
oquent’s  Distributed  Call  Center 
(DCC).  The  software  package 
harnesses  the  ISDN  D  channel  to 
provide  the  call  signaling  and 
synchronize  the  arrival  of  data 
on  an  agent’s  PC  screen  with  the 
arrival  of  a  phone  call. 

klpO  (' 

iSnir  on  reducing 

Link  to  http://www. 
^  nwfusion.com.  Select  News+ 
then  WANs  and  Internetworking. 

The  DCC  server  software 
operates  on  a  Unix  platform, 
while  its  Windows-based  client 
software  supports  the  Windows 
Dynamic  Data  Exchange  capa¬ 
bility  on  agent  desktops.  That 
enables  individual  agents  to  use 
caller  data  collected  by  DCC  in 
their  own  applications  for  order 
entry,  cross-selling,  help  desk  or 
other  call  centerfunctions. 


To  use  either  of  the  first  two 
versions  of  DCC,  each  individual 
agent  and  supervisor  must 
obtain  an  ISDN  Basic  Rate  Inter¬ 
face  to  the  local  CO.  Using  ISDN, 
the  PhoneServer  bounces  the 
call  back  to  the  CO  with  routing 
instructions.  The  CO  switch  then 
puts  the  call  on  the  selected 
agent’s  phone. 


Gary  Andresen,  a  call  center 
analyst  with  Dataquest,  Inc.  in 
San  Jose,  Calif.,  said  users  can 
count  on  paying  about  $2,500  to 
$3,000  per  agent  desktop  forTel- 
oquent’s  DCC.  With  traditional 
ACDs,  users  frequently  bump  up 
against  a  ceiling,  where  they  have 
to  buy  a  new  ACD  cabinet  or 
module  to  boost  the  size  of  the 
call  center.  With  DCC,  “at  least 
you  don’t  have  this  threshold 
where  the  next  agent  costs 
$50,000,”  he  said. 

But  either  way,  call  centers  are 
notorious  for  racking  up  hidden 
telecommunications  costs.  A  tra¬ 
ditional  ACD-based  call  center 
usually  subscribes  to  a  large 
number  of  local  access  trunks  to 
hold  callers  in  queue.  With  DCC, 
the  added  cost  comes  in  ISDN 
installation  and  usage  charges. 

Debbie  McDermid,  manager 
of  telecommunications  at  Case 
Corp.  in  Racine,  Wis.,  migrated 
to  DCC  in  January  to  enable  the 
company’s  dealers  of  agricul¬ 
tural  and  construction  equip¬ 
ment  to  call  in  to  the  company’s 
North  American  Parts  Opera¬ 
tion  for  technical  assistance. 

“At  first  it  was  less  [money],” 
said  McDermid,  comparing  her 
DCC  installation  with  the  ACD 
alternatives  she  evaluated.  “But 
when  you  look  at  the  ongoing 
cost  of  ISDN,  over  the  five-year 
life  of  the  contract,  it’s  probably 
awash.” 

And  using  DCC  has  taken 
McDermid  out  of  the  usual  com¬ 


fort  zone  of  telecommunications 
management,  where  outages  are 
rare.  “I’ve  been  concerned 
because  our  box  locks  up  once 
every  two  weeks,”  she  said. 

Kelly  Bevan,  Teloquent’s  vice 
president  of  marketing,  ac¬ 
knowledged  the  difficulty  but 
noted  that  users  now  can  net¬ 
work  redundant  PhoneServers 
to  cut  downtime. 

A  slow  start 

Teloquent  announced  the 
first  version  of  its  product  in 
April  1991.  But  it  was  not  until 
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SOURCE:  THE  PELORUS  GROUP,  RARITAN,  NJ. 

1993  that  the  product  became 
generally  available,  and  even 
then,  sales  were  slow. 

“When  they  first  got  going, 
the  problem  that  they  had  was 
that  the  infrastructure  for  ISDN 
BRI  wasn’t  there,”  Andresen 
said.  “Now  that’s  resolved,  as 
longas you’re  notin  Podunk.” 

But  Teloquent  continued  to 
pursue  marketing  arrangements 
with  the  RBOCs,  which  were 
expected  to  offer  DCC  as  a  solu¬ 
tion  to  users  that  did  not  want  to 
splurge  on  an  ACD. 

Analysts  noted  that  selling 
through  RBOCs  works  for  ven¬ 
dors  such  as  Nortel,  which  has 
sold  truckloads  of  PBX  systems 
via  that  method,  but  not  for  ven¬ 
dors,  such  as  Teloquent,  selling 
leading-edge  solutions  based  on 
PC  software  rather  than  tele¬ 
phony  hardware.  “You  have  to 
do  a  missionary  sale  [with  DCC] , 
and  the  RBOCs  are  not 
equipped  to  do  that,”  said  Pelo¬ 
rus  analyst  McGee-Smith. 

Number  Nine’s  Fusee  said 
that  even  after  the  sale,  he  had  to 
expend  untold  hours  with 
NYNEX  on  the  ISDN  installa¬ 
tion,  particularly  for  a  single 
remote  agent  working  out  of  her 
home  in  Nashua,  N.H.  But  the 
effort  was  worth  it,  he  said.  Now 
the  agent  “simply  makes  a 
packet  call  to  the  server,  and  it 
sets  up  an  X.25  line  to  her.” 

He  added:  “This  system  will 
grow  with  us,  no  matter  how  big 
we  get.”  ■ 


Fewer  than  1%  of  call  center  agents  operate  off 
a  central  office-based  call  distribution  system. 


”  Installed  base  of 
agents  on  CO-based 
systems:  17,386 

0.9% 


Installed  base  of 
agents  on  stand¬ 
alone  ACDs: 

349,577 

18.2% 


Installed  base  of  agents 
on  PBX  integrated  systems:  1,554,796 

Figures  based  on  44,820  installed  systems  in  1993. 


SOURCE.  THE  PELORUS  GROUP,  RARITAN,  NJ. 


ACD  services  grow  steadily 


Telephone  companies’  revenue  from  central  office-based  ACD  services: 


1993  1994  1995 
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ERNET  SOLUTIONS  FDDI  SOLUTION  NT  ISDN  SOLUTION 


with  NETBuilder®  Remote  Office  routers  and  AccessBuilder™ 
remote  access  servers  does. 

The  flexibility  to  build  and  re-build.  The  performance  for 
powerful  new  applications  at  a  fraction  of  the  cost.  Reliable  remote 
connectivity  which  centralizes  the  complexity  of  support.  The 
expertise  of  a  networking  leader.  The  3Com®  SuperStack  system. 
You  do  the  math.  For  more  information,  call  l-800-NET-3Com  or 
visit  our  SuperStack  web  site  at  http://www.3corn.com/superstack/ 


Does  it  let  you  add  and  subtract  users  and 
networking  functions  when  and  where  you  need  to? 
SuperStack™  does.  It  all  begins  with  LinkBuilder® 
■■■■■■  FMS™  hubs  for  Ethernet,  Fast  Ethernet  and  Token 
Ring  environments. 

Does  it  let  you  easily  multiply  workgroup  performance  by 
giving  you  affordable  Ethernet,  Fast  Ethernet,  FDDI,  ATM  and 
Token  Ring  switching  to  let  them  run  the  applications  they  need? 

SuperStack  with  LinkSwitch' 

:  ******  ****** — SWitChmg 

Does  it  let  you  divide  your 

I - -  network’s  capabilities  among  all 

!S5S  mmm 1  .  vour  remote  sites  without  having  to 

increase  support  staff?  SuperStack 


How  well  does  your  network  let 
you  perform  these  functions? 
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©  1995  3Com  Corp.  (408)764-5000.  3Com.  SuperStack.  LinkBuilder.  FMS.  LinkSwitch,  NETBuilder.  AccessBuilder  and  Networks  That  Go  the  Distance  are  trademarks  of  3Com  Corp.  To  learn  more,  visit  our  World  Wide  Web  site  at  http://www.3com.com 
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REMOTE  ACCESS  SOLUTIONS  STACKABLE  SOLUTIONS  NETWORK  MANAGEMENT  SWITCH 
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DOES  IT  LET  YOU  EASILY 
MULTIPLY  WORKGROUP 
PERFORMANCE  BY  GIVING 
YOU  AFFORDABLE  SWITCHING 
TO  RUN  THE  APPLICATIONS 
PEOPLE  NEED? 


NETWORKS  THAT  GO  THE  DISTANCE 


SuperStack™  does. Workgroups  today  demand  more 
performance.  And  now  you  can  deliver.  Because 
3Com’s®  LinkSwitch™  products  have  made  work¬ 
group  switching  an  affordable  reality.  (Our  LinkSwitch  1000 
starts  at  just  $199*  per  port.) 

Thanks  to  our  unique  ASIC  technology,  with  any  of 
our  Ethernet,  Fast  Ethernet  and  Token  Ring  LinkSwitch  solutions, 
you  can  boost  throughput  and  prevent  bottlenecks 
in  your  LANs  and  connect  your  servers  to  Fast  Ethernet,  FDDI 
or  ATM.  What’s  more,  you  can  manage  it  all  with  our 
Transcend®  management  software  and  back  it  up  with  our 
Redundant  Power  System.  So  there  you  have  it.  Performance, 
affordability,  reliability.  When  it  comes  to  the  3Com 
SuperStack  system,  you  do  the  math.  For  more  information, 
call  l-800-NET-3Com  or  visit  our  SuperStack  web  site  at 
http://www.3com.com/superstack/ 
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Net  mgmt.  vendors  prove  to  be  naughty  and  nice 

Quarterly  product  shipment  review  shows  SunSoft  and  AT&T  are  floundering,  while  Cabletron  and  IBM  are  on  track. 


By  Ben  Heskett 

For  SunSoft,  Inc.  and  AT&T,  the 
Christinas  season  cannot  come 
soon  enough.  The  companies 
can  use  some  holiday  cheer,  as 
two  of  their  high-profile  prod¬ 
ucts,  scheduled  for  release  by 
year-end,  are  facing  long  delays. 

According  to  research  done 
for  our  quarterly  Roll  Call  chart, 
which  keeps  tabs  on  vendor 
product  and  service  announce¬ 
ments.  planned  delivery  of  Sun¬ 
Soft’s  Solstice  Enterprise  Man¬ 


ager  has  been  delayed  until  next 
year.  The  object-based  software 
package  for  the  enterprise  has 
proven  to  be  more  difficult  to 
develop  than  expected,  SunSoft 
officials  said. 

Separately,  AT&T  has  post¬ 
poned  shipment  of  OpenView 
for  Windows  NT  indefinitely, 
without  offering  any  reasons  for 
the  de-lay.  The  company  was 
developing  the  product  under  a 
licensing  agreement  with  Hew- 
lett-Packard  Co.  and  as  part  of  its 


much-publicized  OneVision 
strategv  to  proride  a  consistent 
set  of  management  tools. 

One  reason  for  AT&T’s 
tardiness  could  be  that  its 
telecommunications  ser¬ 
vices,  equipment  and  com¬ 
puter  manufacturing  busi¬ 
nesses  are  breaking  up  into 
three  firms.  “Any  company 
that  is  going  through  some¬ 
thing  like  AT&T  is  has  to 
reassess  all  of  its  development 
plans  and  decide  what  makes 


sense  for  its  current  business 
model,”  said  Mary  Johnston 
Turner,  an  analyst  with  North¬ 
east  Consulting  Resources, 
Inc.  in  Boston. 

Other  network  manage¬ 
ment  software  proriders  are 
haring  better  luck.  Cable¬ 
tron  Systems,  Inc.  is  on  track 
for  the  first  quarter  of  1996 
to  ship  Spectrum  4.0,  which 
will  include  better  distrib¬ 
uted  application  capabilities  and 
case-based  reasoning  functions. 


I BM  is  also  on  schedule  to  deliver 
SvstemView  iterations  for  MVS 
and  OS/2. 

Elsewhere  in  the  network 
product  industry,  no  company 
may  be  more  relieved  than 
Sybase,  Inc.  that  1995  is  coming 
to  a  close.  The  company  was 
hammered  for  much  of  the  year 
bv  customers,  competitors  and 
industry  analysts  for  bugs  found 
in  its  System  10  flagship  database 
product  The  update.  System  11, 
was  originally  scheduled  to  ship 
in  the  third  quarter  of  this  year, 
but  the  company  held  off  to  test 
it  more  fully  before  releasing  it 
this  month.  Early  reports  on  the 
product  are  good.  ■ 


- * - 

THE  ROLL  CALL  C 

Product  Company  Product  description  Announcement  Original  delivery  plan  Status 


HARDWARE 

ATM  Access  Concentrator-3 

ADC  Kentrox 

ATM  access  device 

March  1995 

October  1995 

Shipping 

SmartSwitch 

Cabletron 

Switching  modules  for  MMAC  and  MMAC-Plus  hubs 

September  1995 

HI  1996 

On  track 

DECswitch  900  and  RouteAbout 

Digital 

Routing  products 

June  1995 

Summer  1995 

Shipping 

•  8272  Token  Ring  switch 

IBM 

8-port  Token-Ring  switch 

January  1995 

September  1995 

Shipping 

Collage 

Madge  Networks 

ATM  switches 

September  1995 

HI  1996 

On  track 

•  AnyCell  25 

Optical  Data  Systems 

ATM  backplane  and  switch  modules 

June  1995 

Q41995 

Delayed 

SOFTWARE 

Acrobat  2.1 

Adobe  Systems 

Multimedia  and  Web  authoring  tools 

August  1995 

September  1995 

Shopping 

#  OpenView  on  Windows  NT 

AT&T 

Network  management  software 

June  1994 

H21995 

Delayed 

Spectrum  4.0 

Cabletron 

Netw  ork  management  software 

October  1995 

Q1 1996 

On  track 

•  PowerBroker  4.0  (formerly  XShell) 

Expersoft 

New  version  of  ORB  supporting  object  models,  including  OLE  and  C0RBA 

August  1995 

December  1995 

Q11996 

CyberAgent  Software  Development  Kit 

FTP  Software 

Intelligent  agent  software  tool  kit  forthe  Internet 

July  1995 

Year-end  1995 

Snipping 

SystemView  for  MVS 

IBM 

Systems  and  netw  ork  management  software 

October  1995 

Dece~  ber  1995 

On  track 

SystemView  for  OS/2 

IBM 

Systems  and  network  management  software 

May  1995 

Q4  1995 

On  track 

OS/2  Warp  Server 

IBM 

Successor  to  LAN  Server 

October  1995 

Q11996 

On  track 

#  Exchange  Server 

Microsoft 

Client/server.  Windows  NT-based  update  to  Microsoft  Mail 

June  1994 

Beta  cue  year-end  1994 

Q1 1996 

0racle7  Release  7.3 

Oracle 

New  version  of  database  w  ith  improved  parallel  processing  and  data 
warehouse  support 

September  1995 

Q1 1995 

On  track 

PeopleSoft  5.0 

PeopleSoft 

Workflow -enabled  suite  of  financial,  distribution,  human  resources  and 
manufacturing  applications 

September  1995 

tear-end  1995 

Shipping 

R/3  3.0 

SAP  AG 

New  release  of  company  '$  integrated  business  applications  suite 
that  w  ill  share  data  with  non-SAP  applications. 

September  1995 

September  1995 

Shipping 

•  Solstice  Enterprise  Manager 

SunSoft 

Object-based  enterprise  management  software 

January  1995 

tear-end  1995 

late  1996 

Solaris  NE0 

SunSoft 

Set  of  tools  and  network  serv  ices  for  building  object-oriented,  distributed 
applications 

September  1995 

October  1995 

Sipping 

•  Sybase  IQ 

Sybase 

Query  accelerator  that  works  with  the  company's  database  to  speed  up 
large  data  warehousing  applications 

November  1994 

Sur — ner  1995 

Q1 1996 

•  Sybase  System  11 

Sybase 

New  version  of  company  s  flagship  database  with  improved  SVP  subport 

October  1995 

Q3  1995 

Shipping 

Encina  2.0 

Transarc 

New  version  of  DCE  OLTP  monitor,  with  C++  class  libraries  for  object- 
oriented  client  applications 

September  1995 

September  1995 

Siccing 

SERVICES 

Global  X.25 

AT&T 

9.6K  to  56K  bit/ sec  dial-up  and  dedicated  access  to  AT&T  U.S.  frame  reri. 
net  through  lnfonetX.25  net 

June  1995 

Q4  1995 

t.aiacwe 

AT&T  Network  Demand  Printing  Services 

AT&T 

Print  distribution  network  service 

June  1995 

Q1  1996 

On  back 

InterSpan  T-l  ATM 

AT&T 

1.5M  bit,  sec  cell-based  access  to  AT&Ts  ATM  backbone 

Spring  1995 

Q4  1995 

Symmetric  Digital  Subscriber  Line  chip  sets 

AT&T  Paradyne 

Technology  givingT-1  capacity  to  a  standard  voice  pr.one  line 

September  1995 

December 1995 

0nt3> 

•  Circuit-switched  CDPD 

GTE  Mobilnet 

Wireless  data  service 

February  1995 

H21995 

Q1 1996 

•  TeleSuite 

IBM  Global  Network 

Lifelike  virtual  reality  videoconferencing  service 

July  1995 

4Q  1995 

1996 

•  Managed  Frame  Relay  Access  Device  Service 

Sprint 

SNA  over  frame  relay  offering 

November  1995 

November  1995 

Due  b*  •ea'-end 

#  Missed  original  ship  date 
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Briefs 


■  FTP  Software,  Inc.  and 
Firefox  Communications, 

Inc.  last  week  announced  they 
are  jointly  developing  TCP/IP 
connectivity  products  first  for 
NetWare  LANs  and  later for  Win¬ 
dows  NT  LANs. 

Products  and  bundles  will 
ship  next  year  incorporating 
FTP’s  OnNet  client  software  and 
Firefox’ s  NOV*IX  server-based 
TCP/IP  technology.  Firefox,  based 
in  San  Jose,  Calif,  is  developing 
a  system  to  deploy  OnNet from  a 
server  and  extending  it  to  take 
advantage  of  NOV*IX’s  central¬ 
ized  management  for  IP  applica¬ 
tions.  The  companies  are 
particularly  eying  Internet  and 
intranet  applications. 

Firefox:  (408)  467-1100;  FTP: 
(508)  685-4000. 


■  Friday  Harbor,  Wash. -based 
Cogent  Data  Technologies, 

Inc.  has  jumped  ahead  of  the 
Ethernet 
pack  with  [["jI 
the  rollout 
of one  of  the first  repeaters for 
100Base-T4  cabling. 

The  new  device  allows  users 
to  deploy  100M  bit/sec  fast  Ether¬ 
net  LANs  over  common  Category 
3  unshielded  twisted-pair  wir¬ 
ing,  as  well  as  Category  4  and  5 
wires.  The  100Base-TX  standard 
—  which  is  what  most  fast  Ether¬ 
net  switches  support  —  requires 
more  expensive  Category  5 
cabling. 

Cogent’s  12-port  fast  Ethernet 
repeater  can  be  stacked  up  to 
five  high  and  offers  LEDs  for 
power,  collision  and  activity 
management. 

The  repeater  costs  $1,998  and 
is  available  now. 

Cogent:  (800)  426-4368. 


■  Wireless  LAN  vendor  Proxim, 
Inc.,  based  in  Mountain  View, 
Calif,  has  announced  that  it  will 
team  with  adapter  vendor  AMP, 
Inc.  to  provide  a  family  of  2.4- 
GHz,  frequency-hopping,  spread- 
spectrum  wirless  LAN 
products. 

The  product  line  will  include 
PCMCIA  and  ISA  adapter  cards, 
as  well  as  a  compact  network 
access  point  for  Ethernet  LANs. 

Pricing  and  availability  has 
not  yet  been  determined. 

Proxim:  (415)  960-1630. 


Local  Networks 

Covering:  Operating  systems  •  LAN  management 
Hubs  •  Switches  •  Adapters  and  other  equipment 


3Com  pitches  PACE  for 
multimedia  over  E-net 


3C0M  S  PACE  PRODUCT  PLAN 

December  1995 

►  PACE  software  for  the  24-port  LinkSwitch  1000 

►  12-port  LinkSwitch  1000  Ethernet/fast  Ethernet  workgroup  switch  with  PACE 
hardware  and  software 

►  PACE  software  for  multicast  support  in  NetBuilder  II  routers 

►  PACE-ready  hardware  for  the  six-port  LinkSwitch  3000 

Second-quarter  1996 

►  8-port  LinkSwitch  3000  TP  fast  Ethernet  switch  with  PACE  hardware  and  software 

►  PACE  software  for  the  six-port  LinkSwitch  3000 

►  PACE-enabled  drivers  for  10M/  100M  bit/ sec  and  EtherLink  III  PCI  fast 
Ethernet  adapters 

►  PACE  software  with  multicast  support  for  LANplex  data  center  LAN  switches 
Second  half  of  1996 

►  PACE-enabled  drivers  for  EtherLink  III  family  of  ISA  adapters 

►  PACE  support  in  the  LinkBuilder  MSH  and  ONcore  chassis-based  system  with 
integrated  LinkSwitch  1000/3000  technology 

►  PACE  hardware  support  in  the  LANplex  data  center  LAN  switches 

►  PACE  technology  support  in  the  Cellplex  ATM  switches 


By  Jodi  Cohen 

Santa  Clara,  Calif. 

Customers  unwilling  to  put  mul¬ 
timedia  applications  on  hold 
until  Asynchronous  Transfer 
Mode  technology  matures  got  a 
boon  last  week  when  3Com 
Corp.  rolled  out  its  first  Ethernet 
switches  supporting  a  new  ATM- 
like  prioritization  scheme  for 
handling  mixed  traffic. 

Priority  Access  Control 
Enabled  (PACE)  technology  — 
announced  in  October  1994  — 
lets  net  managers  run  real-time 
voice  and  video  applications 
over  switched  10M  and  100M 
bit/sec  Ethernet  links.  The  tech¬ 
nology  is  designed  to  make  sure 
delay-sensitive  traffic  gets  a 
higher  priority. 

As  expected,  3Com  will  offer 
PACE  in  its  SuperStack  Link- 
Switch  1000  and  3000  work¬ 
group  switches,  EtherLink  adapt¬ 
ers,  NetBuilder  II  routers,  LAN¬ 
plex  data  center  switches,  Cell- 
Plex  ATM  switches,  and  switching 
modules  for  the  LinkBuilder 
and  ONcore  chassis-based  hubs 
(NW,  Dec.  11,  page  6). 

Michael  Howard,  president 
of  the  Infonetics  Research,  Inc. 
consultancy  in  San  Jose,  Calif., 
said  PACE-based  Ethernet  prod¬ 
ucts  coidd  appeal  to  customers 
worried  about  the  complexity  of 
installing  and  working  with 
ATM.  “PACE  allows  users  to  put 
real-time  video  applications 
across  Ethernet  without  having 
to  buy  into  ATM,”  he  said. 

To  take  advantage  of  the  new 
3Com  technology,  customers 
must  deploy  Ethernet  switches 
that  include  PACE-enabled  sili¬ 
con  and  software,  said  Robert 


There’s  plenty  more  on-line, 
including: 

A  primer  on  deciding  how  to 
upgrade  your  LAN’s  bandwidth 

A  look  at  obstacles  to  bringing 
ATM  to  the  desktop 

Primers  and  quick  reference 
guides  for  fast  Ethernet 

Link  to  http://www.nwfusion.com. 
Select  News*  then  Local  Networks. 


Roman,  3Com’s  manager  of 
business  development. 

Also,  they  must  download 
PACE  software  changes  for  any 
device  attached  to  the  switch. 
But  Roman  pointed  out  that  net 
managers  will  not  have  to  swap 
out  adapter  cards,  which  is  nec¬ 
essary  with  other  multimedia 
technologies  such  as  ATM,  iso- 
Ethernetor  lOOVG-AnyLAN. 

In  addition  to  adding  PACE 
capabilities  to  its  existing 
switches,  3Com  announced  new 
versions  of  its  LinkSwitch  prod¬ 
ucts  that  will  support  PACE.  The 
12-port  LinkSwitch  1000  offers 
12  switched  lOBase-T  ports  and  a 
100Base-T  port  for  server  or 
backbone  connections. 

3Com  also  rolled  out  a  cop¬ 
per-based  model  of  the  Link- 
Switch  3000  that  offers  an 
optional  1 00M  bit/ sec  copper  or 
fiber  link  and  eight  switched 


By  Ben  Heskett 

Santa  Cruz,  Calif. 

The  Santa  Cruz  Operation,  Inc. 
(SCO)  last  week  aired  plans  to 
introduce  new  versions  of  its 
OpenServer  and  UnixWare 
operating  systems  next  year,  the 
step  before  merging  them  in 
1997  into  what  one  company 
official  called  “the  ultimate 
Unix  product.” 

The  plan  marked  SCO’s  first 
statement  about  the  fate  of  Unix¬ 
Ware  and  OpenServer  since  the 
company  agreed  to  buy  Novell, 
Inc.’s  UnixWare  and  Unix 
source  code  in  September  for 
about  $60  mill  ion  in  stock. 


100Base-T  ports. 

The  new  12-port  LinkSwitch 
1000  is  available  for  $3,975.  The 
LinkSwitch  3000  100Base-T 
switch  costs  $10,000  and  will  be 
available  in  April.  All  PACE  soft¬ 
ware  downloads  via  3Com’s  bul¬ 
letin  board  are  free. 

©3Com:  (408)  764-5000. 


SCO  and  Novell  are  teaming 
to  help  each  other  compete  bet¬ 
ter  with  Microsoft  Corp.  and  its 
increasingly  popular  Windows 
NT  operating  system  by  closely 
linking  NetWare’s  file  and  print 
services  with  SCO’s  Unix  exper¬ 
tise  and  Unix  sales  channel. 

LlnixWare  2.1,  code-named 
Eiger,  will  offer  users  a  server- 
based  alternative  to  NetWare  in 
the  Unix  realm,  said  Doug  Mi¬ 
chels,  SCO’s  executive  vice  presi¬ 
dent  and  chief  technical  officer. 
The  upgrade  will  provide  all  of 
the  NetWare  file,  print  and  direc¬ 
tory  serv  ices  for  Windows  clients 
See  SCO,  page  24 


HP  extends 
line  of  LAN 
analyzers 

By  Jim  Duffy 

Palo  Alto,  Calif. 

Hewlett-Packard  Co.  last  week 
unveiled  new  and  enhanced 
management  tools  that  are  de¬ 
signed  to  help  users  analyze  large 
LAN  internets  based  on  a  mix  of 
topologies. 

The  additions  to  HP’s  NetMe- 
trix  line  of  analysis  applications 
include  support  for  FDDI  LANs, 
large  token-ring  nets  and  end-to- 
end  monitoring  of  Ethernet 
segments. 

Analysts  said  the  only  differ¬ 
ence  between  HP’s  new  offerings 
and  those  from  competitors  Net¬ 
work  General  Corp.,  Frontier 
Software  Development,  Inc., 
Axon  Networks,  Inc.  and  Net¬ 
work  Application  Technology, 
Inc.,  is  that  HP’s  LAN  analyzer 
products  work  closely  with  the 
company’s  OpenView  enterprise 
management  platform. 

The  new  FDDI  LanProbe 
device,  which  supports  most  of 
the  RFC  1757  Remote  Monitor¬ 
ing  (RMON)  Management 
Information  Base,  can  monitor 
36  network  performance  charac¬ 
teristics  simultaneously.  The 
probes  can  sport  single-attached 
and  dual-attached  FDDI  fiber 
connections,  and  shielded  and 
unshielded  twisted-pair  links. 

See  HP,  page  24 


SCO’S  PRODUCT  TIMETABLE 

December  1995 

SCO  completes  purchase  of  Novell’s  LlnixWare  product. 

Q1 1996 

Will  introduce  next  version  of  UnixWare,  code-named  Eiger. 

First  half  of  1996 

Will  release  next  version  of  OpenServer,  code-named  Comet.  Will  also  unveil  set 
of  development  tools  to  create  applications  forthe  upcoming  Gemini  product,  as 
well  as  for  UnixWare  and  OpenServer  products. 

1997 

Will  merge  UnixWare  and  OpenServer  products  into  an  offering  code-named  Gemini. 


SCO  talks  up  the  new  UnixWare 
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HP 

Continued  from  page  23 

Enhancements  to  HP’s  Net- 
Metrix  token-ring  monitors  in¬ 
clude  the  addition  of  a  mid-level 
manager  processor  and  an 
improved  fault  isolation  applica¬ 
tion  and  a  new  performance 
measurement  application. 

The  mid-level  manager  is  a 
computer  that  collects,  analyzes 
and  filters  data  from  HP  Lan- 
Probes  scattered  across  token 
rings  and  forwards  the  data  to  a 
Unix-based  NetMetrix  console. 

At  the  console,  applications 
use  the  data  from  the  mid-level 
manager  to  represent  token-ring 
network  behavior.  The  NetMe¬ 
trix  Load  Monitor  for  Token 
Ring,  which  shows  protocol  dis¬ 
tribution  and  conversation  statis¬ 
tics,  now hasa  “zoom”  capability 
that  allows  users  to  correlate  net¬ 
work  events,  scroll  through  his¬ 
torical  data  or  drill  down  for 
more  information.  The  new  Net¬ 
Metrix  Internetwork  Response 
Monitor  for  Token  Ring  applica¬ 
tion  measures  latency  of  token¬ 
ring  traffic  across  WAN  links. 

For  end-to-end  monitoring  of 
Ethernet  segments,  HP  rolled 
out  NetMetrix  Probe  hardware. 
It  provides  protocol  distribution 
information,  conversation  statis¬ 
tics  and  more. 

The  FDDI  LanProbe  ranges 
in  price  from  $9,995  to  $19,995, 
depending  on  memory  and  con- 
nectivity  options.  The  token-ring 
probes  cost  from  $3,035  to 


ENHANCEMENTS  TO  HP’S 
NETMETRIX  LAN  ANALYSIS  LINEUP 

►  HP  FDDI  LanProbe  -  A  line  of 
FDDI  ring  monitors 

►  Mid-level  management  processor  as 
well  as  fault  and  performance 
improvements  for  token-ring 
management  products 

►  HP  NetMetrix  probe  -  An  end-to-end 
management  tool  for  Ethernet 
segments 

$3,435,  and  the  applications  cost 
$1 ,000  to  $4,000.  The  NetMetrix 
Probe  for  Ethernet  links  costs 
$1,000. 

©HP:  (800)  452-4844. 


SCO 

Continued  from  page  23 

without  the  need  for  a  separate 
NetWare  server. 

The  next  version  of  Open- 
Server,  code-named  Comet,  will 
include  increased  memory  sup¬ 
port,  bootable  mirrored  drive 
support  and  the  ability  to  have 
floating  user  licenses.  In  addi¬ 
tion,  TCP/IP  and  electronic 
mail  utilities  will  be  updated. 

SCO  also  is  working  on  a  tool 
kit  that  lets  application  builders 
develop  programs  that  work  with 
OpenServer  and  UnixWare. 

Programmers  can  use  the  tool 
to  get  a  jump  on  building  appli¬ 
cations  for  SCO’s  combined 
OpenServer/UnixWare  offer¬ 
ing,  code-named  Gemini. 

©SCO:  (800)  726-8649. 


NET  RESULTS 

Hoping  you  get  a  switch  in  your  stocking 


Qs  the  year  comes  to  a 
close,  we  find  ourselves 
rellecting  on  all  that  hap¬ 
pened  in  1995. 

On  the  vendor  front,  this  year 
was  one  that  involved  long-term 
strategies  and  industry  consoli¬ 
dation  through  mergers  and 
acquisitions. 

Cisco  Systems,  Inc.  and 
3Com  Corp.  lead  the  way 
in  the  acquisitions  depart¬ 
ment,  though  Cabletron 
Systems,  Inc.  made  news  this 
year  by  making  its  first  such 
purchase. 

And  although  the  num¬ 
ber  of  small  and  midsize 
players  in  the  internetwork¬ 
ing  market  is  shrinking, 
promising  start-ups  have 
emerged  that  should  make  an 
impact  during  1996. 

This  year  also  was  a  banner 
time  for  technology.  There  have 
never  been  more  types  of  LANs 
or  choices  of  equipment  in  the 
history  of  networking. 

Switching  became  the  pre¬ 
ferred  platform  for  everything. 
Bridging  became  Layer  2  switch¬ 
ing,  routing  became  Layer  3 
switching  —  and  anything  that 
was  switched  was  good. 

This  year  was  a  time  when  fast 
Ethernet  became  a  viable  tech¬ 
nology,  that  “real”  token-ring 
switching  began  shipping  and 


that  Ethernet  switching  became 
a  staple  of  networks  the  world 
over. 

In  addidon,  this  was  the  best 
year  FDDI  ever  had  —  predomi¬ 
nantly  driven  by  FDDI  switching. 
It  just  goes  to  show  you  that  the 
legacy  LANs  are  alive  and  well. 


Skip  MacAskill  and 
Melinda  Le  Baron 


And  then  there  are  the  many 
network  managers  and  end 
users  that  have  made  it  through 
another  year,  hopefully  un¬ 
scathed. 

Many  difficult  upgrade  deci¬ 
sions  were  made  this  year  in  the 
face  of  multiple  technologies 
and  disinformation. 

Faced  with  many  new  LAN 
technologies,  an  aging  installed 
base  and  a  need  for  more  band¬ 
width,  network  managers  faced  a 
difficult  and  sometimes  impossi- 
blejob. 

To  brighten  the  holidays  for 
the  technically  exhausted,  we 


offer  our  version  of  a  Christmas 
classic  (sung  to  the  tune  of  “Jin¬ 
gle  Bells”) : 

Dashing  through  the  halls 
Our  beepers  all  alight, 

Everyth  ing  is  hosed 
We  'll  be  here  all  n  ight. 

Switches  blinkingred 

The  servers  are  gone,  too. 

We  'll  be  here  till  New  Year’s  Eve 

Before  our  work  is  through _ 

Oh! Ethernet,  token  ring, 
AndF-D-D-I, 

We’re  stalwart  net  managers 
It 's fix  the  net  or  die.... 

Oh! Ethernet,  token  ring, 
VG-AnyLAN, 

We  should  have  bought  those  routers 
Yes,  we 've  lost  our  “Flat Earth  ” 
LAN! 

We  also  would  like  to  send 
happy  and  warm  holiday  greet¬ 
ings  to  network  equipment  and 
software  vendors. 

And  we'd  also  like  to  add  a 
special  greeting  to  Cabletron’s 
dynamic  duo  of  Bob  and  Craig: 
May  your  holidays  be  all  that 
you’d  dreamed. 

Le  Baron  is  a  research  director  and 
MacAskill  is  a  senior  research 
analyst  in  Gartner  Group,  Inc.  ’s 
Network  Computing  Infrastruc¬ 
ture  group.  They  can  be  reached 
by  E-mail  at  inquiry@gartner. 
com,  or  contact  them  by  phone  at 
(203)316-1111. 


Novell’s  three-pronged  Win95 


access  plan 


Df  you’ve  finished  all  your 
Christmas  shopping  but 
you’re  still  on  the  prowl  for 
a  way  to  connect  your  Win¬ 
dows  95  PCs  to  your  NetWare 
network,  let’s  take  a  look  at  what 
Novell,  Inc.  has  in  store  for  you. 
(Last  week,  we  examined  Micro¬ 
soft  Corp.’s  offerings.) 

Many  sites  continue  to  use 
Novell’s  NETX  shell,  a  most  solid 
NetWare  client  tool,  even 
though  Novell  stopped  all  devel¬ 
opment  on  the  NETX  shell  more 
than  3 years  ago. 

The  good  news  is  that  NETX, 
with  the  Novell  Open  Datalink 
Interface  driver  stack,  will  work 
with  Windows  95.  This  ensures 
that  any  version  of  NetWare  2.1 
and  higher  can  support  Win¬ 
dows  95  clients. 

While  there  are  sites  still  using 
the  extended  and  expanded 
I  memory  versions  of  the  shell  — 
l  XMSNF.TX  and  EMSNETX  — 


these  should  be  avoided  with 
Windows  95.  The  two  major 
drawbacks  to  using  NETX  are 
that  it  doesn’t  work  with  Net¬ 
Ware  4.X’s  NetWare  Directory 
Services  (NDS),  and  as  a  real 
mode  shell  (needing  real  mode 


drivers),  it  takes  a  large  amount 
of  RAM  below  the  still  important 
640K-byte  boundary. 

Nevertheless,  if  your  network 
runs  NetWare  2.X  or  3.X,  you 
have  an  extensive  logon  script, 
and  you  use  a  number  of  Net¬ 


Ware-specific  utilities  from  third- 
party  developers,  then  NETX  is 
your  most  viable  opdon  today 
for  Windows  95  NetWare  client 
software. 

With  NetWare  4.0,  Novell 
introduced  a  second  option, 
dubbed  the  Virtual  Loada¬ 
ble  Module  (VLM)  DOS 
redirector  client.  While  a 
full  technical  discussion  of 
the  differences  between  a 
shell  and  a  redirector  is 
beyond  the  scope  of  this  col¬ 
umn,  suffice  it  to  say  that 
the  switch  from  NETX  to 
VLM  is  not  a  trivial  task  for 
network  managers. 

Even  so,  NetWare  4.X 
sites  using  NDS  have  to  employ 
VLM.  New  NetWare  3.12  sites 
most  likely  use  VLM,  and  many 
other  3.X  sites  have  switched  to 
VLM.  Like  NETX,  VLM  will  con¬ 
nect  your  Windows  95  PC  to  the 
network,  also  using  real-mode 


drivers.  This  means  an  even 
larger  footprint  below  640K 
bytes,  which  could  present  prob¬ 
lems  —  especially  with  the  16-bit 
Windows  3.Xapplicationsyou’re 
probably  still  using. 

As  long  as  you’re  testing  Win¬ 
dows  95,  you  should  also  test  the 
next  generation  of  client  soft¬ 
ware  from  Novell.  The  next 
release  of  NetWare,  code-named 
Green  River  and  due  in  mid- 
1996,  will  emerge  along  with  Cli- 
ent32,  a  32-bit  protected-mode 
client,  and  NIOS,  the  32-bit  pro¬ 
tected  mode  driver  stack. 

Novell  has  announced  that 
there  will  be  Client32  clients  for 
each  of  the  major  operating  sys¬ 
tems  —  Windows  95,  DOS/Win- 
dows  3.X,  MacOS,  OS/2, 
Windows  NT  and  Unix  —  but  it’s 
not  known  how  many  of 
these  actually  will  ship 
with  Green  River.  The 
Windows  95  version, 
however,  is  publicly 
available  as  an  open  beta 
release  for  you  to  test 
right  now. 

Novell  expects  to 
release  a  refreshed  ver¬ 
sion  around  Christmas 


that  fixes  many  of  the  really  glar¬ 
ing  bugs  in  the  first  release.  One 
of  the  stranger  anomalies  I’ve 
heard  of  in  the  beta  release  is 
that  your  workstation  will  stop  all 
activity  at  midnight,  then  resume 
at  1  a.m.  —  as  if  nothing  had 
happened. 

Neither  NETX  nor  VLM  sup¬ 
port  Windows  95’s  Long  File 
Names,  but  Client32  does.  None 
of  the  Novell  clients  support 
Microsoft’s  File  and  Print  Ser¬ 
vices  for  NetWare;  you  must  use  a 
Microsoft  client  to  employ  these 
peer  services. 

Kearns  is  a  former  network  admin¬ 
istrator,  and  now  is  a  free-lance 
writer  and  consultant  in  Austin, 
Texas.  He  can  be  reached  at 
kea  rns@msn.com. 

Tip  of  the  week 


If  you  need  to  load  Btrieve  or  other  DOS 
termina  te-a  n  d-stay-residen  l  programs  after 
installing  network  drivers  and  before  start¬ 
ing  Windows  95,  put  the  commands  in  a  file 
called  WIN  ST  A  RrI '.  BA  Tin  theWMNDOWS 
directory  ( or  the  directory  in  which  Windows 
95  is  installed ). 
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Briefs 


■  Menlo  Park,  Calif. -based  Infor¬ 
mix  Software,  Inc.  next  month 
will  ship  a  version  of  its  OnLine 
Dynamic  Server  database 
for  Windows  NT.  It  will  be 
priced  the  same  as  the  Unix  ver¬ 
sion:  $1,500 per  user  for  develop¬ 
ment  and  $1,125  per  user for 
run-time.  In  addition,  a  version  of 
the  company’s  OnLine  Workgroup 
Server  for  Windows  NT  is  due  in 
the  first  quarter  of 1996.  Pricing 
information  was  not  available. 

Informix:  ( 415)  926-6300. 

■  SQL  Financials,  Inc.  of 

Atlanta  will  ship  in  the first  quar¬ 
ter  of  1996  aproduct  called  Work- 
flow  Manager  that  will  let 
customers  workflow-enable  the 
company’s  SQL  Financials  appli¬ 
cations  or  any  other  Windows 
application.  Workflow  Manager 
graphically  displays  all  tasks  that 
have  been  routed  to  a  user,  as  well 
as  those  that  the  user  may  per¬ 
form  on  an  ad  hoc  basis. 

Workflow  Manager  will  cost 
from  $25, 000  to  $100, 000. 

SQL  Financials:  ( 770 )  390- 
3900. 

■  Hyperion  Software,  Inc.  in 

Stamford,  Conn.,  is  shipping  Con¬ 
version  Catalyst,  a  utility  for 
importing  legacy  data  into 
the  company’s  client/server finan¬ 
cial  applications.  It  will  be 
included  with  Hyperion’s  applica¬ 
tion  suite,  which  runs  on  Window 
clients,  and  Windows  NT  and 
Unix  servers. 

Hyperion:  (203)  321-3500. 

■  NetManage,  Inc.  of  Cuper¬ 
tino,  Calif,  has  updated  its  NEWT- 
SDK  software  development  kit  for 
custom  intranet  and  Internet 
applications.  NEWT-SDK  5. 0, 
for  use  with  Visual  Basic,  C  and 
C++,  includes  standard  Simple 
Mail  Transfer  Protocol  mail,  File 
Transfer  Protocol  and  terminal- 
emulation  APIs.  It  supports  the 
WinCGl  API,  as  well  as  Microsoft 
Corp.  Visual  Basic  controls  and 
OLE  custom  controls. 

NEWT-SDK  5.0  is  now  shipping 
at  $500. 

NetManage:  (408 )  973-71 71. 


Cincom  blends  work  flow, 
development,  databases 


By  John  Cox 

Cincinnati 

Cincom  Systems,  Inc.  last  week 
unveiled  an  integrated  set  of 
object-oriented  tools  that  rely  on 
Microsoft  Corp.’s  OLE/Compo¬ 
nent  Object  Model  (COM)  and 
are  designed  for  building  distrib¬ 
uted  business  applications. 

The  company’s  Total  Frame¬ 
work  products  let  customers 
redesign  work  processes,  define 
business  objects  and  data,  and 
provide  access  to  multiple  data¬ 
bases.  Today,  corporate  develop¬ 
ers  typically  have  to  use  separate 
products  to  build  these  elements 
and  then  link  them  over  a  net¬ 
work. 

Total  Framework  now  con¬ 
sists  of  three  specialized  product 
groups:  Persistence  Framework, 
Assembly  Framework  and  Work- 
Flow  Framework  (see  graphic). 

The  Persistence  Framework 


features  the  new  Total  OODM 
Cincom-developed,  object-rela¬ 
tional  database,  which  can  store 
objects  comprising  text,  image, 
audio  and  other  data  types.  This 
framework  also  supports  a  single 
database  access  language  and 
distributed  database  functions. 
That  means  developers  can  cre¬ 
ate  an  application  that  calls  out 
via  OFE  to  data  that  resides  on 
networked  relational,  object  or 
flat-file  databases,  rather  than 
having  to  separately  program 
applications  to  talk  to  each 
database. 

Applications  designed  via  the 
Assembly  Framework  compo¬ 
nents  can  interact  with  workflow 
and  database  services  via  a  set  of 
Cincom  OFE  Automation  Serv¬ 
ers,  which  provide  standard  OFE 
interfaces. 

“Cincom  has  taken  on  the 
responsibility  of  building  the 


Applications  management 

Platinum  recites  POEMS  plan 


By  John  Cox 

Oakbrooh,  III. 

Platinum  Technology,  Inc.  has 
revealed  a  delivery  schedule  for 
the  framework  it  is  building  to 
help  companies  manage  distrib¬ 
uted  applications  across  the 
enterprise. 

The  repository-based  Plati¬ 
num  Open  Enterprise  Manage¬ 
ment  System  (POEMS)  is  a  set  of 
technologies,  including  APIs, 
messaging  and  other  services,  to 
integrate  an  array  of  what  are 
now  stand-alone  management 


products.  Platinum  has  reached 
beyond  its  traditional  database 
management  tools  to  buy  small 
vendors  with  products  for  data 
warehousing,  systems  manage¬ 
ment,  application  development 
and  information  access.  POEMS 
is  designed  to  give  users  a  single 
interface  for  deploying  and 
managing  the  full  distributed 
computing  environment  — 
databases,  systems,  applications 
and  so  on. 

Even  though  company  offi- 
See  Platinum,  page  26 


THE  PLATINUM  OPEN  ENTERPRISE  MANAGEMENT  SYSTEM 

POEMS  is  a  framework  for  integrating  Platinum’s  database  management  and  application 
development  tools.  The  tools  under  POEMS  will  communicate  with  one  another  via  the 
Enterprise  Messenger,  Event  Manager  and  Scheduler  while  accessing  the  repository  to 
store  and  retrieve  metadata. 

Platinum  and  third-party  tools,  including  database  management,  data 
warehousing  and  application  development  tools  (Now  and  March) 


Enterprise  Messenger  messaging  layer  and  APIs  (April) 

Repository/ Open  Event  Manager 

Enterprise  Edition  (April) 

(December)  » ••  ****** — 


Cincom’s  Total  Framework 


'  -ig. .'. 


►  Assembly  Framework  -  Object-oriented  development  tools  for  assembling  client 
applications  from  components;  based  on  Vmark's  ObjectStudio  Smalltalk  tool  set 
but  supports  any  OLE-compliant  tool. 


►  Persistence  Framework  -  An  object/ relational  database,  plus  an  API  and 
distributed  database  services  for  accessing  and  manipulating  multiple  networked 
data  sources. 


►  WorkFlow  Framework  -  A  tool  set  for  building  server-based  workflow  systems; 
based  on  the  Action  WorkFlow  Manager. 


‘Superglue’  that  makes  these 
various  products  work  to¬ 
gether,”  said  Michael  Nolan, 
director  of  technology  at  Cap 
Gemini  America,  the  U.S.  sys¬ 
tems  integration  arm  of  France- 
based  Cap  Gemini  Sogeti 
Group.  “That’s  a  highly  techni¬ 
cal,  time-consuming  problem. 
LIntil  you  get  that  infrastructure 
built,  you’re  not  able  to  work  on 
the  applications.  ” 

Eater  in  1996,  Cincom  will 
add  to  Total  Framework  an 
object  request  broker  that  com¬ 


plies  with  the  Object  Manage¬ 
ment  Group’s  Common  ORB 
Architecture.  The  ORB  will  let 
Total  Framework  applications 
access  server-based  objects  and 
legacy  applications  that  have 
been  encapsulated  with  an 
object  interface. 

David  Oglesby,  director  of 
MIS  at  General  Communica¬ 
tions,  Inc.  (GCI),  an  Anchorage, 
Alaska,  telecommunications  car¬ 
rier,  has  just  begun  using  Total 
Framework. 

See  Cincom,  page  26 


Group  reviews 
electronic  mail 
mgmt.  specs 

By  Carol  Sliwa 

Dallas 

At  long  last,  the  “MADMan 
MIB”  is  undergoing  a  thorough 
reexamination. 

But  based  on  an  IETF  work¬ 
ing  group  meeting  here  last 
month,  it  looks  like  the  Simple 
Network  Management  Protocol- 
based  specifications  for  manag¬ 
ing  electronic  mail  networks  are 
in  pretty  good  health. 

The  working  group  that  spec¬ 
ified  the  Management  Informa¬ 
tion  Base  (MIB)  for  Mail  and 
Directory  Management  (MAD¬ 
Man),  which  had  been  submit¬ 
ted  to  the  Internet  Engineering 
Task  Force  on  Jan.  11,  1994,  re- 
cendy  met  to  consider  changes 
proposed  by  the  Electronic  Mes¬ 
saging  Associadon  (EMA)  and 
various  messaging  vendors. 

Observers  said  the  changes 
under  consideration  are  un¬ 
likely  to  force  vendors  imple- 
mendng  the  MADMan  speci¬ 
fications  in  products  to  do 
any  major  reworking  of  those 
products. 

The  recommendations  are 
“all  in  the  line  of  minor  compati¬ 
ble  enhancements  to  improve 


the  functionality  and  the  udlity 
of  the  MIB,”  said  Steve  Kille, 
chairman  of  the  IETF  MADMan 
working  group  as  well  as  presi¬ 
dent  and  chief  execudve  officer 
of  ISODE  Consortium  of  Rich¬ 
mond,  England. 

Niraj  Jain,  chairman  of  the 
EMA’s  messaging  management 
technical  subcommittee  and 
director  of  messaging  server 
technology  at  Oracle  Corp., 
said  the  recommendations  fall 
into  two  categories:  the  ad¬ 
dition  of  MIB  variables  for  bet¬ 
ter  monitoring  and  fault  re- 


It’d  be  crazy  to 

.—World 

go  elsewhere  for  nhtj 

MADMan  info. 

Link  to  http://www.nwfusion.com. 
Select  then 


porting;  and  the  optional  use  of 
SNMP  traps  for  more  proactive 
and  earlier  reporting  of  error 
conditions. 

“The  feeling  of  the  group 
was  that,  while  none  of  the 
changes  being  recommended 
are  major,  they’re  more  than 
trivial ...  so  maybe  we  don’t  want 
to  move  to  the  drqaft  standard 
right  now, ’’Jain  said. 

The  IETF  process  requires 
that  a  document  remain  a  pro- 
See  Mgmt.  specs,  page  26 
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Mgmt.  specs 

Continued  from  page  25 

posed  standard  for  a  minimum 
of  six  months  and  a 
maximum  of  two  years 
before  progressing  to 
the  next  stage,  draft 
standard,  according  to 
Ned  Freed,  chief  devel¬ 
opment  officer  at 
Innosoft  International, 

Inc.  of  West  Covina, 

Calif.,  and  editor  of 
two  of  the  MADMan 
specifications. 

The  MADMan  MIB 
is  defined  through 
three  requests  for  comment 
(RFC) .  RFC  1 565  is  the  core  MIB 
that  allows  an  administrator  to 
monitor  every  network  applica¬ 
tion.  RFCs  1566  and  1567  are 
specialized  application-specific 
MIBs  relating  to  message  trans¬ 
fer  agents  and  directory  sendees. 

Most  of  the  proposed 
changes  relate  to  RFC  1566,  Kille 
said. 

Plans  call  for  the  IETF  work- 
inggroup  to  reconvene  in  March 
in  Los  Angeles  to  decide 
whether  to  advance  one  or  more 
of  the  RFCs  to  draft  standard  or 
leave  them  as  proposed  stan¬ 
dards  for  more  comment. 

In  any  event,  all  three  of  the 
RFCs  likely  will  be  renumbered 
since  various  editorial  changes 
will  be  made  to  each  of  them, 


I ETF  s  Kille  says  the 
recommendations  are 
for  only  minor  changes. 


Kille  said. 

Complicating  matters  slighdy 
could  be  the  SNMP  Version  2 
controversy  that  erupted  over 
attempts  to  make  the 
standards  less  costly  to 
implement  through 
the  removal  of  security 
components. 

Although  the  MAD¬ 
Man  specifications 
are  independent  of 
SNMPv2,  some  addi¬ 
tional  editorial 

changes  could  have  to 
be  made  to  ensure  their 
compatibility  with 
whatever  SNMP  stan¬ 
dard  is  adopted.* 


Cincom 

Continued  from  page  25 

“This  integration  [of  tools]  is 
a  tremendous  advantage  to  us,” 
he  said.  “You  keep  your  existing 
relational  databases,  which  rep¬ 
resent  a  tremendous  amount  of 
development  work  for  most 
companies.  You  don’t  have  to 
throw  those  structures  away.” 

GCI’s  Ed  Spradling,  vice  pres¬ 
ident  of  MIS  and  administration, 
said  that’s  important  because  it 
will  let  the  company  reuse  its 
strategically  important  billing 
system  as  it  adds  a  plethora  of 
new,  end-to-end  telecommuni¬ 
cations  services.  “The  ability 


[through  Total  Framework]  to 
reuse  a  lot  of  the  code  we  already 
have  is  the  key  to  doing  this  rap¬ 
idly,”  he  said. 

All  three  frameworks  are 


available  now.  Pricing  for  all  the 
server  components  starts  at 
about  $6,000.  Client  licenses  are 
about $700  each. 

©Cincom:  (800)  543-3010. 


BusinessBriefs 


Sybase,  Inc.  and  PeerLogic,  Inc.  have 
announced  plans  to  integrate  their  mes¬ 
sage-oriented  middleware  technology. 
The  companies  will  ship  an  interface  for 
Sybase’s  Enterprise  Messaging  Services 
(EMS)  and  PeerLogic's  Pipes  Platform  by 
the  second  quarter  of  1996.  The  links 
will  enable  users  to  take  advantage  of 
the  dynamic  name  service  of  Pipes, 
which  allows  application  components  to 
find  each  other  on  a  network,  as  well  as 
EMS’  queuing  capabilities,  officials  from 
the  companies  said. 


Computer-aided  software  engineering 
tool  maker  Bachman  Information  Sys¬ 
tems,  Inc.  of  Burlington,  Mass.,  and 
Providence,  R.I.-based  Cadre  Technol¬ 
ogies,  Inc.,  a  maker  of  object-oriented 
analysis  and  design  tools,  have  agreed 
to  merge.  Bachman  will  issue  $30  mil¬ 
lion  worth  of  its  stock  for  all  outstanding 
shares  of  Cadre  stock.  The  firms  hope  to 
finalize  the  deal  by  March.  The  new  com¬ 
pany  will  develop  modeling,  database 
design,  and  development  and  compo¬ 
nent  software. 


Platinum 

Continued  from  page  25 

cials  promised  that  key  parts  of 
POEMS  will  arrive  over  the  next 
few  months,  some  analysts  are 
taking  a  wait-and-see  approach 
regarding  Platinum’s  technol¬ 
ogy  integration  strategy. 

“Until  [Platinum  starts]  to 
deliver  on  a  technology  road 
map  and  an  integration  plan, 
people  evaluating  Platinum’s 
offerings  should  evalu¬ 
ate  them  as  point  prod¬ 
ucts,  not  as  tool  suites,” 
said  Mike  Merriman,  a 
research  director  with 
Gartner  Group,  Inc.,  a 
consultancy  in  Stam¬ 
ford,  Conn. 

The  first  POEMS 
building  block  to  be 
released  will  be  the 
Platinum  repository, 
called  Platinum  Repos¬ 
itory/  Open  Enterprise  Edition. 
The  offering  will  hit  the  market 
this  month,  said  Andrew  “Flip” 
Filipowski,  the  company’s  chair¬ 
man  and  chief  executive  officer. 

The  product  will  run  on  Unix 
or  MVS  systems  and  combine 


Platinum’s  Filipowski 
said  to  look  for  the 
repository  this  month. 


SHARED  LOGIC 


Do  you  really  need  a  data  warehouse? 


Qata  warehousing  is  a  technology  that 
evolved  primarily  in  response  to  end 
users  who,  despite  all  their  advanced 
computer  systems,  still  could  not  get 
the  business  information  they  needed  in  a 
timely  manner  and  a  presentable  format. 

Looked  at  from  this  admittedly  simplistic 
point  of  view,  data  warehousing  is  just  a  rede¬ 
signed  database  with  a 
better  graphical  user 
interface.  If  this  is  true, 
then  it  prompts  the  ques¬ 
tion,  why  not  just  design  it 
right  the  first  time? 

Building  a  warehouse 
itself  can  be  extremely 
complex,  which  has  cre¬ 
ated  a  niche  market  for 
data  propagators,  pumps, 
replicators  and  other 
buzzwords  still  to  be  coined. 

Then  once  we  have  a  new  copy  of  this  data, 
we  need  special  tools  to  slice  and  dice  it  into 
millions  of  bite-size  pieces.  Thus  was  born 
multidimensional  analysis.  Last  time  I 
checked,  we  used  to  call  them  reports. 

Lastly,  now  that  all  this  clean  and  orderly 
data  is  sitting  in  the  warehouse,  we  can  really 
start  to  have  fun  by  going  after  it  with  on-line 
analytical  processing  (OLAP)  tools.  (This 
used  to  be  called  forecasting.) 


Marc  Myers 


The  cynic  would  assume  that  data  ware¬ 
housing  is  nothing  more  than  a  marketing 
ploy  to  try  and  sell  more  high-end  comput¬ 
ers,  database  management  systems,  query 
tools  and  replicators.  But,  all  sarcasm  aside, 
data  warehousing  is  actually  an  appropriate 
response  to  a  true  need  in  the  marketplace. 
The  key  is  to  discover  whether  you  actually 
need  a  data  warehouse. 

I’ve  identified  four 
environments  that 

should  seriously  be  con¬ 
sidered  candidates  for 
data  warehouses:  Dirty 
Data,  Heavy  Analysis, 
Real  Time  and  Massive 
Data. 

The  Dirty  Data  site 
typically  will  have  data 
stored  in  multiple  for¬ 
mats.  In  this  kind  of  environment,  the  data 
often  is  filled  with  inaccuracies  because  of 
the  lack  of  communication  between  the  dis¬ 
parate  systems.  The  data  warehouse  can 
serve  as  the  central  data  store  that  integrates 
the  disparate  databases  and  even  scrubs  the 
data  before  adding  it  to  the  warehouse. 

The  Heavy  Analysis  site  uses  data  to  ana¬ 
lyze  trends  and  forecast  events.  OLAP  sys¬ 
tems  for  forecasting  and  data  analysis  often 
require  that  the  data  be  aggregated  or  orga¬ 


nized  in  to  specific  formats.  Data  warehouses 
fulfill  this  requirement. 

A  Real  Time  site  will  require  serious  num¬ 
ber  crunching  —  often  24  hours  a  day  —  for 
activities  such  as  trading,  oil  exploration  or 
high-resolution  graphics.  A  data  warehouse 
can  provide  a  way  to  optimize  these  pro¬ 
cesses  without  compromising  the  perfor¬ 
mance  of  the  operational  systems  that 
perform  the  transaction  processing  and 
data  collection. 

A  Massive  Data  site  is  one  in  which  the 
sheer  volume  of  data  cannot  possibly  be 
managed  or  used  effectively  without  a  cen¬ 
trally  managed  warehouse. 

For  example,  a  worldwide  telecommuni¬ 
cations  company  with  hundreds  of  thou¬ 
sands  of  customers  and  millions  of  devices  to 
maintain  will  have  hundreds  of  disparate  sys¬ 
tems.  Data  warehousing  is  the  logical  solu¬ 
tion  for  creating  useful  views  and  getting  the 
big  picture. 

While  data  warehousing  firms  could  be 
criticized  for  marketing  a  technology  that  is 
nothing  more  than  a  glorified  fix  for  poor 
enterprise  data  modeling,  the  fact  is  that  the 
need  for  data  warehouses  is  real.  Until  we 
build  a. single  machine  with  a  single  database 
that  can  handle  unlimited  users  and  data, 
data  warehouses  will  be  viable. 

Myers  is  president  of  Client/Server  Connec¬ 
tion,  Ltd.,  a  Cambridge,  Mass.,  firm  specializing 
in  client/server  software  solutions.  He  can  be 
reached  at  (800)  622-1108,  Ext.  522,  or  via 
CompuServe  at  71332, 1 726. 


elements  from  two  repository 
products  acquired  by  Platinum. 
The  company  has  tools  in  five 
categories  —  systems  manage¬ 
ment,  database  management, 
business  intelligence,  data  ware¬ 
housing  and  application  devel¬ 
opment  —  that  will  feed 
information  about  themselves 
and  the  systems  they  work  with 
into  the  repository. 

“The  repository  becomes  the 
accumulator  of  all  the  informa¬ 
tion  —  often  called 
metadata  —  that  our 
various  suites  of  prod¬ 
ucts  collect,”  Filipowski 
said. 

By  April,  Platinum 
will  introduce  Platinum 
Enterprise  Messenger, 
which  will  be  a  messag¬ 
ing  layer  and  interface 
into  which  the  various 
POEMS  components 
and  the  individual  tools 
will  be  linked.  Enterprise  Mes¬ 
senger  will  work  as  a  message 
bus,  eliminating  the  current 
need  for  point-to-point  inter¬ 
faces  between  pairs  of  tools.  Plat¬ 
inum  will  publish  the  Messen¬ 
ger’s  APIs  for  use  by  third  parties. 

Also  by  April,  the  firm  will  roll 
out  Event  Manager,  technology 
for  controlling  the  processes 
and  protocol  interactions  be¬ 
tween  the  POEMS  elements. 
Event  Manager  will  be  extended 
by  June  with  Auto  Action,  an 
enterprise  scheduling  program 
for  automating  processes. 

These  services  and  APIs  will 
be  used  by  third-party  vendors 
and  Platinum  to  bring  their  tools 
under  the  POEMS  architecture 
beginning  in  1996,  said  Pete 
Chargin,  director  of  marketing 
for  Platinum’s  new  Application 
Life  Cycle  Solutions  division. 

Platinum  also  unveiled  plans 
for  a  POEMS  data  management 
application  to  let  administrators 
graphically  view  all  database 
objects  in  the  enterprise  and 
click  on  them  for  the  appropri¬ 
ate  POEMS-compliant  tool. 

Also,  the  company  intro¬ 
duced  Enterprise  DBA,  an  appli¬ 
cation  for  managing  different 
brands  of  databases  from  a  single 
point.  It  will  be  the  first  product 
designed  to  work  as  part  of  the 
POEMS  architecture. 

The  Enterprise  DBA  and 
POEMS  data  management  con¬ 
sole  are  scheduled  to  ship  in 
March.  Pricing  is  agent-based 
and  starts  at  $1,200  for  users  in 
the  PC  and  Unix  market. 

©Platinum:  (708)  620-5000. 
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Customer  service  in  the  palm  of  your  hand. 


Name 


Company 


Address 


Phone  Number 

Send  in  this  card  for  a  free  video  about  how  COMPANION 
Wireless  Communication  System  strengthens  your  customer  service. 

NORTEL 

A  World  of  Networks 

162C 
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Sales  And  Marketing  Information  Center 
Dept.  4364 -M/S  C0702 
P.0.  Box  833858 
Richardson,  TX  75087-9861 


If  your  people  aren't  at  their  desks, 
where  does  that  leave  your  customers? 


■  With  a  COMPANION  Wireless  Communication 
System,  your  people  can  communicate  immediately 
with  customers  and  colleagues  from  anywhere  in 
the  workplace.  ■  Working  with  your  current  phone 
system,  it  gives  you  all  the  features,  call  control  and 
voice  quality  of  your  desk  phones,  from  boardroom 


to  stock  room.  ■  COMPANION  portable  phones 


provide  instant  accessibility,  a  new  standard  of 


service  and  a  competitive  advantage  -  right  in  the 


palm  of  your  hand.  ■  For  more  information 


on  enterprise  mobility  and  a  free 


COMPANION  video,  reach  Northern  Telecom 


at  i-8oo-4  NORTEL  (dept  162C)  or  on  the  Internet 


at  http://www.nortel.com. 


Right  where 
you  want  them. 


NORTEL 

A  World  of  Networks 
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Enterprise  Networks  •  Wireless  Networks  •  Broadband  Networks 
Switching  Networks  •  Network  Applications 
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EDITORIAL  INSIGHTS 


DISTRIBUTED  COMPUTING 


Don’t  let  statistics  fool  you 


A  few  winters  ago,  a  dozen  invest  igators  independently  reported  fig¬ 
ures  on  antihistamine  pills.  Each  showed  that  a  considerable  per¬ 
centage  of  colds  cleared  up  after  treatment.  A  great  fuss  ensued,  and 
a  medical  product  boom  was  on.  It  was  based  on  an  eternally  springing 
hope  and  a  curious  refusal  to  look  past  the  statistics  to  a  fact  that  has 
been  known  for  a  long  time.  .  .  proper  treatment  will  cure  a  cold  in  seven 
days,  but  left  to  itself,  a  cold  will  hang  on  for  a  week. 

—  From  How  to  Lie  with  Statistics 


Like  the  antihistamine  studies,  research  on  the  Internet  mar¬ 
ket  is  helping  spark  a  boom  in  electronic  commerce.  But  basing 
your  on-line  strategy  on  such  research  is  fraught  with  peril.  Com¬ 
peting  studies  offer  widely  varying  estimates  of  the  number  of 
Internet  users  as  well  as  their  demographics. 

Getting  a  grip  on  this  amorphous  on-line  user  base  is  tough, 
as  is  evidenced  by  even  the  most 
impressive  research.  For  example,  the 
recent  Commercenet/Nielsen  Inter¬ 
net  Demographic  Survey  —  which 
pegged  the  number  of  Internet  users 
at  about  24  million  —  may  be  deeply 
flawed  and  the  results  vasdy  overstated, 
so  claimed  a  research  expert  last  week 
who  helped  design  the  study. 

A  more  pressing  concern  is  that  this  research  aims  to  map  the 
contours  of  the  overall  on-line  market  and,  in  all  likelihood,  you 
don’t  need  a  mass-market  electronic  commerce  strategy.  You 
need  focused  research  that  shows  whether  your  target  audience 
is  on-line.  Aid  you’ll  have  to  do  that  research  yourself. 

Once  you’ve  decided  whom  you’re  trying  to  reach  —  custom¬ 
ers,  suppliers,  influences  in  the  press  or  analyst  community  . .  . 
whomever  —  you  need  to  learn  whether  they  have  direct  or 
modem  access  to  the  Internet  and  what  kind  of  services  they 
want  from  you  on-line.  What  will  make  their  lives  easier?  Do  they 
need  to  order  products  or  just  find  out  where  your  resellers  are? 
Do  they  want  to  download  product  specs,  file  RFQs  or  leave  mail 
for  employees?  Knowing  all  of  that  will  help  you  design  a  site  that 
works  and  gets  used  regularly. 

Look,  you  don’t  need  some  giant  study  to  tell  you  there’s  an 
Internet  world  out  there.  But  you  better  be  budgeting  for 
research  thatshowswhetheryour  little  piece  of  the  world  is  wired 
for  business. 

John  Gallant,  editorin  chief  jgallant@world.std.com 


Teletoons 


By  Phil  Frank  and  Joe  Troise 
guru@well.com 


Tks.  Tatars  of  Networking 

JUME  19% 

IBM,  in  an  a-V-Umpt  to  mimic  AT <T 
\7reaks  uf  into  hundreds  of  shoal  I  er 
ie$. 


Taligent’s  passing  signals  the  beginning 
of  a  new  era  built  on  existing  foundations 


nBM’s  decision  to  pull  the 
plug  on  Taligent,  Inc.  as 
an  independent  com¬ 
pany  confirms  a  shift  to  a 
new  business  model  for  soft¬ 
ware  products.  This  new  model 
emphasizes  incremental  inno¬ 
vation  with  technology  and 
rejects  the  assumption  that  cus¬ 
tomers  will  make  sweeping 
changes  to  their  technology 
infrastructures  with  high  up¬ 
front  risks  and  costs. 

The  implications  of  this  shift  are  just  coming 
into  focus.  It  seems  apparent,  though,  that  network 
managers  and  users  in  the  new  era  will  be  partici¬ 
pants  in  the  creation  of  new  technology  —  whether 
they  want  to  be  or  not. 

Taligent  promised  to  solve  a  broad  array  of  prob¬ 
lems  with  object-oriented  programming,  compo¬ 
nent  frameworks,  a  distributed  object  infra¬ 
structure  and  an  innovative  new  user  interface 
designed  for  networks.  In  the  end,  however,  Tali¬ 
gent  was  too  sweeping,  too  grand  —  in  every 
respect. 

Taligent’s  technology  included  a 
new  operating  system  platform,  a  devel¬ 
opment  environment  and  a  user  envi¬ 
ronment.  Taligent  hired  hundreds  of 
developers  and  marketers  and  hosted 
high-tech  demonstrations  at  key  ven¬ 
ues.  Unfortunately,  the  company  de¬ 
manded  too  much  of  the  customer. 

Taligent  will  now  be  absorbed  by 
IBM,  where  I  doubt  it  will  have  much  of 
a  future.  Big  Blue  already  has  many 
competing  investments  in  distributed 
computing  and  object-oriented  tech¬ 
nologies.  Furthermore,  IBM  has  never 
seemed  to  know  what  to  do  with  the 
bright  ideas  coming  out  of  Taligent. 

Taligent’s  passing  signals  the  end  of  an  era  in 
which  companies  introduced  sweeping  new  envi¬ 
ronments  designed  to  replace  obviously  inferior 
products.  But  while  Taligent  was  a  leading  propo¬ 
nent  of  this  approach  to  product  development,  it  is 
not  the  only  recent  example.  IBM  managed  OS/2 
according  to  this  model  for  a  long  time.  And  when 
General  Magic,  Inc.  sought  to  design  a  complete 
environment  for  intelligent  distributed  applica¬ 
tions,  it  found  no  existing  technology  worthy  of  the 
challenge  —  everything  had  to  be  new.  In  retro¬ 
spect,  it’s  clear  the  ending  we  have  now  reached  has 
been  coming  for  a  long  time. 

We’ve  nowenteredanewage:  an  era  of  opportu¬ 
nistic  technology.  This  era  features  companies  that 
make  incremental  use  of  new  technology  within 
existing  structures.  They  view  existing  technology 
as  bases  upon  which  to  innovate,  and  they  recog¬ 
nize  user  preferences  to  adopt  new  technologies  in 
stages. 

Netscape  Communications  Corp.  exemplifies 
the  thinking  of  this  new  era.  Netscape’s  products 
are  based  on  protocols  and  services  layered  on  top 
of  the  Internet  by  a  loose-knit  collection  of  develop¬ 
ers.  Netscape  constandy  improves  this  foundadon 
work  and  builds  on  top  of  it.  New  products  appear 
every  six  months  or  less.  Product  strategies  change 
even  more  frequendy. 


Users  are  driving  the  indus¬ 
try  into  the  era  of  opportunis- 
dc  technology.  Radical  change 
of  technology  infrastructure  is 
impractical  and  too  risky. 
Technology  coexistence  is  the 
rule  of  the  day.  However,  the 
new  era  has  its  downside, 
which  we  are  adjust  beginning 
to  understand. 

The  most  troublesome 
aspect  of  opportunistic  tech¬ 
nology  is  dubious  software  quality.  Netscape,  like 
Microsoft  Corp.  before  it,  creates  new  software 
quickly,  tests  it  to  a  point  and  then  lets  customers 
finish  the  testing.  The  economics  of  the  new  era 
demand  this  approach. 

The  current  environment  —  the  range  of  users 
and  technologies  —  is  so  complex  it  defies  compre¬ 
hensive  analysis.  There’s  no  time  for  painstaking 
consideration  of  a  given  product’s  implications  for 
a  range  of  current  customers  and  systems. 

There’s  no  way  to  create  a  bulletproof,  compre¬ 
hensive  environment.  Vendors  discover  the  impli¬ 
cations  of  their  new  technologies  during  beta  tests 
involving  hundreds  of  thousands  of 
sites  and  during  the  first  product 
release  cycle.  Only  in  actual  use  can 
vendors  see  the  real  problems  and  the 
appropriate  responses.  And  so  we  have 
episodes  such  as  Netscape’s  recent 
product  release  that  contained  unan¬ 
ticipated  security  holes. 

It  is  naive  to  condemn  the 
approach  taken  by  Netscape  and  other 
leaders  of  the  opportunistic  era.  These 
vendors  are  responding  to  a  compli¬ 
cated,  unforgiving  environment. 

Users  have  helped  create  this  envi¬ 
ronment  and  bear  responsibility  for  its 
consequences,  as  well.  Smart  users  will  adjust  their 
expectations  and  their  practices  to  cope  with  the 
realities  of  the  new  era. 

First,  start  by  recognizing  that,  increasingly,  IS 
groups,  network  and  system  administrators,  and 
users  will  be  de  facto  members  of  the  quality  assur¬ 
ance  team  for  new  technologies.  Are  you  equipped 
to  play  this  role? 

Second,  recognize  that  the  gap  between  prod¬ 
uct  costs  and  costs  of  ownership  will  continue  to 
widen.  Existing  workers  will  end  up  doing  double 
duty  without  the  skills  and  resources  they  require  to 
fill  vendor  gaps  in  reliability  and  functionality, 
manage  the  integration  of  multiple  products  and 
oversee  the  operations  of  new  technologies. 

Lastly,  recognize  that  new  technology  often 
starts  in  a  low-risk  tactical  mode  but  quickly 
becomes  strategic.  Anticipate  this  fact  of  life  and 
plan  to  deal  with  it.  Otherwise,  chaos  will  reign. 

This  is  the  significance  of  Taligent’s  passing  —  if 
we  choose  to  recognize  it.  The  business  model  for 
the  software  we  buy  and  use  has  changed.  We  can 
either  be  victimized  by  this  change  or  take  positive 
steps  to  seize  the  opportunity  it  presents  to  us. 

Rymer  is  editor  in  chief  of  the  “ Distributed  Computing 
Monitor,  ”  a  monthly  report  published  by  Patricia 
Seybold  Group,  Inc.  of  Boston.  He  can  be  reached  at 
jrymer@psgroup.  com. 


John  R.  Rymer 


It  seems  apparent 
that  network  man¬ 
agers  and  users  in 
the  new  era  will  be 
participants  in  the 
creation  of  new  tech¬ 
nology  — whether 
they  want  to  or  not. 
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Fusion  feedback 

Thanks  for  Fusion.  You  guys  going  on¬ 
line  has  been  fantastic.  I  use  it  to  do 
research  for  my  clients  and  review  articles  I 
may  have  missed  on  a  particular  subject. 

I  also  appreciate  that  you  do  not  use 
many  graphics  on-line.  Access  is  a  lot 
quicker. 

Keep  up  the  good  work. 

Del  Chandler 
Principal 

Chandler  Associates 
Danville,  Calif. 

Your  on-line  version  of  Network  World  is 
fabulous.  The  articles  are  timely  and  infor¬ 
mative,  and  your  design  is  stellar.  The 
hyperlinks  and  story  links  are  a  great  idea. 

Well  done! 

Tom  Shaheen 

Computer  systems  consultant 
University  of  Michigan  Business  School 
Ann  Arbor 

First  not  always  best 

I  agree  completely  with  Scott  Bradner’s 
assessment  of  ATM  (Nov.  27,  page  22).  All 
too  often,  users  spend  too  much  money 
implementing  a  new  technology  for  the 
sake  of  “being  the  first,”  rather  than 
employing  appropriate  technology  to  cost- 
effectively  solve  business  problems. 

Chuck  Clark 

Director,  systems  engineering 
Timeplex  Federal  Systems,  Inc. 

Fairfax,  Va. 

Parents  are  responsible 

Regarding  Mark  Gibbs’  column  on 
whether  there  should  be  control  over  por¬ 
nography  on  the  ’Net  (Nov.  27,  page  41): 

I  believe  censorship  is  needed  for  chil¬ 
dren  who  do  not  have  the  maturity  to  make 
adult  decisions.  This  censorship  should 
take  the  same  form  that  it  did  when  I  was 
young. 

My  parents  raised  me  in  a  loving,  caring 
environment.  They  knew  what  I  was  up  to 
because  they  experienced  90%  of  it  with  me 
and  inquired  about  what  I  did  during  the 
other  10%  of  the  time.  (It  was  not  an  in¬ 
quisition;  they  were  genuinely  interested.) 

It  does  us  no  good  as  parents  to  abdicate 
our  responsibilities  and  blame  the  govern¬ 
ment,  schools  or  the  Internet  because  they 
won’tassume  those  responsibiliues. 

Jack  Swift 
Manager 

Swift  True  Value  Hardware,  Inc. 

Houghton,  Mich. 


_ Opinions _ 

No  shortage  of  talented  Americans 


Equal  access  needed 

David  Buerger’s  recent  column  on 
the  proposed  legislation  to  limit  H-1B 
visas  was  flawed  (Nov.  6,  page  77). 

He  claims  there  is  a  shortage  of  Amer¬ 
icans  with  advanced  technical  degrees, 
which  he  jusdfies  by  saying  that  foreign¬ 
ers  constitute  49%  of  the  Ph.D.s  in  com¬ 
puter  science,  up  from  36%  a  decade 
ago. 

The  problem  is  that  universities  are 
pumping  out  too  many  graduates  with 
advanced  degrees.  Americans  are  seeing 
this  when  they  look  to  the  job  market, 
and  so  they  don’t  enter  graduate  pro¬ 
grams.  The  slack  is  taken  up  by  foreign¬ 
ers  employed  by  universities  as  cheap 
labor. 

There  currently  is  a  glut  of  well-edu¬ 
cated  Americans  who  cannot  find 
decentjobs.  This  is  compounded  by  the 
fact  that  employers  are  rewarded  for  hir¬ 
ing  minorities,  groups  which  most  for¬ 
eigners  fall  into. 

The  current  outlook  for  white  males 
is  particularly  discouraging.  In  fact,  sev¬ 
eral  organizations,  such  as  the  Young 
Scientists’  Network,  have  been  estab¬ 
lished  to  help  those  with  advanced 
degrees  find  jobs,  in  their  own  or  other 
related  fields. 

I  would  agree  that  curtailing  immi¬ 
gration  is  a  poor  way  to  solve  the  prob¬ 
lem,  but  to  claim  that  Americans  are 
undereducated,  and  therefore  missing 
out  on  greatjobs,  is  preposterous. 

Buerger’s  Bangalore  example  only 
shows  that  people  in  other  parts  of  the 
world  can  be  found  for  less  money,  but  it 
ignores  issues  such  as  differences  in  envi¬ 
ronmental  and  child  laborlaws. 

Until  the  playing  field  can  be  leveled, 
tools  like  stricter  immigration  policies 
and  taxes  will  be  used  to  ensure  that 
Americans  get  equal  access  to  job 
opportunities. 

Michael  Uttormark 
Group  information  manager 
University  of  Wisconsin 
Madison 

The  author  replies:  I  did  not  say  there  is  a 
shortage  of  Americans  with  advanced  techni¬ 
cal  degrees;  I  said  companies  that  hire 
advanced  technical  staff  say  there  is  a  short¬ 
age.  These  companies  go  through  administra¬ 
tive  hoops  to  legally  bring  foreigners  onboard. 
They  say  they  would  be  happy  to  avoid  doing 
that  if  an  adequate  supply  of  qualified  can- 


Regulation  nightmare 

How  arrogant  can  we  be  to  decide  that 
we,  the  U.S.,  are  going  to  regulate  the 
Internet?  Sorry,  but  isn’t  the  ’Net  inter¬ 
national? 

As  a  a  national  LAN  administrator  for 
one  of  the  larger  accounting  firms  in  the 
U.S., 

I  can  only  begin  to  imagine  the  night¬ 
mare  involved  in  even  attempting  to  regu- 


didates  existed.  However,  it  does  not. 

I  was  addressing  an  issue  that  affects  rel¬ 
atively  few  jobs.  But  those  few  jobs  are  critical 
for  this  sector.  I  was  not  saying  that  Ameri¬ 
cans  are  undereducated. 

As  far  as  your  comments  about  my  exam¬ 
ple,  borders  are  irrelevant  now  that  we  have 
the  Internet.  It  doesn't  matter  where  you  live. 
What  matters  is  what  you  can  do  and  what 
you  charge  to  do  it.  The  Internet  is  the  great 
leveler,  and  it  is  here  to  stay.  It ’s  a  fact  of  life, 
and  professional  workers  had  better  accept  it. 

The  real  concerns 

David  Buerger’s  column  demon¬ 
strated  his  sensitivity  to  the  U.S.  elec¬ 
tronics  industry  but  failed  to  take  notice 
of  the  real  concerns  and  declining  status 
of  electrical/electronics  engineers. 

There  have  been  documented 
reports  of  numerous  small  to  midsize 
electronics  companies  and  software 
houses  in  the  U.S.  that  exclusively  hire 
Indian  engineers  and  programmers 
because  they  will  work  for  a  fraction  of 
the  pay  and  benefits  that  an  equally  tal¬ 
ented  U.S.  citizen  will  accept. 

To  suggest  that  “some  slots  can  be 
filled  by  only  a  handful  of  people  in  the 
world”  is  true.  There  are  rare  times 
when  only  an  Einstein  will  do.  But  sug¬ 
gesting  that  a  handful  does  not  include  a 
number  of  U.S.  citizens  who  could  fill 
such  positions  if  offered  competitive 
compensation  is  ridiculous.  Buerger  has 
talked  to  industry  giants  who  point  out 
that  only  between  1%  and  5%  of  their 
U.S.  workforce  is  here  on  visa. 

He  fails  to  recognize  that  the  posi¬ 
tions  filled  by  these  people  are  not  low- 
level  slots,  but  the  technical  placements 
coveted  by  American  engineers  and  pro¬ 
grammers  who,  after  1 5  or  so  years  in  the 
industry,  are  not  well  suited  for  entry- 
level  posts. 

Make  no  mistake  about  it:  There  are  a 
sufficient  number  of  talented  U.S.  engi¬ 
neers  and  programmers,  both  gradu¬ 
ated  and  in  the  pipeline,  to  satisfy  the 
current  and  future  needs  of  American 
industry. 

Those  who  say  that  this  is  not  the  case 
have  a  vested  interest  in  promoting  the 
contrary  view. 

Ellery  Potash 

Vice  president,  engineering 
Intra  Computer,  Inc. 

New  York 


late  the  Internet. 

Basically,  the  technology  is  not  there. 
Too  many  sites  are  coming  up  too  fast  to  be 
truly  regulated,  and  even  if  people  try,  they 
will  always  be  at  least  three  steps  behind. 

All  I  have  to  say  to  someone  who  doesn’t 
like  pornography  is,  “Don’t  look  at  it!” 
Most  explicit  areas  on  the  Internet  are  fairly 
well  marked  and  are  easy  to  avoid  if  you 
stumble  upon  them. 

JeffHarvey 
Grand  Rapids,  Mich. 
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Ah,  the  joys  of  networking. 

Keeping  up  with  standards. 

Dealing  with  multiple  protocols 

Connecting  various  OS’s. 

Enforcing  high  security. 

Pity  the  person  who  has  to 
make  it  all  work. 


Can  yOlir  I  "  Connect  everything  to  everything.’’’  You  probably 
network  have  one  of  the  simplest  job  descriptions  in  your 

do  this?  .  |  | 

J  company.  And  at  the  same  time,  you  also  have  one 
of  the  most  impossible  jobs  to  do. 

The  fact  is,  with  the  complex  maze  of  components  and  systems 
you  have  to  deal  with,  it  takes  much  more  than  the  latest  and  hottest 
technology  to  unify  a  network.  It  takes  vision.  And  that’s  something 
you’re  not  very  likely  to  get  from  a  narrowly  focused  manufacturer. 


The  good  news  is,  IBM  has  been  dealing  with  the  ins  and  outs 
of  interconnectivity  since  the  first  networks  were  born.  So  we  can 
help  you  connect  existing  platforms  and  operating  systems  with  just 
about  any  kind  of  hardware  and  software  solution  out  there.  We  can 
also  make  sure  you’re  ready  to  exploit  new  standards  like  ATM,  which 
represents  the  high-bandwidth  future  of  networking. 

We  not  only  understand  the  trend  to  switch-based  networks  — 
were  leading  the  industry  by  integrating  high-speed  switching 


*  In  Canada.  call  1  800  CALLrIBM.  ext.  219. 1  he  IBM  home  page  is  located  at  http:/ /w ww.ibin.com.  IBM  is  a  registered  trademark  and  Nways  and  Solutions  for  a  small  planet  are  trademarks  of  International  Business  Machines  Corporation.  ©  1995  IBM  Corporation.  All  rights  reserved. 


technology  into  our  full  line  of  network  products.  This  Switched 
Virtual  Networking  strategy  is  part  of  our  Nways™  family  of  switching 
products,  as  well  as  our  workgroup  hubs,  concentrators  and  wireless 
LAN  technology.  Its  also  part  of  our  line  of  adapter  cards  that  can 
integrate  computers  of  any  breed  into  your  network. 

No  question,  the  days  of  single  vendor  solutions  are  long  gone. 
But  it  can  certainly  be  helpful  to  have  one  partner  who  brings  a  depth 
ol  experience  and  a  wide  range  of  product  offerings,  to  make  sure 


that  your  diverse  network  continues  to  perform  at  the  highest  level. 

So  give  us  a  call  today  at  1  800  IBM-3333t  ext.  DA  108.  We'll 
show  you  how  we’ve  helped  companies  all  over  the  world  gain  a  true 
competitive  advantage  by  building  a  smarter,  more  efficient  network. 
Or  visit  our  web  site  at  http://www.raleigh.ibm.com/netad.html  to 
find  out  more.  After  all,  you  have  a  iEF 

world  of  technology  to  deal  with.  And  ~~  zEdr  dE  7  ^ ® 

we  can  help  you  bring  it  all  together.  Solutions  for  a  small  planet™ 
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Take  your 
data  network 
to  the  next 
level  with 


Introducing  the 
surefooted  approach 
from  Sprint  Business. 

STEP  is  Sprint’s  unique  technology 
evolution  plan  that  ensures  your  data 
network  will  always  serve  your  business 
needs  today,  and  tomorrow. 

Our  experts  work  closely  with  you  to 
analyze  your  data  networking  needs,  then 
devise  flexible,  forward-thinking  solutions 
to  meet  them.  We  keep  your  company’s  best 
interests  in  mind,  so  you  get  the  plan  that’s  right 
for  you,  not  your  carrier. 

So,  whether  you  need  private  line  service  or  an  evolution  to 
frame  relay  or  ATM,  we  not  only  remove  the  uncertainty,  we  help  you 
evolve  your  network  with  ease.  Without  obstacles  or  termination  fees. 

It’s  all  possible  thanks  to  Sprint’s  history  of  providing  leading-edge  technology 
to  business.  Our  innovations  include  the  first  public  data  network,  the  first  nationwide 
all-digital,  fiber  optic  network  and  the  first  coast-to-coast  SONET  ring  architecture. 

Now  we’re  introducing  STEP.  Make  your  move  to  a  higher  level 
of  data  networking.  Only  from  Sprint  Business. 


Sprint 


Call  for  more  information 


1-800-669*4700 


We  Help  Business 
Do  IS/Iore  Business 


»> 
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Briefs 

■  Boston-based  consultancy  The 
Yankee  Group  is  predicting  an 
Internet  shakeout  with  the 
1,400  Internet  service  providers 
in  operation  today  whittled 
down  to  about  20  by  the  year 
2000.  Smaller  Internet  service 
providers  will  fall  victim  to 
increased  competition  and  fail 
due  to  the  lack  of  capital  or  tech¬ 
nical  expertise.  Yankee  Group 
Director  Howard  Anderson  also 
noted  that  MIS  directors,  under 
pressure  from  corporate  manage¬ 
ment  to  put  up  a  Web  site,  are 
spending  from  $50,000  to 
$125,000 for  their  Web  adven¬ 
tures,  with  few  concrete  benefits 
to  show  for  it. 

■  CompuServe,  Inc.  has 
released  Spry  Safety  Web 
Server  for  Windows  NT  and 
Unix  platforms.  The  package 
supports  Secure  Sockets  Layer 
transactions  and  includes  the 
Architext  Excite  search  engine, 
SoflQuad,  Inc.  ’s  HotMetal  Pro 
HTML  authoring  tool  and  Spry’s 
Internet  Office.  The  software  costs 
$700  until  Jan.  15  and  $1,295 
thereqfler. 

CompuServe:  ( 206 )  957-8000. 

■  Cupertino,  Calif. -based  Net- 
Manage,  Inc.  is  joining  the 
crowd  and  posting  a  free  down¬ 
loadable  license  of  its  new  HTML 
3.0  WebSurfer  browser  in 
both  16-  and  32-bit  formats.  Net¬ 
Scape  Communications  Corp. 
and,  recently,  Microsoft  Corp. 
opted  to  distribute  their  browsers 
free  of  charge  on-line.  NetMan- 
age’s  WebSurfer  is  available  from 
the  company’s  homepage  at 
httpj/www.netmanage.  com. 

NetManage:  (408)  973-7171. 

■  The  electronic  storefront 

WebTrader  2.0 from  SBT  Inter¬ 
net  Systems  of  San  Rafael, 
Calif.,  now  integrates fully  with 

Checkfree  Corp.’s  Electronic 
Payment  Processing  service,  pro¬ 
viding  secure  authentication  of 
credit  card  transactions. 

SBT.  (415)  444-9900;  Check- 
free:  (614)  825-3000. 
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Copyright  Center  begins 
new  chapter  on  the  Web 

Secured  server  records  use  of  copyrighted  materials. 


By  Ellen  Messmer 

New  York 

The  Copyright  Clearance  Cen¬ 
ter,  Inc.,  which  collects  copyright 
fees  on  published  works,  once 
tracked  usage  exclusively 
through  reports  the  firm  re¬ 
ceived  by  mail. 

But  now  there’s  the  Web.  Last 
July,  the  Copyright  Clearance 
Center  put  its  170,000  utles  up 
on  a  World-Wide  Web  server. 
Now,  corporations  and  schools 


can  do  a  field-oriented  database 
search  to  identify  specific  works 
and  report  usage  via  an  HTML 
browser  under  their  organiza¬ 
tion’s  billing  number. 

As  of  last  month,  “  12%  of  our 
business  is  coming  through  this 
medium,”  said  Woody  Johnson, 
Copyright  Clearance  Center  IS 
executive. 

By  letting  their  customers 
report  usage  of  copyrighted 
material,  such  as  by  photocopy¬ 
ing,  to  its  secured  Web  server, 
Copyright  Clearance  Center 
clerks  no  longer  have  to  sort 
through  mail  and  key  in  that 
reporting  data. 

“The  traditional  way  we  did  it 
called  for  organizations  to  get 
our  catalogs  and  report  via  the 
mail,”  Johnson  said.  “We  had  to 
key  in  the  data  from  reports  they 
mailed  to  us.  Now,  they  can 
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search  the  Web  for  our 
titles  and  fees.” 

Reporting  data  is 
being  sent  in  encrypted 
form  to  keep  it  confiden¬ 
tial  over  the  Internet, 
Johnson  noted. 

The  Copyright  Clear¬ 
ance  Center  is  serving 
up  its  published  titles 
via  Dataware  Technol¬ 
ogies,  Inc.’s  NetAnswer, 
a  search-and-retrieval 
database  running  on  top 
of  Netscape  Communi¬ 
cations  Corp.’s  Com¬ 
merce  Server. 

NetAnswer  uses  the 
Dataware  BRS/Search  technol¬ 
ogy  common  to  Dataware’s  CD- 
ROM  search  tools. 

NetAnswer  has  a  filter  that 
allows  Web  publishers  to  down¬ 
load  documents  from  about 
50  formats  into  the  BRS/Search 
database  on  a  real-time  basis, 
according  to  Bill  Phelan,  Data¬ 
ware’s  director  of  Internet 
products. 

NetAnswer  presents  the  Web 
user  with  a  query  interface  writ¬ 
ten  in  HTML  and  passes  the 


Neisroie  JUftAttswer  /CttntftjWaMa 


I  fie  £dlt  ytew  Go  6©oLm»ts  Options  Director/ 


|aHL3lH@3HtJ|a 


'E  □ 


8 (  NetAnswer 


IAAE0  -  OrollWs  Electronic  Encyclopedia 


'  S 

e 


3£! 


0 


•  Icons:  Olmages  and  Text 

•  Hit  to  Hit  Icons:  ♦Same  as  above 

•  Thesaurus:  OOn  ♦Off 

•  Plurals:  OOn  #Off 


♦Images  Only 
O I mages  only 


OText 

ONone 


When  finished:  j  Submit  Query  |  To  de«  -IfSSj 


Dataware 


.  O  G  l  E  * 


http  V/proA  dwiearch.com  SCOO/netahrml/lirihome-hcml 

NetAnswer  passes  queries  to  a  text  retrieval  database. 


same 


user’s  query  to  the  NetAnswer 
text  retrieval  database. 

NetAnswer  can  be  configured 
to  profile  each  user’s  access  to 
certain  documents. 

Similarly,  output  can  be 
defined  so  specific  users  receive 
different  advertising  or  refer¬ 
ence  data  when  they  are 
on-line. 

Dataware  is  also  getting  into 
the  Web  outsourcing  business, 
volunteering  to  manage  custom¬ 
ers’  Web  publishing  ventures 
through  its  NetAnswer  Hosting 
Services.  ■ 


BUSINESS  SPACE 

A  devilish  letter  to 

ear  Bill, 

Oh,  Bill,  Bill,  Bill.  Now  what  have 
you  gone  and  done?  There  was  the 
Internet  market  all  seething  with 
competitiveness,  people  full  of  lust  for  loot, 
and  folks  ready  to  sell  their  souls  left,  right 
and  center.  Then  you  had  to  go  and  throw  a 
spanner  in  the  virtual  works. 

I  thought  we  had  a  deal,  Bill.  And  your 
payoff  was  that  you  would  get  to  own  the  PC 
market. 

I  thought  it  was  going 
to  be  such  a  great  way  to 
stimulate  covetousness, 
gluttony  and  the  rest  of 
the  Big  Seven  that  I  would 
get  a  huge  payoff  in  sin¬ 
ners.  (Actually,  I  never 
expected  to  see  “coveting 
thy  neighbor’s  ox’  ’  as  one 
of  the  big  sins  of  the  PC 
revolution,  but  the  block¬ 
buster  release  of  that  SimOx  game  proves 
that  it  is.  Well,  there  you  go,  you  guys  up  there 
are  asurprise  a  minute.) 

My  problem  with  your  Internet  an¬ 
nouncements  on  Dec.  7  is  that  it  appears 
you’re  aiming  for  even  more  market  domi¬ 
nance!  At  the  rate  you’re  going,  you’ll  have  a 
slice  ofjust  about  every  aspect  of  business. 

Let’s  look  at  your  Internet  announce- 


Bill  Gates 

ments.  First,  your  timing:  You’ve  waited  to 
see  how  the  early  players’  markets  developed 
and  then  focused  on  exactly  what  would  let 
you  take  the  markets  over.  Fiendish. 

And  what’s  with  this  “we’re  supporting 
Java  and  Visual  Basic  Script  and  Oracle’s 
OCXs”  stuff?  Jeez,  Bill,  is  nothing  sacred? 

Actually,  I’ve  got  to  say  that  throwing  VB 
into  the  equation  is  pretty  creative.  After  all, 
the  idea  of  making  it  possible  to  use  such  a 
well-understood  programming  system  as  a 
component  of  Web  pre¬ 
sen  tations  is  — well ,  what 
can  I  say  —  devilishly 
clever. 

But  the  deal  where 
CompuServe  uses  your 
browser  is  positively  evil. 
You  wind  up  defusing 
Netscape’s  hegemony  by 
sheer  marketing  muscle. 
You  sure  have  nailed  Net¬ 
scape.  There  they  were  sitting  fat  and  happy, 
with  their  shares  at  a  ridiculous  level,  and 
your  announcement  goes  and  knocks  50 
points  off  the  price! 

If  you’d  just  left  that  one  alone,  the 
amounts  of  money  involved  might  have  led 
to  some  very  creative  sinning. 

But  there’s  the  question  of  all  of  the  com¬ 
panies  that  are  supporting  the  Microsoft 


strategy.  How  did  you  get  them  to  come  in 
with  you?  I  got  all  of  their  souls  a  long  time 
ago,  so  what  the  heaven  did  you  offer  them? 

So  Bill,  correct  me  if  I’m  wrong,  butyou’re 
trying  to  take  over!  I  am  now  convinced  that 
you  are  aiming  to  own  the  souls  of  everyone 
on  earth  (or  at  least  a  portion  of  each  one 
that  uses  a  PC,  which  is  a  pretty  damned  sig¬ 
nificant  number) . 

Bill,  I’m  pretty  certain  that  this  violates  the 
contract  we  had.  You  said  you  only  wanted 
the  PC  business,  and  because  of  our  deal, 
you’d  give  me  access  to  your  mailing  lists  and 
explain  how  you  manage  to  make  people 
think  that  they  should  pay  so  much  for  soft¬ 
ware  that  bombs  so  frequently. 

The  problem  is  that  while  you  gave  me  the 
lists,  you  kept  making  excuses  about  having 
meetings  with  your  accountant  and  never 
explained  the  trick  of  that  software  thing. 
Worse  still,  it  now  looks  like  you’re  moving  in 
on  my  business! 

So  Bill,  my  lawyers  will  be  calling  yours, 
and,  if  necessary,  I’ll  take  this  all  the  way  to 
our  Supreme  Court  —  that  is,  if  He’s  not  too 
busy  —  his  schedule  is  hell  (in  a  manner  of 
speaking)  these  days. 

I  wantourwhole  deal  nullified,  and  I  want 
my  soul  back.  You  can  keep  the  PC  business. 

Yours  admiringly, 

D.  Evil 

Gibbs  will  probably  rot  in  hell.  What  do  you 
think  of  the  MS  announcements'?  Let  him  know  at 
rngibbs@gibbs.com  or  call  (800)  622-1108.  Ext. 
504. 


Mark  Gibbs 
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lug  into  the 
Information 
Superhighway 
at  ComNet  ’96. 

You're  Invited  To  The  Greatest  ComNet  Ever! 
January  29-February  1,  Washington,  D.C. 

This  year's  ComNet  '96  Conference  and  Exposition,  with  its  all-star  Information 
Superhighway  coverage,  is  the  must-attend  event  of  the  year.  You'll  connect 
with  the  movers  and  shakers  driving  Information  Superhighway  products  and 
technologies. 

You'll  find  stimulating  courses,  scintillating  speakers,  and  all  of  the  essential 
information  you  need  to  profit  from  the  enormous  potential  of  the  Information 
Superhighway.  Learn  the  latest  on  Electronic  Commerce,  Multimedia,  the 
Internet,  ISDN,  Network  Security,  Convergence,  Remote  Learning  Technology 
and  ATM.  Also  learn  how  the  public  sector  is  using  the  Internet  to  enhance 
commerce.  And  that  only  begins  to  cover  the  wealth  of  l-way  technologies 
that  you  can  hear  about  —  and  test  —  in  more  classes  and  hands-on  demos 
than  ever  before. 

Listen  to  Nicholas  Negroponte  of  MIT's  Media  Lab.  Netscape  CEO  James 
Barksdale.  Prodigy  CEO  Ed  Bennett.  And  many  more  of  the  industry's  finest 
minds  in  keynote  addresses  and  dozens  of  seminars  in  every  facet  of  the  next 
wave  of  networking  and  communications. 

And,  ComNet's  380,000  square  foot  exhibit  hall  is  sold  out!  Every  available 
square  inch  is  packed  with  the  latest  communications  and  networking  technology. 

But  don't  wait  to  make  your  move!  Call  for  a  ComNet  '96  conference 
information  and  registration  package.  Join  over  40,000  of  your  colleagues, 
and  hundreds  of  leading-edge  vendors,  at  the  show  you'll  be  talking  about 
for  months. 

Call  today  for  a  FREE  brochure!  800-545-EXPO 

See  us  on  the  WWW  at:  http://www.mha.com/comnet/ 
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January  29  to  February  1, 1996 

Washington,  D.C.  Convention  Center  •  Renaissance  Washington,  D.C.  Hotel 

I  want  more  information  on  ComNet  '96 

I  am  interested  in:  □  Attending  □  Exhibiting 


Name 


.Title. 


Company 

Address 


City/State/Zip  _ 
Phone _ 


Fax 


email 


Mail  to:  MHA  Event  Management,  1400  Providence  Highway,  Norwood,  MA  02062 
Or  Fax  to:  617-440-0357  nw 
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NETWORK  DESK 


Network  World  tracks  down 
answers  to  your  questions.  Please 
submit  them  to  Dana  Thorat  via 
phone  at  ( 800)  622-1 1 08,  via  the 
Internet  at  djt@world.std.com  or  via 
fax  at  (508)  820-1103. 

Why  does  DOS  6.2  and  Novell,  Inc. 
NetWare  3.12,  which  are  installed  on 
our  Compaq  Computer  Corp.  Desk- 
pro  590  PCI,  only  see  16M  bytes  of 
physical  memory  in  the  server  when 
it  really  has  48M  bytes? 

Via  the  Internet. 

You  may  have  a  minor  problem  with 
the  system  BIOS  or  the  motherboard, 
says  Ron  Nutter,  a  Master  Certified 
Novell  Engineer  in  Lexington,  Ky. 

First,  purchase  a  RomPAQ — 
Compaq’s  term  for  a  fl  ash  memory 
update — for  the  B IOS  chip  on  the 
server’s  motherboard.  RomPAQ 
allows  you  to  update  the  BIOS  con¬ 
tained  in  the  flash  memory  chip. 

If  the  RomPAQ  doesn’t  resolve  the 
problem,  then  you  will  also  have  to 
manually  register  the  memory  for 
NetWare  to  see  it.  To  do  this,  add  the 
line  SETAUTO  REGISTER  MEMORY 
ABOVE  16  MEGABYTES  =  OFF  in  the 
startup.ncffile  on  the  server  and 
comment  out  the  lines  for  loading 
hard-disk  controller  drivers. 

Next,  place  a  copy  of  the  servers’ 
autoexec.ncf  file  onto  the  DOS  boot 
partition  in  the  directory  where 
server.exe  resides.  Insert  the  com¬ 
mand,  REGISTER  MEMORY  1000000 
2000000  in  the  autoexec.ncf  file  fol¬ 
lowing  the  section  thatsets  the  IPX 
internal  network  number.  After  this 
line,  enter  the  statement  that  will 
load  the  hard-disk  controller  driver. 
Next,  insert  the  line  MOUNT  ALL. 

Rebootthe  server  and  all  should 
be  well.  In  addition,  you  should 
rename  the  autoexec.ncf  file  found 
in  SYS:SYSTEM  to  avoid  confusion 
when  troubleshooting  problems  that 
can  be  resolved  by  making  changes  to 
this  file. 

More  NetWare  partitioning  advice 

Nutter  has  come  up  with  another  way 
to  increase  the  size  of  an  existing 
NetWare  4. 1  partition,  which  was  the 
subjectofaquestionintheNov.  20 
Network  Help  Desk. 

Add  another  drive  on  the  server 
and  create  a  NetWare  partition  on 
that  drive.  Then  span  the  volume 
that  needs  enlarging  to  the  NetWare 
partition  on  the  new  drive. 


Technology  Update _ 

Keeping  Up  with  Network  Technologies  and  Standards 

Fibre  Channel  can  satiate  bandwidth  hogs 


By  Doug  Anderson 

Most  enterprises  have  applica¬ 
tions  such  as  client/server  com¬ 
puting  and  digital  imaging  that 
take  every  ounce  of  network 
capacity  and  then  clamor  for 
more. 

Many  network  managers  sat¬ 
isfy  these  bandwidth-hungry 
hogs  by  moving  them  to  their 
own  backbone  network.  But 
unless  the  backbone  uses  a  true, 
high-performance  technology, 
this  strategy  may  not  accomplish 
much. 

One  way  to  feed  these  applica- 
dons  is  via  Fibre  Channel,  an 
ANSI  standard  that  delivers  a 
lot  of  scalable  bandwidth  and 
readily  fits  into  an  enterprise  net¬ 
work. 

The  Fibre  Channel  standard 
is  supported  by  the  Fibre  Chan¬ 
nel  Association,  a  group  of  more 
than  80  organizations,  including 
industry  heavyweights  Hewlett- 
Packard  Co.,  IBM  and  Sun 
Microsystems,  Inc.  Fibre  Chan¬ 
nel  products,  primarily  adapters, 
hubs  and  switches,  are  available 
from  a  variety  of  vendors. 

Available  products  support 
speeds  from  266M  bit/sec  to 
1.062G  bit/sec  full-duplex. 
Future  wares  will  handle  trans¬ 
missions  at  2G  and  4G  bit/sec, 
per  ANSI  specifications.  What’s 
more,  Fibre  Channel  can  be  used 
with  either  fiber  or  coaxial  cable. 

The  Fibre  Channel  standard 
provides  for  variable-length 
frames  that  support  relatively 
large  payloads  with  minimal 
overhead.  They  can  be  as  much 
as  2,112  bytes  with  only  36  bytes 
of  overhead,  which  translates  to 
less  than  3%  on  an  optimal 
frame.  This  architecture  pro¬ 
vides  end-to-end,  sustainable 
throughput  of  25M  and  100M 
bytes/sec  for  266M  and  1.062G 
bit/sec  products,  respectively. 

Is  it  a  channel  or  a  network? 

Some  call  the  Fibre  Channel 
interface  a  channel-network 
hybrid.  It  combines  desirable 
network  features,  such  as  con¬ 
nectivity,  distance  and  protocol 
multiplexing,  with  channel  fea¬ 
tures,  such  as  simplicity,  perfor¬ 
mance  and  guaranteed  delivery. 

Fibre  Channel  can  provide 
bandwidth  for  either  shared- 
media  or  switched  topologies. 
An  “arbitrated  loop”  connects  a 


series  of  stations  in  a  ring  topol¬ 
ogy,  allowing  all  stations  to  com¬ 
pete  for  a  fixed  supply  of 
bandwidth.  A  “fabric,”  on  the 
other  hand,  delivers  scalable 
bandwidth  by  using  crosspoint 
switch  technology  to  provide 
each  connection  with  the  full 
rated  capacity  of  the  circuit. 

By  adding  stations  to  a  Fibre 
Channel  switch,  you  can  increase 
the  aggregate  capacity  of  the  net¬ 
work  rather  than  intensifying  the 


competition  for  a  fixed  supply  of 
bandwidth.  This  gives  you  the 
ability  to  turn  small  networks 
with  relatively  limited  capacity 
into  larger  networks  with  sub¬ 
stantially  more  bandwidth  — 
potentially  terabits  per  second 
—  without  sacrificing  the  origi¬ 
nal  investment. 

Interoperability  comes  from  a 
layered  structure  designed  to 
accommodate  just  about  any 
communications  technology, 
whether  it  be  voice,  video  or  data 
applications.  Fibre  Channel  pro¬ 
vides  a  way  to  map  from  the  high¬ 
est  layers  of  the  standard  to  the 
lower  layers.  This  means  it  can 
support  network  protocols  such 
as  Asynchronous  Transfer  Mode, 
Internet  Protocol  and  Novell, 
Inc.’s  IPX,  and  channel  proto¬ 
cols  such  as  SCSI. 

The  standard  also  addresses 
difficult  networking  issues,  such 
as  how  to  control  congestion.  It 
provides  for  a  credit-based  flow 
control  mechanism  and  ac¬ 
knowledgment  protocol  to  guar¬ 
antee  all  data  sent  by  the  origina¬ 
tor  is  received  by  the  responder. 


It  does  not  rely  on  higher  layer 
protocols  to  detect  and  correct 
transmission  errors. 

Applying  Fibre  Channel 

Even  though  gigabit-per-sec- 
ond  bandwidth  is  typically  not 
required  throughout  an  enter¬ 
prise  network,  many  organiza¬ 
tions  can  find  places  where  Fibre 
Channel’s  capacity  can  be  used 
to  support  intense,  delay-sensi¬ 
tive  traffic.  Using  Fibre  Channel 


as  a  spot  technology  can  help 
enhance  LAN  performance 
while  preserving  the  investment 
in  existing  technologies. 

Backbone  networks  that  con¬ 
nect  file  servers  are  an  excellent 
example.  Today’s  standard-issue 
file  servers  are  capable  of  many 
times  the  1/ O  of  their  predeces¬ 
sors,  and  enterprise  networks 
support  a  greater  number  of 
these  powerful  servers.  Even  the 
strategy  of  putting  these  servers 
on  their  own  LAN  segments  will 
pay  only  limited  dividends  if 
those  segments  don’t  have  the 
capacity  to  keep  up  with  the  huge 
increase  in  traffic  flow  between 
servers. 

Fibre  Channel  fits  well  into 
this  environment  by  providing 
gigabit-per-second  bandwidth 
and  support  for  common  server 
platforms,  including  Microsoft 
Corp.’s  Windows  NT,  Novell’s 
NetWare,  and  Unix.  Routers 
with  Fibre  Channel  interfaces 
can  be  used  to  connect  the  back¬ 
bone  and  LANs,  letting  you  pre¬ 
serve  the  investment  in  your 
existing  network  while  improv¬ 


ing  its  performance. 

Increased  use  of  images  on 
enterprise  networks  also  is  driv¬ 
ing  the  need  for  bandwidth. 
Videoconferencing,  for  exam¬ 
ple,  can  be  frustrating  on  band¬ 
width-limited  networks. 

National  Television  Standard 
Code  quality  in  a  640  by  480  pixel 
window  requires  30  frames/sec 
and  a  minimum  of  16  bits  of 
color  —  or  more  than  147M 
bits/sec  of  end-to-end  through¬ 


put.  Fibre  Channel  sustains  this 
kind  of  throughput  while  sup¬ 
porting  isochronous  video,  voice 
and  data  concurrently  over  a  sin¬ 
gle  network. 

Image  data  also  is  being  used 
in  many  other  applications. 
Industries  such  as  medicine, 
entertainment  and  financial 
services  store  an  increasing 
amount  of  image  data  to  allow 
more  effective  retrieval  and 
manipulation. 

In  these  cases,  the  problem  is 
not  maintaining  a  frame  rate, 
but  simply  moving  the  data  at  a 
rate  that  provides  a  reasonable 
response  time. 

In  short,  Fibre  Channel  pro¬ 
vides  the  unparalleled  band¬ 
width  needed  to  address  the 
intense  requirements  of  today 
and  the  future. 

Anderson  is  a  product  manager 
at  An  cor  Communications,  Inc.,  a 
manufacturer  of  Fibre  Channel 
switches  and  adapters  in  Min¬ 
netonka,  Minn.  He  can  be  reached 
at  (612)  932-4069  or  via  the 
Internet  at  douga@ancor.com. 


HOW  IT  WORKS 

Fibre  Channel  flow 


The  Fibre  Channel  adapter  wraps  outgoing  data, 
such  as  Internet  Protocol  packets,  in  a  frame  that 
provides  the  address  for  the  switch  port  connected 
to  the  intended  destination. 


Disk 

drive 


ANSI’s  Fibre  Channel 
standard  handles 
transmission  of  various 
protocols  over  fiber  or 
coaxial  links  operating  at 
speeds  from  266M  to  4G 
bit/sec  full-duplex  for  each 
available  network  path. 


2 


The  switch  reads  the  Fibre  Channel  header  and  provides 
either  a  circuit-switched  connection,  a  frame-switched 
connection  ora  combination  of  the  two. 


The  Fibre  Channel  adapter  strips 
off  the  Fibre  Channel  frame,  passes 
the  packet  to  the  application  and 
returns  an  acknowledgment  based 
on  buffer  definitions  and  the  class 
of  service. 
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SITES 


The  good,  the  bad  and  the  .complete 

JraSilfO  ^ 


o  say  that  the  World-Wide  Web  is 
a  growth  industry  is  an  under¬ 
statement. 

At  last  reckoning,  there  were  at 
least  30,000  Web  servers  on  the  Inter¬ 
net,  and  the  expansion  of  new  sites  is 
so  rapid  that  no  one  has  a  good  grasp 
of  the  Web’s  real  growth  rate.  But 
while  the  Web’s  popularity  and 
growth  are  impressive,  the  business 
effectiveness  of  most  sites  ranges  from 
poor  to  wretched. 

What  is  it  that  makes  the  few  good 
business  sites  so  good,  the  bad  so 
awful  and  the  restjust  so  boring?  The  answer  lies  in  the 
mix  of  strategic  focus,  organization  of  information 
and  quality  of  design. 

With  the  right  mix,  a  company  can  establish  a 
defensible  stronghold  in  new  marketing  territory.  But 
poor  design  and  the  wrong  approach  will  throttle  the 
vitality  of  your  company’s  electronic  commerce 
efforts  and  defeatyour  marketing  efforts. 


This  Harley-Davidson  dealer  has  nailed 
the  art  of  using  a  logo  on  a  transparent 
background. 


LOYALTY.  Harley  owners  are  loyal.  To  the  core 


We  created  this  stop  on  the  information  highway  to  provide  a  forum  for  loyal  Hadey  Davidson  enthusiasts  to  participate  in  a  dialogue  with  us 
on  what  it  me  ans  to  b  e  p  art  of  the  H  arley  family.  Whether  you  are  a  H  arley  rider,  future  H  arley  owner,  or  just  want  to  exp  enenc  e  the  H  alley 
lifestyle  and  culture,  we  hope  you  enjoy  your  visit  to  our  shop  here  on  the  Web. 


Effectiveness  at  the  heart 

While  informadon  superhighway  hype  abounds 
these  days,  the  reality  is  that  the  Internet  is  still  mosdy 
a  testing  ground  for  electronic  marketing  and,  partic¬ 
ularly,  sales.  Most  companies  are  establishing  Web 
presences  to  “stick  a  toe  in  the  water’’  —  to  see  what’s 
there  and  begin  positioning  themselves  forwhat  many 
see  as  the  inevitable  commercial  and  consumer  rush 
to  the  Internet. 


Before  you  leave  our  site,  pleas*  take  a  moment  to  sign  in  our  travel  log,  say  hello,  give  us  some  feedback,  and  sign  up  for  our  mailing  list.1 


nr 
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Web  server  software. 

But  atop  the  infrastructure 
are  the  actual  documents  that  define  the 
content  of  the  site,  and  it’s  there  that  the 
problems  of  creadng  a  successful  busi¬ 
ness  site  lie. 

A  business  site  should  be  designed  to 
draw  people  in:  get  them  to  see  whatyou 
have  to  say  or  sell,  make  a  positive  deci¬ 
sion  based  on  the  material  —  such  as 
choosing  to  buy  from  you  —  and  get 
them  to  come  back. 


It’s  not  surprising,  then,  that  the  art  and  science  of 
building  an  effective  Web  site  are  new;  Web  construc¬ 
tion  is  a  young  discipline  that  has  years  of  evolution 
ahead. 

The  basic  infrastructure  of  a  Web  site  isn’t  hard  to 
acquire  and  install.  All  you  really  need  is  a  permanent 
connection  to  the  Internet  and  a  computer  running 


If  you  fail  in  any  of  these  objectives,  your  Web  site  is 
not  living  up  to  its  potential  as  a  business  tool. 


The  ins  and  outs  of  constructing  a  Web  page 


If  you’re  thinking  of  constructing  a  Web  site  or  you  want  to  improve  the  site  you’ve  already  built,  there  are 
some  simple  rules  to  follow. 

First,  decide  why  you  are  going  to  the  Web.  If  you're  setting  up  for  sales,  make  marketing  and  selling 
your  design  focus.  Don’t  overwhelm  the  customer  with  reams  of  dry  company  backgrounders.  If  you 
are  going  to  educate  visitors,  then  offer  something  interesting  and  new.  Don’ t  lose  sight  ofyour  strategic 
objectives. 

Second,  make  certain  that  your  content  works.  Ensure  that  images  and  text  are  of  suitable  size  and  read 
well,  that  ISMAPs  are  obvious  in  their  functionality  and  that  the  text  is  suitable  and  spell-checked. 

Third,  promote  your  Web  site.  You  need  to  go  to  all  the  Web  indexing  systems,  such  as  Yahoo  and  Lycos, 
and  register.  You  should  place  announcements  in  all  relevant  newsgroups  and  include  your  Web  site  loca¬ 
tion  in  your  traditional  and  on-line  marketing  collateral. 

Finally,  make  sure  your  site  has  sizzle  and  value.  Keep  to  an  update  schedule  and  ensure  whatyou  do  is  rel¬ 
evant  to  your  marketplace.  The  Web  is  already  a  competitive  environment  and  will  only  become  more  so. 
liy  Mark  Gibbs 


To  Netscape  or  not 

Web  documents  are  written  in  HTML,  a  simple  sys¬ 
tem  with  a  formatting  method,  called  tags,  to  identify 
the  structure  and  contents  of  a  document. 

It’s  this  simplicity  that  gives  HTML  its  power  and 
limitations.  The  power  of  HTML  is  that  it’s  easy  to 
learn,  making  it  relatively  easy  to  create  and  edit 
documents.  The  limitations  lie  in  the  narrow  range  of 
things  that  can  be  done  with  document  contents 
under  the  most  common  version  of  HTML. 

HTML  Version  2  is  the  level  implemented  by  most 
browsers  —  the  software  Web  surfers  use  to  view  your 
documents.  Version  2  is  focused  on  the  intent  of  docu¬ 
ment  components  rather  than  how  they’re  displayed 
or  rendered. 

Version  2,  for  example,  determines  that  a  certain 
piece  of  text  is  intended  to  be  displayed  in  an  address 
style.  Exactly  what  that  means  is  left  to  the  configura¬ 
tion  of  the  browser  (most  browsers  show  addresses  in 
italics) .  But  if  you  want  to  take  a  different  route  —  dis¬ 
playing  the  address  in  12-point  red  Helvetica  type 
with  a  marbled  background,  for  instance — you’re  out 


of  luck. 


36  •  Network  World*  December  18, 1995 


This  advertising 
agency  uses  ISMAPS 
well,  making  it  clear 
whereyou  need  to 
click  to  get  what  you  want. 


By  Mark  Gibbs 


aste  of  band 


The  Netscape  browser  from  Netscape  Communi¬ 
cations  Corp.  offers  some  escape  from  these  con¬ 
straints.  It  supports  not  only  components  of  Version  3 
(the  next  proposed  HTML  release),  such  as  the  ability 
to  display  tables,  define  backgrounds  and  control 
fonts,  but  it  also  provides  exotic  features,  such  as 
dynamic  updating  of  data  on  servers  and  clients  as 
well  as  embedded  objects  in  documents. 

Netscape  browsers  are  the  dominant  force  in  the 
market  today.  Web  site  operators  report  that  as  many 
as  80%  of  document  retrievals  are  from  Netscape  cli¬ 
ents  and  many  sites  have  been  designed  specifically 
for  them. 

Here’s  the  rub:  When  another  browser  is  used  to 
access  such  a  site,  content  based  on  Netscape-specific 
support  effectively  will  be  unreadable.  Companies 
designing  Web  pages  have  to  decide  whether  to  sup¬ 
port  Netscape  browsers  specifically  or  aim  for  the 
broader,  but  not  much  larger,  market. 

If  you  don’t  use  the  Netscape-specific  markup,  you 
can  address  the  widest  possible  market.  But  your  abil¬ 
ity  to  control  the  message  you 


Don’t  hold  your 
breath  while 
downloading  large 
graphics  or  images  like 
this  one. 


ID  The  Department  ol  the  Treasury  -  Microsoft  Internet  Explorer 
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send  to  your  audience  will  be  severely 
limited.  You  won’t  have  tables,  font  and 
type-size  control,  or  other  key  tools  that 
allow  you  to  show  exactly  what  you  want 
and  how  you  want  it  —  a  central  prob¬ 
lem  in  creating  an  effective  marketing 
vehicle. 

If  you  should  choose  to  go  Netscape- 
specific,  you  won’t  be  alone.  Some  of  the  most  sophis¬ 
ticated  sites  on  the  Internet  are  doing  so.  Check  out 
the  Independent  Underground  Music  Archives  and 
HotWired  sites  for  superb  use  of  Netscape  features  to 
build  effective  content.  (See  page  38  for  a  list  of  URLs 
belonging  to  sites  mentioned  in  this  story. ) 

See  no  evil 

One  crucial  component  of  Web  documents  is  in¬ 
line  graphics.  These  make  documents  more  compel¬ 
ling  than  plain  text  but  at  the  cost  of  more  download 
time  for  the  end  user. 

In-line  images  can  be  either  GIF  or  JPEG  format 
files,  and  there  are  trade-offs 
depending  on  which  you 
choose.  GIFs  tend  to  have 
larger  file  sizes  and  a  maxi¬ 
mum  of  256  colors,  while 
JPEG  files  have  much  bet¬ 
ter  compression  and  can 
specify  up  to  64,500  colors. 
While  JPEGs  would  seem  to 
be  the  better  choice,  only  GIFs 
support  transparent  backgrounds. 
This  allows  the  background  to  show 
through  the  image  where  a  chosen 
color  has  been  defined  as  transparent, 
making  images  look  like  they  are  part  of 
the  page  rather  then  just  stuck  on  it. 
(See  the  Harley-Davidson  of  Stamford, 
Conn.,  site  for  a  very  aggressive  and 
effective  use  of  a  logo  with  a  transparent 
background.) 

Does  your  company  have  rigid  stan¬ 
dards  on  how  corporate  logos  should  be 
laid  out  and  what  colors  should  be  used? 
Get  ready  for  a  battle. 

Color  rendition  is  hardly  perfect,  but 
problems  there  can  be  sidestepped  by 
encoding  colors  so  they  are  displayed 
nearly  correctly. 

A  bigger  problem  may  be  resolution. 
Most  corporate  style  guides  are  de¬ 


signed  with  print  media  in  mind,  calling  for  resolu¬ 
tions  of  600  dots  per  inch  (DPI)  or  better.  But  a  logo 
with  lots  of  fine  lines  that  looks  great  in  the  trade  press 
can  look  like  a  smudge  or  late-night  TV  static  on-line, 
considering  that  the  resolution  of  a  computer  screen 
is  around  76  DPI. 

Getting  color  and  resolution  right  requires  that 
designers  understand  the  limitations  of  on-line  ren¬ 
dering  and  design  accordingly. 

Size  is  everything 

There  are  many  sites  on  the  Internet  where  it’s 
clear  that  designers  haven’t  considered  the  implica¬ 
tions  of  downloading  huge  in-line  graphics  or  where 
they  just  don't  care.  Among  these  are  Metaverse  (the 
site  of  former  MTV  veejay  Adam  Gurry’s  On  Ramp, 
Inc.)  and  a  number  of  government  sites,  such  as  the 
one  run  by  the  Department  of  the  Treasury. 

Some  others,  such  as  Megadeth  Arizona  (a  site  for 
fans  of  the  rock  group  Megadeth)  and  Silicon  Graph¬ 
ics,  Inc.’s  site,  ignore  the  implications  of  huge  graph¬ 
ics  because  the  graphics  are  central  to  organizational 
image  —  they  are  strategic  marke  ti ng  tools. 

But  even  where  graphics  are  sized  correctly,  there 
may  still  be  problems.  It’s  common  for  graphics  to 
look  muddy  or  for  colors  to  appear  wrong.  Most  of 
these  problems  can  be  cured  by  judicious  editing  of 
the  image  color  palette  and  red/green/blue  balance. 

Maps  that  mustn’t  miss 

But  perhaps  the  greatest  sin  in  use  of  in-line  graph¬ 
ics  is  the  misuse  of  maps  with  hot  spots  —  dubbed 
ISMAPs.  When  in-line  images  are  included  with  the 
ISMAP  attribute,  they  become  coordinate-mapped. 
Clicking  on  your  mouse  button  when  the  mouse 
pointer  is  inside  the  boundary  of  the  image  will  result 
in  the  server  being  sent  the  x  and  y  coordinates  of  the 
click. 

The  server  will  return  a  different  document 
depending  on  which  hot  area  was  clicked  within  the 
image  boundary. 

But  when  the  hot  areas  of  the  image  aren’t  obvious, 

Continued  on  page  38 
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the  sites  mentioned  in  this  story 
primers  on  building  your  own  site, 
connect  to  http://www.nwfusion.com. 
Select  NetRef,  Technology  Resources 
then  Internet/Web. 


Continued  from  page  37 
the  user  isn’t  aware  of  the  relationship 
between  the  image  and  the  functions  it 
offers.  For  example,  if  unbordered  text 
within  an  image  is  used  as  a  link,  it  isn’t  at 
all  clear  to  a  user  where  a  mouse  click  will 
be  effective.  The  image  takes  you  to  places 
you  don’texpect  to  go  or  doesn’t  respond 
when  you  expect,  muddling  the  message. 

Examples  of  excellent  ISMAP  image 
usage  to  enhance  the  accessibility  of  a 


Web  site  can  be  found  on  Apple  Com¬ 
puter,  Inc.’s  site  and  at  the  home  page  of 
the  advertising  agency  Poppe  Tyson,  Inc. 

Speak  no  evil 

Beyond  these  design  basics,  the  actual 
contentand  layout  of  documents  in  a  Web 
site  is  central  to  its  business  value.  Sites 
where  text  is  poorly  edited,  misspelled  or 
simply  uninteresting  are  rife,  as  are  sites 
where  the  content  is  out-of-date  or  simply 


not  updated  often  enough. 

You  have  to  be  committed  to  updating 
informadon  as  it  ages.  For  example,  the 
Virtual  Vegas  site,  until  recently,  was 
months  out-of-date,  making  it  appear  as  if 
the  organization’s  marketing  plan  had 
been  abandoned.  That’s  an  extreme 
example,  and  the  group  has  gotten  back 
on  track,  but  there  are  many  other  sites 
where  you’ll  find  news  items  and  data  that 
is  well  past  its  “show-by”  date. 

It  should  be  part  of  your  marketing 
plan  to  put  all  press  releases  and  new 
product  data  on  your  Web  site  and  regu¬ 
larly  remove  old  data  or  shift  it  to  an 
archive  section. 

Godiva,  the  famous  chocolatier, 
doesn’t  stick  with  just  one  approach,  and 
it  keeps  the  site  current.  The  company  has 
special  offers  and  page  designs  for  each 
holiday.  For  example,  at  Easter,  the  site 
offered  a  number  of  promotions  and  took 
on  a  holiday  motif  that  included  egg  sym¬ 
bols  for  bullet  lists. 

Most  importantly,  Godiva  allows  you  to 
purchase  on-line.  The  company  makes  it 
easy  to  buy  its  products  and  directs  you 
according  to  holidays  and  events.  Godiva 
has  started  to  carve  out  marketing  terri¬ 
tory  that  rivals  will  find  hard  to  invade. 

Compounding  problems 

Other  problems  occur  where  a  compa¬ 
ny’s  Web  pages  have  graphics  that  are 
pointless  or  distracting,  where  the  layout 
of  pages  is  unappealing  or  confusing,  and 
navigation  around  the  site  is  awkward. 
These  shortcomings  give  customers  rea¬ 
sons  to  leave,  which  is  not  exacdy  why  you 
went  to  all  the  trouble  of  putting  up  a  site. 

A  more  subde  content  fault  is  the 
direct  result  of  misguided  thinking  about 
the  purpose  of  a  corporate  Web  site.  Some 
pundits  have  been  promoting  the  idea 
that  Web  sites,  specifically,  and  Internet 
sites,  in  general,  should  be  information- 
heavy. 

See  Web  sites,  page  41 
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THESE  TWO  SOFTWARE  METERING  APPLICATIONS  HELP  KEEP 
SMALLER  NETWARE  NETWORKS  IN  COMPLIANCE. 


By  Kristin  Marks 


ast  week,  we  looked  at  state-of-the-art  soft¬ 
ware  licensing  and  metering  applications 
suitable  for  virtually  any  need.  This  week, 
we’re  getting  more  specific,  taking  a 
look  at  two  products  —  Funk 
Software,  Inc.’s  AppMeter  and 
Horizons  Technology,  Inc.’s 
LAN record  —  geared  for 
single-server  NetWare  envi¬ 
ronments  with  server-based 
applications. 

These  products  lack  certain 
features  compared  to  the  higher  end  pack¬ 
ages,  including  the  ability  to  meter  Dynamic 
Link  Libraries  (DLL),  and  they  use  older 
stub  file  technology  to  implement  metering. 

But  they’re  offered  at  a  somewhat  lower  price 
to  compensate  for  their  shortcomings. 

If  your  primary  goal  in  implementing 
metering  is  to  provide  some  controls  for 
application  usage  and  compliance  with  con¬ 
current  licensing  agreements,  then,  of  the 
two  products,  pick  AppMeter.  If  your  goal  is 
to  monitor  application  usage  and  to  distribute  costs  back 
to  users’  departments,  look  at  LANrecord.  However, 
beware  the  fact  that  LANrecord  is  a  1.0  product  and  there 
are  still  a  few  issues  Horizons  Technology  has  to  workout. 

AppMeter 

AppMeter  uses  two  components  to  meter  server-based 
DOS  and  Windows  applications.  (The  product  cannot 
handle  local  applications).  Enforcer  is  the  NetWare 
Loadable  Module  (NI.M)  that  tracks  application  usage, 
while  Supervisor  is  the  administrator’s  console  software. 
AppMeter  uses  a  DOS  interface  similar  to  NetWare  3.X 
tools  such  as  SYSCON . 

The  default  installation  creates  a  directory  under 
SYS:SYSTEM  for  storing  the  supervisor  console  and 
another  under  SYS:PUBLIC  for  storing  stub  files.  The 
installation  does  not  complete  all  the  required  steps  for 
you.  You  need  to  add  a  search  path  to  your  logon  script 
for  the  public  AppMeter  directory  and  grant  trustee 
rights  for  the  group  Everyone  so  that  all  users  can  exe¬ 
cute  the  stub  files.  AppMeter  technology  relies  heavily  on 
the  NetWare  3.X  binder)'  files;  although  you  can  run  the 
Enforcer  NLM  on  NetWare  4.X  servers,  you  must  use 
bindery-emulation  mode  to  actually  do  metering. 

Thoughtfully,  Funk  includes  the  latest  Novell  patches 


SUBSTITUTION 

Stub  files  take  the 
place  of  the  applica¬ 
tion’s  original  .EXE 
or.COM  file.  When  a 
user  tries  to  access 
an  application,  the 
stub  file  asks  the 
NLM  if  there  is  an 
available  license.  If 
there  is,  it  calls  the 
real  program. 


required  to  support  its  package  on  a  second  diskette  that 
ships  with  the  product.  It  includes  Version  3.12h  of 
CLIB.NLM  and  other  assorted  patch  NLMs. 

The  first  step  in  metering  is  to  register  each  applica¬ 
tion  using  Supervisor.  AppMeter  —  like  the 
higher  end  CentaMeter  and  Express  Meter 
products  from  Tally  Systems  Corp.  and 
Express  Systems,  Inc.  that  we  reviewed  last 
week  —  will  fill  in  the  description  field  for 
most  applications  by  reading  the  header 
information  from  the  .EXE  file.  Some  appli¬ 
cations,  however,  don’t  provide  this  informa¬ 
tion,  leaving  you  to  type  in  a  description.  On 
the  same  screen,  you  set  group  restrictions 
and  decide  whether  you  want  to  enforce 
license  limits. 

AppMeter  provides  optional  virus-check¬ 
ing  that  the  administrator  can  employ  for  any 
metered  application.  If  you  enable  this  fea¬ 
ture,  AppMeter  will  verify  a  checksum  each 
time  the  application  is  launched. 

To  define  a  suite,  you  define  each  individ¬ 
ual  application  first  and  then  collect  those 
definitions  in  the  separate  suite  menu.  One  drawback  to 
setting  up  the  license  definitions  is  the  lack  of  a  browse 


NetResults 


Product 

Vendor 

Price 

Pros 


Cons 


AppMeter  1.2 

Funk  Software,  Inc. 

(617)  497-6339 

$595  for  250  users; 

$1,295  for  1,000  users 

A  Simple  metering  with  a 

straightforward  DOS  interface. 

A  Easy  setup. 

▲  Automatic  Windows  client  installation. 

A  Virus-checking  on  application 
launch. 

T  No  license  optimization  features. 

▼  Meters  only  server-based 
applications. 

▼  Uses  stub  file  technology. 


feature  for  choosing  the  executable  file.  You  can 
choose  the  directory  in  the  tree  hut  not  for  the 
actual  file  to  meter. 

Because  the  manual  recommends  running  all 
configuration  and  installation  features  at  a 
system  prompt,  not  from  inside  Windows,  you 
may  need  a  pencil  and  paper  to  make  lists  of  files 
you  want  to  meter  before  you  start  the  Super¬ 
visor  console. 

The  first  time  Windows  users  launch  an  application 
that  you  have  told  AppMeter  to  track,  they  get  a  pop-up 
box  explaining  that  the  application  can’t  be  used  unless 
the  AppMeter  Windows  agent  is  installed.  When  users 
assent  to  the  installation,  the  agent  is  automatically 
added  to  the  LOAD=  line  of  theirWIN.INI,  savingadmin- 
istrators  from  having  to  write  a  software  distribution 
routine. 

Peak  and  current  usage  reports  are  available  by  appli¬ 
cation,  user  and  group  in  real  time  and  for  historical 
data.  By  default,  log  files  are  rolled  over  to  a  new  file  on  a 
daily  basis,  but  you  can  determine  how'  many  days’  worth 
of  log  files  you  want  to  keep  in  a  single  file. 

AppMeter  lets  you  designate  NetWare  users  as  VIP 
users  globally  but  not  for  individual  applications. 

More  and  more  applications  employ  an  .EXE  file  that 
acts  like  a  loader  file  —  calling  other  files  such  as  DLLs  to 
do  the  real  work.  If  a  program  meters  only  file-opens  and 
file-closes,  then  it  can’t  accurately  meter  these  kinds  of 
applications.  AppMeter,  unfortunately,  falls  into  this 
category. 

Multiple  server  support  is  not  available  out  of  the  box 
but  comes  with  Funk’s  Oversight  product,  which  collects 

Continued  on  page  40 


LANrecord  1.0 

Horizons  Technology,  Inc. 

(800)  828-3808,  (619)  292  833! 

$495  for  the  first  server; 

$295  for  each  additional  server 

A  Automatically  assigns  100  extra  licenses  for 
permissive  metering. 

A  Administrator’s  console  password  protected. 

A  Chargeback  groups  can  be  created  to  reflect  cost 
centers  discrete  from  NOS  groups. 

▼  Overly  complicated  license  definition  steps. 

▼  NLM  is  memory-intensive. 

▼  100  extra  licenses  means  extra  administrative 
work  for  shops  concerned  with  staying  legal. 

▼  Uses  stub  file  technology. 
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Continued  from  page  39 
the  log  file  data  for  each  AppMe- 
ter  server  so  you  can  generate 
enterprise  reports. 


LANrecord 

LANrecord  is  part  of  Hori¬ 
zons  Technology’s  LANexpert 
family  of  products.  It  runs  only 
under  NetWare,  and  lacks  sup¬ 
port  for  Universal  Naming  Con¬ 
ventions  and  Windows  NT. 
Because  this  is  a  Version  1.0 
product  and  brings  with  it  some 
of  the  problems  inherent  with  a 
first  version,  experienced  net¬ 
work  managers  may  want  to 
avoid  it.  For  a  first  effort,  LAN- 
ecord  is  respectable,  but  it  lacks  a 
measure  of  robustness  and 
sophistication. 

LANrecord  comprises  several 
modules.  The  password-pro¬ 
tected  console  module  lets 
administrators  set  up  assistant 
license  managers  who  can  run 
reports  but  not  change  the 
licensing  information.  LAN¬ 
record  is  the  only  product  we 
tested  with  this  feature. 

The  second  module  is  the 
database  of  licensing  and  appli¬ 
cation  information,  stored  on 
the  file  server. 

The  server  module  is  the 
NLM,  which  manages  informa¬ 
tion  passed  to  it  from  worksta¬ 
tion  agents.  The  server  module 
loads  the  license  database  into 
server  memory  and  tracks  grant 
file,  or  stub  file,  requests. 

We  had  some  problems  load¬ 


ing  this  NLM  after  installation. 
We  kept  receiving  a  “not  enough 
memory  to  load  database”  mes¬ 
sage  at  the  console.  We  checked 
with  technical  support, 
who  said  they  hadn’t  had 
this  message  before  but 
that  the  database  re¬ 
quires  about  1M  byte  of 
file  server  memory.  Our 
server  had  24M  bytes  of 
RAM  and  no  nonessen¬ 
tial  NLMs  loaded,  so  we 
were  stumped.  The  man¬ 
ual  mentions  that  there 
are  some  conflicts  with 
virus  protection  NLMs, 
but  we  didn’t  have  any  of 
these  loaded,  either. 
Horizons  Technology’s 
technical  support  staff 
was  never  able  to  help  us  resolve 
the  problem. 

The  default  installation  cop¬ 
ies  all  components  to  the  server’s 
Public  and  System  directories, 
and  assumes  that  they  are 
mapped,  as  is  standard,  to  drive 
letters  such  as  Z:.  You  may  (and 
most  likely  will)  assign  your  drive 
letters  differently. 

Although  there  is  a  Setup  but¬ 
ton  on  the  toolbar,  we  found  the 
configuration  process  to  be 
clumsy.  You  have  to  enter  data 
on  four  screens  to  configure  a 
license  for  each  application. 

When  defining  an  applica¬ 
tion  to  be  metered,  LANrecord 
requires  you  to  fill  in  the  Manu¬ 
facturer  field  for  later  use  in 
reports  that  are  sorted  by  manu¬ 
facturer.  We  set  up  metering  of  a 
single  shareware  application  but 
could  not  continue  without  fill¬ 
ing  in  the  manufacturer’s  field. 
We  also  configured  this  license 
to  be  one  concurrent  user  but 
found  that  LANrecord  kindly 
gave  us  101  users  because,  by 
default,  it  grants  an  additional 
100  licenses  to  whatever  you 
specify.  Horizons  Technology 
clearly  believes  in  permissive 
metering  as  the  standard  meter¬ 
ing  method. 

LANrecord  takes  an  unusual 
approach  to  metering  applica¬ 


Figure  1:  This  AppMeter  screen lets  you  designate 
applications  to  be  included  in  a  suite,  group 
restrictions,  and  log  and  stub  file  locations.  Notice 
App  Meter’s  virus  checking  of application  files. 


Evaluating  a  metering  product 

When  evaluating  which  metering  product  is  right  foryou, 
consider  the  following  questions: 

■  Will  it  keep  you  100%  legal? 

■  Does  it  work  with  all  your  network  operating  systems, 
protocols  and  applications? 

■  Will  the  overhead  of  the  management  program,  server  NLMs 
and  increased  traffic  for  license  checkout  and  notifications  bog 
down  your  file  server  and  network? 

■  Do  the  reports  help  you  manage  your  software  licenses  effec¬ 
tively?  Can  you  compare  your  peak  usage  of  each  license  against 
how  many  licenses  you  actually  ow  n? 

■  Can  it  produce  a  cost  analysis  report  based  on  this  information? 
■  Most  importantly,  is  it  easy  enough  for  you  to  install  and  man¬ 
age?  If  it  isn’t,  you  won’t  end  up  using  it,  and  it  willjoin  the  ranks 
ofshelfware. 


tion  suites.  When  a  user  checks 
out  an  application  that  is  a  mem¬ 
ber  of  a  suite,  a  suite  license  is 
used  up,  even  if  the  user  isn’t 
employing  any  other  suite  com¬ 
ponents.  When  the  suite  licenses 
are  used  up  and  other  users 
wants  a  copy  of  the  individual 
application,  they  get  an  addi¬ 
tional  single  license. 

Every  other  program  we 
looked  at  works  in  the  opposite 
way.  Users  get  an  individual 
license  until  they  access  a  second 
application  of  the  suite,  at  which 
point  the  single  license  is 
checked  in  and  a  suite  license  is 


granted.  This  makes  more  sense 
to  us;  why  reserve  a  suite  of  pro¬ 
grams  before  you  know  whether 
more  than  one  will  be  used? 

Chargebacks  are  set  up  inde¬ 
pendently  of  the  applications. 
This  allows  you  to  set  up  the  same 
dollar  amount  for  all  applica¬ 
tions  or  different  amounts  for 
each  application.  You  can  track 
group  costs,  but  LANrecord 
doesn’t  use  the  groups  defined 
by  NetWare  to  do  this.  Instead, 
you  can  set  up  site  groups  (not  to 
be  confused  with  site  licenses). 
You  can  define  site  machines  by 
their  network  card  address, 
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Figure  2:  LANrecord  lets  you  set  up  chargebacks  for  application  usage  and  several  other 
parameters  that  duplicate  the functionality  of Net  Ware  3.  X  j  A  c  counting  feature, 
including  connection  time  and  disk  space usage  per  24-hour  period. 


Metering  software  features 


Feature/  Product 

AppMeter 

LANrecord 

Server  component 

NLM 

NLM 

Administration  console 

DOS 

Windows 

Console  password 
protected 

No 

Yes 

Meters  DLLs 

No 

No 

Split  permissive/restrictive 
metering  by  application 

Yes 

Yes 

Multiple  server  support 

Yes,  via  optional 

Oversight  product  for 
reporting 

No 

Suite  metering 

Yes 

Yes 

Single/suite  license 
switching 

No 

Yes 

Inactivity  tracking 

Yes,  via  NetWare’s 
active  connection 
Watchdog  feature  for 
crashed  systems 

No 

Inactivity  reminders 

No 

No 

License 

Yes 

Does  not  use  NOS 

allocation/ reservation 

groups,  but  you  can 

by  group 

setup  independent 
site  groups. 

Queues  users  requesting 
unavailable  license 

No 

No 

Local  application  metering 

No 

No 

Time  restrictions  for 
application  usage 

No 

No 

Built-in  application  list 

No 

No 

Audits  changes  to  the 
metering  database 

No 

No 

Client  support 

DOS,  Windows  3.X,  DOS 

DOS  in  Windows 

and  Windows  apps 

box,  or  PIF  launch 

running  under  OS/2 

only,  Windows  3.1 

Self-installs  for  clients 

Yes 

No 

Configuration  of  single 

Single  screen  setup  with 

Requires  visiting  4 

application 

pick  lists  and  browser 

different  screens 

unless  they  are  Macintosh  sys¬ 
tems,  in  which  case  LANrecord 
displays  a  “NIC  address  not  avail¬ 
able”  message.  You  can  also  set 
up  department  groups  that  are 


For  each  product,  we  defined 
single  licenses forthree  server- 
based  Windows  applications,  then 
used  the  same  three  license  defini¬ 
tions  as  part  of  a  suite.  We  checked 
enforcement  by  logging  on  to  one 
more  workstation  than  the  number 
we  had  defined,  and  evaluated 
queuingmechanismsand  mes¬ 
sages.  Next,  we  had  one  worksta¬ 
tion  launch  a  second  application  of 
the  suite  to  see  if  the  single  license 
would  be  swapped  outforasuite 
license. 

We  also  tested  local  applica¬ 
tions  with  the  products  that  support 
them. 

We  checked  DOS  application 
metering  both  from  the  system 
prompt  before  Windows  was  started 
and  from  inside  a  Windows  DOS 
box.  Our  Windows  workstations  ran 
Windows3.1,  Windows  for  Work¬ 
groups  3. 11  and  Windows  95. 

To  test  license  reclamation,  we 
rebooted  workstations  running 
metered  applications  tosee  if  the 
metering  program  would  recognize 
thatthe  license  was  no  longer  in 
use. 

To  check  on  each  product’s  abil¬ 
ity  to  handle  users,  we  created  a 
NetWare  group  and  tried  to  restrict 
application  usage  to  just  the  users 
in  it.  We  also  defined  a  VIP  userto 
make  sure  important  users  could 
access  designated  applications, 
even  without  available  licenses. 

One  test  server  was  a  Micronics 
33-M  Hz  486  with  24M  bytes  of  RAM 
andThomas-Conrad  EISAand  Stan¬ 
dard  Microsystems  Corp.  ISA  LAN 
boards  running  NE2000  drivers. 

The  disk  controller  was  an  Adaptec 
1740.  A  second  server  was  a  66- 
M  Hz  486  clone  with  8M  bytes  of 
RAM  and  a  3Com  Corp.  EtherLink  II 
LAN  card.  Both  servers  ran  NetWare 
3.12. 

The  test  workstations  ran  on  J&L 
Chatterbox  NRS66-MHz  486 
boards  with  8M  bytes  of  RAM. 

The  Windows  95  workstation 
was  a  Dell  Dimension  XPS  466  with 
16M  bytes  of  RAM. 
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different  from  NOS  groups  for  charge- 
back  purposes. 

LANrecord  comes  with  seven  built-in 
reports,  which  can  be  modified.  They 
cover  chargeback  information  and  basic 
usage  and  denial  requests.  They  don’t 
provide  the  same  sort  of  analysis  that 

The  alliance  is  a 
cooperative  of  users, 
consultants,  educators 
and  integrators  that 
applies  its  technical  and 
business  skills  to  analyze  and  compare 
strategic  network  products.  A  list  of  alliance 
partners  can  be  found  on  page  29. 


Marks  is  a  principal  of  Networks  Are  Our 
Lives,  Inc.,  a  network  consulting  firm  based 
in  Dutchess  County,  N.  Y.  She  can  be  reached 
at  74002,241  l@compuserve.com. 


Web  sites 

Continued  from  page  38 

But  as  a  result,  the  main  marketing 
message  the  site  is  intended  to  convey  — 
for  instance,  “buy  our  product”  or  “we’re 
the  best  at...”  — -  is  drowned  in  a  sea  of 
data.  Case  in  point:  the  home  page  of 
Electronic  Data  Systems  Corp. 

Another  problem  lies  in  off-site  links. 
It’s  all  well  and  good  to  provide  links  to 
other  sites,  but  that  shouldn’t  be  done  at 
the  expense  of  your  own  site.  Links  to 
other  sites  should  be  well  hidden  within 
your  Web  pages  and  only  accessible  after 
the  user  has  had  plenty  of  opportunities 
to  acquire  your  message. 

Finally,  it’s  important  to  remember 
that  the  simplest  approach  can  often  work 
best  in  bringing  your  business  on-line. 
Take  the  case  of  Renco  Encoders,  which 
operates  a  site  with  solid,  albeit  unremark¬ 
able,  design. 

Renco  is  an  engineering  firm,  and  its 
site  isn’t  meant  to  entertain.  Instead,  it’s 
built  for  people  who  understand  the  tech¬ 
nology  and  its  applications,  as  well  as 
those  looking  for  technical  details  about 
Renco’s  product  line. 

Renco’s  home  page  is  an  index  to  the 
rest  of  the  site  (check  out  the  product 
chart),  and  the  pages  that  detail  individ¬ 
ual  products  are  consistent  and  to  the 
point.  The  company  doesn’t  currently  sell 
on-line,  which  isn’t  surprising  given  the 
complexity  of  the  product  line.  In  the 
future,  Renco  won’t  have  a  choice  —  the 
market  will  expect  it. 

Renco  also  demonstrates  an  important 
point:  A  Web  site  doesn’t  have  to  cost  a  lot 
to  be  effective.  The  firm’s  costs  for  the  first 
phase  of  HTML  development,  excluding 
the  monthly  costs  to  actually  publish  the 
Web  site,  were  under  $9,000.  Not  a  bad 
price  to  establish  a  foothold  in  a  new 
marketplace,  especially  when  you  con¬ 
sider  that  a  single  order  could  pay  for  the 
project. 

Gibbs  is  a  consultant  and  writer  based  in 
Ventura,  Calif.  He  can  be  reached  at  (800) 
622-1108,  Ext.  504,  or  on  the  Internet  at 
mgibbs@gibbs.  com. 


Express  Meter’s  or  CentaMeter’s  reports 
do.  There  is  no  report  of  peak  usage  over 
time  or  recommendations  for  purchases. 

Overall,  LANrecord  shows  signs  of  the 
standard  Version  1 .0  disease  —  not  all  the 
kinks  are  worked  out.  While  LANrecord 
may  hold  promise  for  future  versions,  it 
doesn’t  stack  up  with  the  other,  more 
mature  products. 

Still,  both  LANrecord  and  AppMeter 
do  meet  basic  metering  requirements. 


AppMeter  provides  better  reporting  and 
a  larger  feature  set  for  basic  needs,  but  its 
DOS  interface  may  put  off  some  users.  For 
its  part,  LANrecord,  despite  its  Windows 
interface,  does  not  provide  the  level  of 
control  most  environments  will  want.  Its 
inability  to  queue  users  in  restrictive 
metering  environments  makes  its  ability 
to  perform  chargebacks  less  attractive, 
and  its  reporting  is  more  limited  than 
AppMeter’s.  ■ 


Go  on-line  for  a  comprehensive  look  at 


i  metering  tools  from  the  Software 
!  Publishers  Association.  Link  to 

=  http://www.nwfusion.com.  Select 
NetRef,  Reviews  and  Buyer’s  Guides, 
l  then  Metering  Software. 
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Technical  Seminars 


LANs,  WANs  & 


Networks 


The  ever-changing  internetworking  landscape,  fueled  by 
emerging  broadband  technologies,  dramatically  challenges 
traditional  LAN  and  WAN  architectures.  Network  professionals 
must  now  integrate  local  and  wide-area  networks  with  new 
technologies  including  fast  Ethernet,  ATM,  frame  relay  and 
SMDS.  These  and  other  new  technologies  hold  the  promise 
of  more  efficient  and  ever-faster  communications  across 
enterprise  networks. 

Directed  and  taught  by  Mark  Miller,  author  of  seven  best-selling 
books  on  internetworking  technologies,  this  seminar  will  teach 
you  how  to  architect  and  implement  multiprotocol,  mulUoperating 
system  internetworks  that  seamlessly  integrate  legacy  and 
emerging  technologies. 


This  information-packed  two-day  seminar  will  help  you  . 


Evaluate  internetworking  hardware  and  software  soluUons  for  optimum  network  design 
and  performance,  and  review  over  40  available  products 
Analyze  repeaters,  bridges,  switches,  routers  and  gateways  to  determine  which  one  is 
appropriate  for  panicular  applications 

Prepare  for  the  next  generation  of  internetworking  challenges:  Frame  relay/SMDS, 
frame  relay/ATM  and  SMDS/ATM  connections 

Understand  key  internetworking  protocols,  such  as  TCP/IP,  1PX/SPX,  X.25  and  XNS 
Determine  bandwidth  requirements  for  both  leased  line  and  broadband  circuits 
utilizing  traffic  studies 


Locations 

and 

EG 

tes 

Boston,  MA  October  16—17 

Denver,  CO  October  19-20 

Atlanta,  GA  October  25-26 

Washington,  DC  November  2-3 

Chicago,  IL  November  28-29 

San  Francisco,  CA  December  5-6 

Irvine,  CA  January  17-18 

Dallas,  TX  February  12-13 

New  York,  NY  February  27-28 

Philadelphia,  PA  March  12-13 

Orlando,  FL  March  14-15 

Troubleshoot  your  environment  through  case  smdies  that  detail 
protocol  operaUon,  and  illustrate  typical  internetworking  problems 
and  soluUons,  including  Ethernet  fragments,  the  token  ring  route 
discovery  process,  and  FDD1  stafion  management 
Understand  the  key  internetworking  features  of  AppleTalk,  Banyan 
VINES,  NetWare,  OS/2  LAN  Server  and  Windows  NT 
Discover  some  key  applications  for  narrowband  ISDN  technology 
Compare  the  technologies  and  operation  of  ATM,  frame  relay  and 
SMDS,  and  discover  the  role  of  the  broadband  implementers:  the 
Frame  Relay  Forum,  the  ATM  Forum  and  the  SMDS  Interest  Group 

•  Understand  the  detailed  operation  of  Ethernet,  IEEE  802.3,  token 

ring  and  FDDI,  and  key  performance  characteristics  of  these  technologies 

•  Evaluate  the  differences  between  Transparent  Bridging,  Source 
Routing  and  Source  Routing  Transparent  Bridging  internetworking  standards 

Utilize  available  software  tools  in  the  network  optimization  and  modeling  process 
Examine  application  gateways  that  connect  LANs,  minicomputers  and  legacy  systems 
See  how  SNMP  plays  a  key  role  in  internetwork  management  including  the  management 
and  operation  of  broadband  networks 
Understand  the  operation  of  IP-based  routing 

Match  the  appropriate  LAN  application  with  the  WAN  broadband  technology 
Understand  TCP/IP  and  the  Internet  protocol  suite,  including  ARP,  ICMP,  LDP.  SMTP, 

TELNET  and  DP 

Explore  the  internetworking  challenges  of  remote  access  and  wireless  communications 


$895  Registration  Fee  Includes  .  .  . 


1  Comprehensive  seminar  workbook 
‘  Copy  of  best-selling  Internetworking, 

2nd  edition,  by  Mark  A.  Miller 
1  Four  exclusive  protocol  reference  guides: 
Ethernet,  Token  Ring,  FDDI  and  LAN  Cabling 
1  Voluable  course  diskette  containing  reference 
information  on  internetworking  implementation, 
documentation  and  standards 


’  free  6-issue  subscription  to  Broadband 
Networking  News  —  the  leading  newsletter  for 
news  and  analysis  on  broadband  networks 
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to  automatically  receive  an  e-mailed  version  of  our  seminar  brochure. 
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OR 

obtain  full  seminar  information  via  our  Web  server. 
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call  1-800-643-4668 
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the  seminar  nearest  you! 
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for  a  complete  seminar 
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Feature 


'  t'ntimtedjrom  page  1 

froir;  catering  to  support  and 
maintenance  ofits  1 6,000  PCs. 

Outsourcing  is  hot.  Interna¬ 
tional  Data  Corp.  (IDC) ,  a  mar- 
ke>  research  firm  in  Framing¬ 
ham  Mass.,  estimates  IT-related 
outsourcing  revenues  are  grow- 
'<%  annually  and  will  bust 
the  $26  billion  revenue  mark  by 
1998.  Net  outsourcing  revenue, 
IDC  says,  is  growing  even  faster 
—  at  a  bit  more  than  19%  each 
year  —  and  will  almost  double 
from  $1.3  billion  today  to  over 
$2.3  billion  in  1 998. 

So  how  do  you  determine 
whether  you  should  take  the  out¬ 
sourcing  plunge  and,  if  so,  how 
deep  should  you  dive? 

Outsourcing  practitioners 
and  consultants  say  you  need  a 
structured  approach  to  apprais¬ 
ing  your  outsourcing  needs  that 
addresses  strategic  business  and 
cost  goals,  as  well  as  technology 
issues.  And  don’t  overlook  the 
personnel  considerations  that 
could  ensnare  you  in  legal  entan¬ 


glements  from  an  outsourcing 
deal  (see  story,  this  page) . 

Identify  core  competencies 

Senior  management  — 
meaning  the  corporate  execu¬ 
tive  committee  level  —  should 
decide  which  pro¬ 
cesses  are  vital  to  the 
company  mission 
and  must  remain  in- 
house,  says  Dennis 
Torkko,  a  managing 
partner  with  Arthur 
Andersen  &  Co.  who 
advises  clients  on  out¬ 
sourcing.  The  goal 
is  to  separate  core 
strategic  functions, 
which  include  those 
that  provide  compet¬ 
itive  advantage,  from 
less  essential  services. 

That’s  the  padi 
DirecTv  took.  The 
firm,  which  started 
with  just  six  employ¬ 
ees,  investigated  billing  opera¬ 
tions  at  major  companies  and 


OUTSOURCING 
IS  IN 

Of  303  senior 
executives  surveyed 
by  Arthur  Andersen, 
85%  outsource  all 
or  part  of  at  least 
one  business 
function,  and  within 
three  years,  93% 
will  embrace 
outsourcing. 


Outsourcing  may  beckon,  but 
don’t  forget  the  people  factor 

Companies  are  turning  to  outsourcing  to  curb  costs  and 

reach  for  strategic  goals,  but  the  attention  they  pay  to  the 
human  aspect  of  such  deals  is  insufficient. 

That’s  the  assessment  of  Grover  Wray,  director  of  hu¬ 
man  resources  for  the  contractservices  group  at  Arthur  Andersen 
&  Co.  “A  lot  is  at  stake  in  these  projects,”  Wray  says.  “Communica¬ 
tion  and  supportfor  employees  needs  to  be  open  and  persistent 
early  on.” 

Organizations  that  underplay  the  impor¬ 
tance  of  the  human  element  risk  having  pro¬ 
jects  undermined,  and  may  even  be  open  to 
legal  repercussions,  Wray  says. 

One  of  the  worst  deeds  management  can 
perpetrate  is  to  announce  an  outsourcing 
project,  and  then  say  nothing  for  another 
month  ormore.  “Tell  employeesyou  don’t 
know  all  the  answers  yet  but  promise  them 
you’ll  meet  weekly  to  apprise  them  of 
changes,  and  then  stick  to  your  word,”  Wray 
advises.  That  type  of  open  dialogue  will  allevi¬ 
ate  worry  and  let  employees  focus  on  work. 

You  also  should  have  the  outsourcing  pro¬ 
vider  map  out  a  transition  plan  —  on  paper — that  tells  employees 
exactly  what  will  happen,  and  when.  “Have  them  spell  out  every¬ 
thing,’  ’  Wray  says,  including  when  interviews  will  be  conducted 
and  employment  status  revealed.  ‘  ‘The  idea  is  to  create  a  tempo¬ 
rary  mental  map  so  employees  don’t  panic.” 

It’s  also  important  to  involve  human  resources  personnel  from 
the  start,  during  the  outsourcing  request  for  proposal  process, 
Wray  says.  HR  professionals  can  advise  you  what  to  tell  employees, 
and  more  importantly,  what  not  to  say. 

Once  you  announce  a  deal  with  an  outsourcing  prorider,  Wray 
warns  that  you  should  not  speak  to  employees  about  possible 
employment,  or  even  discuss  the  number  of  employees  the  firm 
intends  to  hire  and  the  skills  they  seek.  “That  could  leave  both  of 
you  legally  responsible  for  making  a  binding  employment  offer,” 
Wray  says.  That  type  of  error  cost  one  company  more  than  $10  mil¬ 
lion  in  a  settlement  with  workers,  he  says. 

Above  all  else,  “remember  these  people  [employees]  are 
i  csponsible  for  the  quality  of  service  you  offer,’  ’  Wray  says.  “Don’t 
treat  them  poorly,  oryour  service  may  suffer.” 

By  Charles  Bruno 


Wray  advises  to  “create 
a  temporary  mental 
map  so  employees 
don ’t panic.  ” 


found  it  to  be  a  staff-intensive 
operation  that  involved  data  cen¬ 
ter  management  and  computer 
hardware  support  —  definitely 
not  core  competencies. 

So  the  company  handed  the 
whole  affair  off  to  Digital.  “We 
decided  to  hire  a 
company  that  does 
this  well  and  take 
advantage  of  what 
they  have  already 
learned,”  says  Bill 
Butterworth,  an  ex¬ 
ecutive  rice  presi- 
dentwith  DirecTv. 

That’s  the  same 
type  of  thinking  Mi¬ 
crosoft  uses  to  find 
business  partners. 
“All  costs  being 
equal,  you  benefit 
by  handing  it  off 
because  the  other 
company  is  passion¬ 
ately  devoted  to 
being  the  best  in 
that  area,”  says  Michael  Brown, 
chief  financial  officer  at  the  soft¬ 
ware  giant. 

But  not  every  noncore  func¬ 
tion  is  ripe  for  outsourcing,  says 
Chuck  Papageorgiou,  a  manag¬ 
ing  director  with  consultancy 
M.F.  Smith  Associates,  Inc.  in 
Adanta.  “  If  a  noncore  function  is 
a  competitive  advantage  or 
keeps  you  close  to  customers, 
outsourcing  may  not  be  the  right 
move,”  he  says. 

Outsourcing  may  also  be 
inappropriate  if  it’s  considered 
solely  from  a  tactical  perspective. 
Sometimes  a  central  organiza¬ 
tion  decides  the  company  will 
never  be  able  to  bring  a  particu¬ 
lar  function  under  control  — 
such  as  network  support  or  data 
center  management  —  due  to 
politics  with  business  units. 

“The  belief  is,  if  you  give  the 
problem  away,  the  third  party 
will  be  able  to  magically  make  it 
disappear,”  says  Jerry  Cooper- 
man,  vice  president  and  research 
director  with  Gartner  Group, 
Inc.,  a  consultancy  in  Stamford, 
Conn.  This  tactic  generally 
doesn’tsucceed,  he  says,  because 
the  client  hasn’t  invested  the 
time  to  address  the  underlying 
business  processes  that  may  need 
reengineering. 

Once  an  organization  has 
identified  those  functions  that 
must  be  performed  in-house,  the 
remaining  essential  services  and 
functions  are  fair  game  for  out¬ 
sourcing.  That’s  when  you  begin 
taking  them  one  by  one  and  ask¬ 
ing  lots  of  questions,  including: 

■  Will  outsourcing  this  func¬ 
tion  improve  our  management 
focus? 

■  Will  outsourcing  provide  gains 
in  flexibility,  scope  and  expertise 
for  the  function? 

■  How  will  outsourcing  the  func¬ 


tion  affect  relationships  with  cus¬ 
tomers  and  employees? 

■  What  does  it  cost  to  perform 
the  function  in-house  vs.  via  an 
outside  provider? 

■  How  much  of  the 
function  should  be 
outsourced? 

When  Bill  Stella, 
vice  president  of 
information  services 
at  Arkwright  Mutual 
Insurance  in  Wal¬ 
tham,  Mass.,  asked 
those  questions, 
flexibility  and  time 
savings  surfaced  as 
the  chief  reasons  to 
job  out  a  major  WAN 
router  upgrade. 

With  a  staff  of  just 
four  employees  sup¬ 
porting  a  nation¬ 
wide  network  of 
more  than  1,000 
users,  Stella  didn’t  want  to  bur¬ 
den  his  staff  with  the  product 
implementation. 

“We  could  have  struggled 
through  the  project  ourselves, 
but  it  was  more  important  to  get 
the  job  done  while  maintaining 
existing  service  levels,”  Stella 
says.  While  Digital  handled  the 
project  management  for  the 
implementation,  Stella’s  staff 
spent  time  training  on  the  new 
routers  so  it  could  hit  the  ground 
runningwhen  they  wentlive. 

“Outsourcing  allows  us  to 
take  some  burden  off  our  IS  peo¬ 
ple  and  let  them  concentrate  on 
more  critical  things,”  he  adds. 

The  proper  partner 

The  next  step  is  to  find  the 
service  provider  that’s  right  for 
you. 

This  involves  deciding  on  the 
type  of  outsourcing  relationship 
you  need,  which  Torkko  says  is  a 
decision  driven  by  the  scale  and 
complexity  of  the  function  or 
process  being  outsourced.  If  you 
decide  to  outsource  data  net¬ 
work  operations,  you  may  want  a 
more  strategic  relationship  than 
if  you  jobbed  out  PC  support  ser¬ 
vice  to  a  vendor. 

You  also  need  to  understand 
your  provider’s  cost  structure, 
including  its  profit  margins  and 
what  it  needs  to  take  away  from 
the  deal,  just  as  the  vendor  needs 
to  understand  your  needs, 
Torkko  says. 

Papageorgiou  adds  that  you 
should  consider  the  project  per¬ 
sonnel  the  vendor  intends  to  put 
in  place  and  reserve  the  right  in 
your  contract  to  have  team  mem¬ 
bers  replaced  at  your  discretion. 
“You  don’t  want  your  company 
to  be  a  training  ground  for  any 
vendor,”  he  says. 

By  the  same  token,  Cooper- 
man  says  outsourcing  service 
providers  should  “not  only  share 


in  the  losses,  but  should  benefit 
from  the  profits,  too.”  Toward 
that  end,  contracts  should  spell 
out  penalties  if  performance  lev¬ 
els  are  not  met  and  the  rewards 
providers  will  receive 
should  they  exceed 
expectations. 

“You’re  looking 
for  a  partner,”  agrees 
Microsoft’s  Brown. 
“You  want  them  to 
succeed,  too.” 

Monitor  and  evaluate 

Contracts  should 
also  detail  perfor¬ 
mance  goals  and  a 
specific  methodolo¬ 
gy  for  ongoing  im¬ 
provements,  Torkko 
adds. 

Indeed,  as  part  of 
some  outsourcing 
deals,  Cooperman 
has  seen  parties  agree  to  have  an 
independent  auditor  regularly 
evaluate  the  demands  issued  by 
the  client  against  the  service  pro¬ 
vided. 

But  all  that  monitoring  and 
performance  evaluation  isn’t 
worth  it,  users  say,  unless  the  pro¬ 
ject  is  focused  on  meeting  busi¬ 
ness  goals.  “Outsourcing  is  all 
about  economies  of  scale,”  says 
Brown.  “If  I  outsource  PC  sup¬ 
port  to  a  global  services  com¬ 
pany,  I  can  bring  that  expertise 
to  bear  worldwide  in  an  instant. 
That’s  an  efficient  relationship.  ” 
Adds  Arkwright’s  Stella:  “It’s 
a  very  effective  way  to  work,  but  it 
takes  commitment  from  both 
sides.”  ■ 

"  BEFORE  YOU  TAKE  THE 
,  OUTSOURCING  PLUNGE, 

.  CHECK  OUT  THESE 
.  ADDITIONAL  RESOURCES: 

■  ►  The  law  firm  Fenwick  &  West’s 
g  Advanced  Issues  in  Outsourcing 

Agreements  site  offers  a  gold  mine 
m  of  legal  information  along  with  tips 

■  on  structuring  an  outsourcing 
_  deal. 

g  ►  The  Outsourcing  Institute’s  home 
page  -  to  be  launched  by  the  end 
9  of  this  month -is  slated  to  include 

■  discussion  groups,  a  service 

_  provider  buyer’s  guide,  primers, 
news,  and  a  library  of  papers  and 
®  other  outsourcing  articles. 

®  ►A  think  piece  from  Jim  Smith, 

I  general  manager  of  BEST 

Consulting’s  systems  integrated 
"  division,  on  evaluating 

■  outsourcing's  promised  gains. 

■  ►  Discussion  groups  on  outsourcing. 

■  ►To  follow  the  links  to  these  sites, 

_  connect  to  http://www. 

nwfusion.com.  Select  Careers 
®  then  Outsourcing. 

■  NetwnrkWorjd 

■  Qi&O"' 


“Every  activity  costs 
something.  Learn  to 
become  more  disci¬ 
plined  about  what  you 
ask  for.” 

Dennis  Torkko 


42  •  NetworkWorld*  December  18, 1995 


Covering:  Career  Insights  and  Innovations 
in  Managing  Staff,  Budgets  and  Technology 


Briefs 


■  Contingency  Planning 
Research,  Inc.  has  published 
an  Information  Technology 
Liability  Issues  whitepaper 
that  discusses  the  legal  ramifi¬ 
cations  of  a  disaster  that  pre¬ 
vents  delivery  of  critical 
services. 

The  free  paper  details  what  IT 
organizations  and  their  manage¬ 
ment  need  to  know  about  liabil¬ 
ity  protection  in  the  event  of  a 
disaster.  The  white  paper  dis¬ 
cusses  the  applicable  regula¬ 
tions,  definitions  of  liabilities, 
who  can  be  held  liable,  actual 
court  cases  and  steps  to  ensure 
compliance.  In  addition,  the  pen¬ 
alties  for  noncompliance  are  also 
presented. 

Contingency  Planning  Re¬ 
search:  (800)  277-5511. 

■  Individual  Software,  Inc. 

is  now  shipping  Individual 
Training  for  Windows  95,  an 

interactive,  computer-based 
training  program. 

The  program  enables  manag¬ 
ers  to  make  Windows  95  training 
available  to  end  users  across  the 
network  and  in  training  labs.  A 
skill  assessment  module  is  also 
available  for  enabling  managers 
to  evaluate  user  proficiency. 

Individual  Training  for  Win¬ 
dows  95  helps  end  users  under¬ 
stand  features  such  as  working 
with  the  new  user  interface, 
employing  applications,  print¬ 
ing,  faxing,  working  with  files 
and  folders,  and  creating 
shortcuts. 

In  addition,  new  Windows  95 
features,  such  as  Taskbar,  Start 
menu,  the  Explorer  and  My 
Computer,  are  explained.  The 
package  also  has  a  glossary, 
index  and  lesson  quizzes  to  rein¬ 
force  learning. 

The  training  program  runs 
under  Windows  3.1,  so  managers 
can  start  Windows  95  training 
before  transitioning  to  the  new 
operating  system. 

Individual  Training  for 
Windows  95  is  priced  at  $69.95 
for  a  single-user  version  and 
$499.95 for  the  network  version. 
The  Skill  Assessment  software 
costs  $99.95 for  the  single-user 
version  and  $650 for  the  network 
version. 

Individual  Software:  ( 510) 
734-6767. 


Taking  responsibility:  A 
bitter  pill  for  mgmt.  ills 

But  this  may  he  the  only  antidote  for  ZRS-stricken  leaders. 


When  you  hear  some  of  these  statements,  it's  time  to  administer  the  full 
responsibility  management  (FRM)  pill  by  asking  these  questions. 


Statement  Question 

It  is  not  the  network’s  fault  that  users  Who  is  responsible  for  overall  performance 

are  experiencing  slow  response  time.  as  measured  by  the  user? 

It  must  be  the  application. 


By  Chuck  Papageorgiou 

There’s  a  management  ailment 
going  around  that  can  make  a 
good  reengineering  project  go 
bad  or  a  strong  company  go 
south.  It’s  called  ZRS  for  zero 
responsibility  syndrome,  and  it’s 
reaching  epidemic  proportions 
in  many  companies. 

You’ll  know  that  a  manager 
suffers  from  ZRS  when  he  talks 
about  the  latest  breakthroughs 
in  management  strategies  but 
never  takes  responsibility  for 
making  them  happen.  When  a 
strategy  or  approach  he  has  se¬ 
lected  looks  like  it’s  headed  for 
failure,  he  quickly  looks  for 
someone  or  something  else  to 
blame. 

The  antidote 

Fortunately,  there  is  an  anti¬ 
dote:  the  full  responsibility  man¬ 
agement  (FRM)  pill.  FRM  gives 
you  a  solid  dose  of  reality, 
enabling  you  to  understand  that 
you  are  ultimately  responsible 
for  the  success  or  failure  of  your 
management  initiatives,  regard¬ 
less  of  outside  influences. 

Some  years  ago,  I  thought 
ZRS  was  a  rare  disease,  but  I 
eventually  realized  it  is  all  too 
common  and  its  symptoms 


are  consistent. 

Take,  for  example,  one  of  my 
clients  —  a  chief  executive  offi¬ 
cer  who  genuinely  wanted  to 
change  the  way  her  company  did 
business  and  “blow  the  doors  off 
the  competition.”  She  wrote  lots 
of  memos  about  new  manage¬ 
ment  paradigms  and  even 
attended  a  few  seminars  with  her 
staff. 

When  nothing  happened,  she 
was  surprised.  First,  she  com¬ 
plained  that  nobody  listened, 
then  she  and  her  staff  looked  to 
assign  blame  to  anyone  but 
themselves.  They  began  point¬ 
ing  fingers  at  Japan,  then  the 
union,  later  the  global  economy 
and,  finally,  the  bureaucrats  in 
Washington,  D.C. 

She  assumed  that  because  she 
read  the  books  and  understood 
new  management  concepts,  she 
didn’t  have  to  practice  them. 

On  a  crisp  fall  day,  I  had  a  long 
private  session  with  this  CEO.  I 
asked  her  questions  that  made 
her  look  at  the  real-world  causes 
of  her  problems,  instead  of  as¬ 
signing  blame.  How  are  the  com¬ 
petition’s  management  strat¬ 
egies  better  than  yours?  I  asked. 
How  much  better,  or  cheaper, 
are  their  products?  She  did  not 


The  server  went  down  because  we  had 
a  powerfailure. 

The  reason  IS  is  not  respected  in  the 
user  community  is  because  that  crowd 
doesn’t  understand  us. 


know.  She  was  laying  so  much 
blame,  she  took  her  eyes  off  the 
competition. 

She  moaned  that  her  com¬ 
pany  had  to  lay  off  people  and 
again  looked  to  place  blame.  I 
asked  her  instead  if  she  had  a 
hiring  plan  in  place  that  would 
take  into  account  a  downturn 
in  the  market.  She  responded 
that  when  she  started  the  com¬ 
pany  10  years  before,  she 
believed  the  business  would 
continue  growing  with  the  mar¬ 
ket  and  never  planned  for  a 
downturn. 

It  went  on  like  that  for  awhile, 
making  it  a  difficult  day  for  both 
of  us.  But  she  eventually  agreed 
there  were  many  changes  she 
could  effect  on  her  own. 

FRM  is  indeed  a  bitter  pill  for 
many  managers.  Some  agree  to 
take  the  pill  but  hide  it  under 


Who  in  the  organization  is  responsible  for 
all  aspects  of  server  availability? 

How  much  time  do  IS  executives  set  aside 
to  meet  with  users  in  the  field? 


their  tongues.  They  go  back  to 
their  business  units,  spit  it  out 
and  change  nothing. 

These  are  the  managers  who 
make  my  job  challenging;  they 
bring  a  consultant  in  to  help 
them  change  their  worlds,  only 
to  lay  the  blame  on  the  outsider  if 
the  plan  doesn’t  succeed. 

Granted,  consultants  —  my¬ 
self  included —  are  not  always  all¬ 
knowing,  wise,  fountains  of 
useful  information.  Sometimes, 
we  make  mistakes  and  wrong 
assumptions. 

But  here  again,  managers 
who  listen  to  bad  advice  without 
challenging  it  have  come  down 
with  ZRS.  They  need  to  argue 
every  point  widi  their  consul¬ 
tants,  debate  every  idea,  chal¬ 
lenge  every  assumption  and 
reach  their  own  conclusions. 


Find  out  if  you  should  pop  the  FRM  pill  by  taking  the  short  test  Net'  EWorld 
posted  on  Network  World  Fusion.  Visit  http://www. 
nwfusion.com  and  select  Careers. 


MANAGEMENT  DATA  ON-LINE 


Network  World  peruses  on-line  services  for 
interesting  hints  or  tools  that  will  make  your  job 
easier.  Here  are  a  few: 

Job  Source 

Recruiting  firm  Source  Ser¬ 
vices  Corp.  has  established  a 
World-Wide  Web  site  that  has  a 
few  interesting  elements.  For  in¬ 
stance,  there  are  samples  from 
the  firm’s  salary  surveys  and  a 
strategic  hiring  guide  that  pro¬ 
vides  hints  on  everything  from 
interviewingjob  candidates  to  making  ajob  offer. 

The  Peter  Huber  page 

You  now  have  Web  access  to  die  works  of  Peter 
Huber,  the  author  of  The  Geodesic  Network,  a  1987 
Department  of  Justice  report  reviewing  the 
divestiture  of  AT&T.  Huber,  now  a  senior  fellow 


of  the  Manhattan  Institute  for  Policy  Research, 
has  written  many  other  books,  including  The  Geo¬ 
desic  Network  II:  A  1 993  report  on  competition  in  the 
telephone  industry. 

You’ll  have  to  pay  for  those 
books,  but  Huber  has  a  few 
reports  and  articles  available  for 
downloading,  with  Estimating  the 
Costs  of  Telecommunications  Regu¬ 
lation  chief  among  them. 

Fiber  facts 

Fotec,  Inc.  is  providing  access 
to  a  number  of  fiber-optic  testing  methods  on  its 
Web  site.  The  firm’s  fiber-optic  test  guide  leads 
you  through  the  process  for  measuring  optical 
power,  conducting  single-  and  double-ended 
cable  tests,  and  measuring  optical  return  loss. 
There  is  also  a  frequently  asked  questions  file  that 
addresses  fiber-optic  testing. 


Visit  http://www.nwfusion.com 

for  links  to  the  Web  sites 

mentioned  here.  After  you  log 

in, select  ...  .... 

’  NetwmiWorU 

Careers.  *  f)V/i 


Questions  to  ask  yourself 

So  the  next  time  you  decide  to 
become  a  change  agent  yourself 
or  hire  a  consultant  to  be  one, 
consider  these  questions:  Is  your 
company  suffering  from  ZRS? 
Are  you  looking  for  a  consultant 
to  have  somebody  to  blame  when 
things  don’t  work  out?  Is  the 
FRM  pill  missing  from  your  com¬ 
pany’s  first  aid  kit? 

If  the  answer  to  these  ques¬ 
tions  is  yes,  be  prepared  to  fight  a 
long  battle.  Take  responsibility 
for  your  success,  and  make  it 
clear  that  you  will  accept  no 
excuses  for  poor  results. 

Papageorgiou  is  the  managing 
director  for  the  Atlanta  practice  of 
M.F.  Smith  &  Associates,  a  consult- 
ing  firm  headquartered  in  Morris¬ 
town,  N.J.  He  can  be  reached  via  the 
Internet  at  chuck,  papageorgiou© 
intemetmci.com  or  by  phone  at  (770) 
641-6248. 
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Your  network  expertise  is  your  ticket  to 


exciting  opportunities  for 


International  Assignments 

AT&T  Network  Systems  is  a  leading  global  manufacturer  and  marketer  of  network  telecommunications  products,  offering 
communications  service  providers  virtually  everything  they  need  to  build  and  operate  their  networks. 

AT&T  Network  Systems’  Professional  Services  Business  Unit  in  conjunction  with  AT&T  Bell  Laboratories,  a  world  leader  in  innovation 
and  technology,  has  been  selected  for  major  projects  for  International  Assignments.  This  will  entail  the  implementation,  operation  and 
administration  of  a  large-scale  mobile  communications  network;  obviously,  an  assignment  of  considerable  importance  promising  global 
visibility  for  all  participants. 

Supporting  a  General  System  for  Mobile  Communications  (GSM)  network,  you  will  take  on  key  operations  and  administrative 
assignments.  Numerous  positions  exist  for  seasoned  professionals  to  work  for  one  to  three  years. 


NETWORK  MANAGER 

You  will  be  responsible  for  planning,  directing  and  controlling  the 
operations  and  administration  of  the  GSM  network.  This  will 
include  planning,  design  and  implementation  in  all  network 
management  areas  in  addition  to  directing  system  infrastructure 
growth  engineering  activities.  Requires  a  BS  in  Engineering  or 
related  field  and  solid  experience  in  network  operations, 
maintenance,  planning,  design  implementation  and  engineering, 
assurance  &  certification;  systems  performance  monitoring;  and 
inventory  management. 

ENGINEERING  SUPERVISOR 

You  will  be  responsible  for  overseeing  the  numerous  distributed 
computing  systems  and  applications  that  comprise  the  total  GSM 
network.  This  will  include  implementing  operations  strategies  and 
certifying  adherence  to  operations  guidelines.  Requires  a  BS  in 
Electrical  Engineering,  Information  Technology  or  a  related  field, 
5-7  years  experience  in  network  operations  and  maintenance  in 
addition  to  a  minimum  of  1  year  in  GSM  network  management 
or  wireless  systems  operations. 

NETWORK  TECHNICIANS 

You  will  provide  in-field  technical  support  including 
hardware/software  platform  administration,  maintenance,  repair, 
retrofit  and  growth  for  the  MSC,  HLR,  VLR,  AUC  and  EDR 
network  elements.  College  degree  preferred. 


NETWORK  ENGINEERS 

Several  positions  available  involving  a  full  range  of  network 
responsibilities  related  to  the  Engineering  Technical  Assistance 
Center.  This  will  include  managing  and  maintaining  system 
configurations  and  software  upgrades,  developing  system 
operations  procedures  for  escalation,  improving  system  reliability 
and  developing  methods  to  measure  improvements.  To  qualify, 
you’ll  need  a  BS/MS  in  Electrical  Engineering  or  Computer 
Science  and  experience  in  one  of  the  following;  MSC 
development,  architecture  and  software;  telephony  and  wireless 
technology,  RF  engineering,  operations/maintenance  of  BSS 
equipment;  alarm  routing,  operations/maintenance  of  telephone 
networks.  Excellent  interpersonal  skills  a  must. 

All  positions  require  valid  passports. 

Our  compensation,  benefits  and  relocation  packages  are  what 
you’d  expect  for  overseas  assignments. 

For  consideration,  send  your  resume  to: 

AT&T  Bell  Laboratories,  Employment  Manager, 

Dept.  125/5751/95,  600  Mountain  Avenue,  Murray  Hill,  NJ  07974. 


AT&T 


An  equal  opportunity  employer 


University  of 
Notre  Dame 

NETWORK  ANALYST  POSITIONS 

The  Office  of  Information  Technology  is  currently  net¬ 
working  the  campus.  Most  academic  and  administra¬ 
tive  buildings  have  been  completed  and  a  project  is 
underway  to  network  the  27  student  residence  halls. 
To  support  services  that  utilize  this  infrastructure, 
Enterprise  Computing  Services  seeks  a  senior  network 
analyst  and  a  network  analyst.  These  positions  will 
obtain,  develop  and  support  software  related  to  enter¬ 
prise  networking  services. 

Applications  will  be  accepted  until  the  positions  are 
filled.  Candidates  should  possess  a  relevant  bachelor's 
degree;  an  advanced  degree  is  preferred.  In-depth 
knowledge  of  the  networking  internals  of  at  least  one 
multi-user  operating  system,  preferably  UNIX,  is 
required.  TCP/IP  experience  and  two  to  five  years 
advanced  C  programming  experience  are  essential. 
More  information  about  these  positions  can  be  found 
at:  http://www.nd.edu/~sexton/nw.html. 

Candidates  should  apply  with  resume  and 
cover  letter  to: 

Senior  Network  Analyst  or  Network  Analyst 
Screening  Committee 
Human  Resources 
Notre  Dame,  IN  46556 

Notre  Dame  is  an  Equal  Opportunity /Affirmative  Action  Employer 


Director  of  Information  Systems 

An  organization  located  in  the  north  suburbs  of  Pitts¬ 
burgh  has  an  exceptional  opportunity  for  an  experi¬ 
enced  professional  to  serve  as  Director  of  Information 
Systems.  This  position  will  be  responsible  for  super¬ 
vising  and  guiding  all  activities  relating  to  the  infor¬ 
mation  systems  used  by  the  organization  to  conduct 
its  business  that  includes  managing  the  information 
technology  and  its  application,  managing  the  telecom¬ 
munications  hardware  and  software,  and  managing 
all  other  office  automation  services.  Investigating  and 
leading  the  implementation  of  new  technology  for  the 
organization's  operations  and  developing  and  imple¬ 
menting  long-range  plans,  including  budget  prepara¬ 
tion  and  control,  for  the  growth  and  maintenance  of 
all  information  systems  is  also  a  position  require¬ 
ment.  Other  requirements  include: 

•  The  ability  to  perform  administrator-level  func¬ 
tions  on  Macintosh,  DOS/Windows,  Novell  and 
Unix  systems, 

•  Well-developed  user-level  computer  skills,  particu¬ 
larly  in  Internet  use,  hypertext  document  creation 
and  desktop  publishing, 

•  Ability  to  program  in  Perl,  C,  AppleScript, 

•  Bachelor's  degree  in  computer  science,  informa¬ 
tion  science  or  a  related  field, 

•  Supervisory  experience  and 

•  Ability  to  participate  in  a  high  level  committee 
environment 

Send  resume  and  letter  of  interest  outlining  how  you 
match  up  to  the  position  including  salary  require¬ 
ments,  by  January  5,  1996 ,  to:  Box  #B5223,  Network 
World,  161  Worcester  Rd,  Framingham,  MA  01701. 

SR.  Development  Engineer: 
M.S.  in  Chem.  E.,  Electrical  E. 
or  Petroleum  E.  plus  3  yrs. 
experience  on  job  or  3  yrs. 
experience  as  System  Manager 
required  (in  lieu  of  M.S., 
employer  will  consider  Bache¬ 
lor  degree  in  the  same  alternate 
fields  of  study  plus  5  yrs.  of 
same  alternate  experience  also 
qualifies).  Researches,  designs, 
and  develops  computer  hard¬ 
ware  and  system  software  for 
engineering  applications  in  oil 
field  service  industry.  Applies 
principles  and  techniques  of 
computer  science,  engineering, 
and  mathematical  analysis,  to 
analyze  software  and  hard¬ 
ware  requirements  including 
the  interface  to  determine  fea¬ 
sibility  of  design,  operational 
and  performance  requirements 
of  overall  system.  Develops 
and  directs  system  testing  pro¬ 
cedure,  and  documentation. 
Provides  field  support  for  cus¬ 
tomers  worldwide.  Must  be 
knowledgeable  in  Economic 
Evaluation  of  Projects;  Reser¬ 
voir  Interpretation;  Pumping, 
Acidizing  8c  Cementing  (3  hrs. 
course  work  or  1  yr.  hands-on 
experience  in  each  area.  These 
alternate  experience  require¬ 
ments  are  inclusive  in  the  3  or 
5  yrs.  experience  stated  above). 
$54,000. 00/yr.,  40-hrs.  wk. 
Applicant  must  have  proof  of 
legal  authority  to  work  in  the 
U.S.  Apply  at  Oklahoma  State 
Employment  Service  11 654 A 
E.  21st.  St.,  Tulsa,  Oklahoma 
74129  (ID#7209)  Job  Order# 
198120.  Ad  Paid  by  An  Equal 
Employment  Opportunity 
Employer 


Software  Consultant.  Provide 
services  to  clients  in  design  8c 
development  of  applications  8c 
systems  to  support  customer 
accounts  in  various  industries; 
design,  develop,  8c  maintain 
retail  merchandising  systems 
using  IBM  ES9000  MVS/ESA, 
CICS,  DB2,  VSAM,  COBOL  II, 
SDF  II,  8c  JCL;  implement  8c 
port  software  from  various  sys¬ 
tems  to  the  IBM  ES9000  envi¬ 
ronment;  generate  reports,  test, 
debug  8c  make  modifications; 
develop  8c  maintain  a  warranty 
contract  systems  using 
COBOL,  Oracle  database  8c 
UNIX  operating  system; 
develop  modules  8c  prototypes 
to  access  databases  from 
remote  locations  using  Inter¬ 
net’s  World  Wide  Web;  provide 
technical  support  to  users. 
$39,960/yr.  40  /wk.  M-F.  B.S. 
in  job  offered  or  2  yrs.  related 
exp.  as  Systems  Analyst  or  Pro¬ 
grammer  Analyst.  Related  exp. 
must  include  use  of  IBM 
ES9000  MVS/ESA,  CICS,  DB2, 
VSAM,  COBOL  II,  SDF  II, 
JCL,  Oracle  8c  UNIX.  Submit 
resume  to  Mary  Rogers,  Dept, 
of  Employment  Services,  275 
E.  Main  St.,  2W,  Frankfort,  KY 
40621.  ATTN:  JO#0345437. 
EQUAL  OPPORTUNITY 
EMPLOYER.  Only  persons 
with  authorization  to  work 
permanently  in  the  U.S. 
need  apply. 


Senior  Systems  Analyst:  Cus¬ 
tomize  software  for  a  financial 
management  account  package 
and  other  packages  using  SQL 
*Plus  and  Oracle  7.0  database 
tools;  document  applications, 
upgrade  software,  establish 
procedures  and  guidelines; 
assist  in  installation  and  main¬ 
tenance  of  a  Novell  Netware 
System  and  peripherals;  train 
end  users  in  use  of  system 
applications  and  software; 
install  and  maintain  CC:Mail 
for  Windows;  liaison  with 
other  agencies;  train  and 
supervise  3  systems  analysts. 
Position  requires  M.S.  degree 
in  Computer  Science  and  two 
years  prior  experience  in  sys¬ 
tems  analysis  including  experi¬ 
ence  using  SQL  *Plus  and 
Oracle  database  tools,  and 
installation  of  Novell  net¬ 
works.  37.5  hrs/wk;  7am- 
3:30pm;  salary  of  $1 8.56/hr. 
Send  resume  with  Social  Secu¬ 
rity  No.  to  the  Indiana  Dept, 
of  Workforce  Development, 
10N.  Senate  Ave.,  Indianapo¬ 
lis,  IN  46204-2277,  Attention: 
Gene  R.  Replogle.  Include 
ID#3379600  with  response. 
Applicants  must  be  eligible  for 
permanent  employment  in  the 
United  States. 


Microcomputer  Support  Spe¬ 
cialist:  Install,  maintain  and 
troubleshoot  Novell  3.12 
and  AppleShare  local  area 
networks;  provide  hard¬ 
ware/software  support  to 
end  users;  train  and  super¬ 
vise  faculty  and  students  on 
different  systems  and  soft¬ 
ware.  Position  requires  B.S. 
in  Computer  Information 
Systems  and  knowledge  of 

(1)  Novell  3.12  and  Apple- 
Share  local  area  networks; 

(2)  C++  and  FOCUS  pro¬ 
gramming  languages;  (3) 
ClarisWorks,  HyperCard, 
and  FileMaker  Pro  applica¬ 
tions  software.  40  hrs/wk;  2- 
1 1  pm;  salary  of 
$23, 700. 00/yr.  Send  resume 
with  Social  Security  No.  to 
the  Indiana  Dept,  of  Work¬ 
force  Development,  10  N 
Senate  Ave.,  Indianapolis, 
IN  46204-2277,  Attention: 
Gene  R.  Replogle.  Include 
ID#3379592  with  response. 
Applicants  must  be  eligible 
for  permanent  employment 
in  the  United  States. 


Database  Programmer  -  Analyst. 
Denver  Metro  Area.  Maintain 
1.5  million  customer  database  at 
state  of  the  art  operation. 
Develop,  test  and  debug  applica¬ 
tion  programs  in  a  multiproduct 
environment.  Design  system 
flow  in  a  relational  database 
environment.  Perform  leads 
management  using  queries  and 
develop  scripts.  Migrate  data 
between  mainframe  and  DOS 
environment.  Train  telemar¬ 
keters  and  staff  in  using  existing 
applications  (MS  Word,  MS 
Excel,  Act  for  Windows,  Para¬ 
dox  5.0  for  Windows).  Resolve 
conflicts  and  analyze  reports. 
Maintain  Novell  3.12  network 
system  (100  users)  and  perform 
backups.  Ensure  that  hardware 
and  software  work  harmo¬ 
niously  in  DOS,  Windows,  Mac¬ 
intosh  and  Novell  Netware 
environments  and  introduce 
upgrades.  Maintain  Northern 
Telecom  Options  II  PBX  tele¬ 
phony  system.  Must  have  Mas¬ 
ters  Degree  in  Computer 
Information  Systems  or  its 
equivalent,  knowledge  of  Para¬ 
dox  with  Object  Oriented  con¬ 
cepts,  working  knowledge  in 
relational  databases  and  Novell 
Networks,  UNIX,  Macintosh 
and  DOS  operating  system, 
SAS/SPSS,  troubleshooting  com¬ 
puter  hardware,  software  and 
network  problems.  40  hrs./wk. 
M-F,  8am  to  5pm,  $34,000/year. 
Apply  by  resume  to:  Colorado 
Department  of  Labor  and 
Employment,  Employment  Pro¬ 
grams,  ATTN:  Jim  Shimada, 
Tower  2,  Suite  400,  1515  Arapa¬ 
hoe  Street.  Denver,  CO  80202- 
2117,  and  refer  to  order  No. 
C04450401. 


Plan  Now 


. . .  for  the  Comnet  Show  Plan¬ 
ning  Guide,  January  22nd 
Issue  &  The  Comnet  Show 
Issue  January  29th  with  thou¬ 
sands  of  Bonus  Distribution. 

Place  your  ad  in  the  January 
22nd  Comnet  Planning  Guide 
&  run  the  Ad  in  the  January 
29th  Comnet  Issue  at  1/2  price. 


ACT  NOW!  The  Comnet 
Show  Planning  Guide 
closes  January  10th  for 
space  reservation.  Call  Pam 
Valentinas  at  1-800-622-1108. 
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For  additional  product  info 

Please  check  all  of  the  products  for  which  you  are  interested 
in  receiving  FREE  information. 


COMPUTERS/PERIPHERALS 

600  □  Backup  Devices 

601  □  Cabling  and  Cabling 


632  □  Peer-to-Peer  LANs 

633  □  Print  Servers 

634  □  Remote  LAN  Access 

635  □  Remote  Access/ 

Communication  Servers 

660  □  Security 

636  □  SNMP  Network 

Management 

661  □  Storage 

637  □  Superservers 

638  □  Wireless  Networks 
REMOTE/WIRELESS  COMPUTING 

639  □  Laptops,  Notebooks 

640  □  PCMCIA 

641  □  Mobile  Data  Equipment 

and  Services 

642  □  Wireless  Data  Equipment 

and  Services 

WAN  EQUIPMENT  AND  SERVICES 

643  □  ATM 

644  □  CIT  (Computer  Integrated 

Telephony) 

645  □  Diagnostic,  Monitoring 

and  Test  Equipment 

646  □  DSU/CSU 

647  □  E-Mail/On-Line  Services 

648  □  FAX  Boards/Modems 

649  □  Fiber  Optics 

650  □  Frame  Relay 

651  □  ISDN 

652  □  Modems 

653  □  PBX 

662  □  Security 

654  □  SMDS 

655  □  T1.T3,  Fractional  T1 

Mux  and  Services 

656  □  Videoconferencing/ 

Teleconferencing 

657  □  WATS/MTS 
OTHER 

658  □  Education  and  Training 

663  □  Storage  Cabinets/Furniture 
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Join  us  at  Xylan! 


MARKETING: 

Public  Relations  Manager 

Will  work  closely  with  corporate  and  marketing 
management  to  accelerate  public  awareness  of  Xylan’s 
products,  technologies,  and  market  position.  Public 
relations  experience  in  the  networking  industry  is 
required;  router,  LAN  switch,  and/or  ATM  switch 
experience  is  an  advantage. 

Senior  Product  Evangelist 

Will  help  to  develop  and  communicate  Xylan’s  message 
in  a  variety  of  ways,  including  specific  account  activity, 
seminars,  presentations  at  public  forums,  and  others. 
Will  be  responsible  for  the  Western  US.  Experience 
in  the  networking  industry  as  a  product  evangelist, 
director  of  marketing,  or  senior  product  manager  is 
required. 

WebMaster 

Will  take  full  charge  of  all  phases  of  Xylan’s  Web  site 
design  and  implementation.  Should  understand  both 
marketing  and  technical  aspects  of  Web  site  implemen¬ 
tations.  Will  design  and  implement  updates  to  the  site 
and  will  supervise  internal  and  contract  resources  as 
appropriate.  Requires  experience  in  the  design  and 
implementation  of  Web  sites  and  a  thorough  knowl¬ 
edge  of  Web  servers,  Web  browsers,  http,  html,  and 
associated  development  tools.  Experience  with  vrml, 
Java,  or  similar  complex  languages  is  desired. 

Writer 

Will  write  and  edit  data  sheets,  brochures,  white 
papers  and  other  marketing  materials  for  Xylan’s 
literature  program.  Five  years  marketing  writing 
experience  in  the  networking  industry  is  required 
and  experience  with  LANs,  routing,  and/or  LAN 
switching  is  preferred. 

SERVICE  &  SUPPORT: 

Sr.  Product  Support  Engineer  -  Internetworking 

Will  have  a  minimum  of  3  years  of  LAN/WAN 
product  support  or  similar  experience  (end  user 
experience  is  a  plus).  Good  writing  skills  are  a  must. 
This  person  must  have  the  ability  to  work  well  in  a 
team  environment.  Good  technical  knowledge  of 
routing/bridging/switching  and  at  least  two  of  the 
following  technologies  -  Ethernet,  token  ring,  FDDI 
or  ATM  -  are  required. 

Sr.  Product  Support  Engineer  - 
Network  Management 

Will  have  a  minimum  of  3  years  network  management 
product  support  or  similar  experience  (UNIX  adminis¬ 
tration  experience  is  a  plus).  Good  writing  skills  are  a 
must.  This  person  must  have  the  ability  to  work  well 
in  a  team  environment.  Good  technical  knowledge 
of  UNIX,  SNMP,  HPOV,  SunNet  Manager,  NetView 
AIX  and  general  networking  are  required. 

Sr.  Customer  Support  Engineers 

Will  have  a  minimum  of  3  years  of  LAN/WAN 
customer  support  (telephone)  or  similar  experience. 
Good  customer  relations  capabilities  are  a  must.  This 
person  must  have  the  ability  to  work  well  in  a  team 
environment.  Good  overall  network  knowledge 
(NOSes,  routers,  bridges,  switches,  etc.)  and  excellent 
trouble-shooting  skills  are  required. 

System  Certification  Engineer 

Will  have  a  minimum  of  2  years  of  experience  in  the 
development,  management  and  testing  of  networking 
systems.  This  person  must  have  the  ability  to  work 
well  in  a  team  environment.  Knowledge  of  network 
equipment,  NOSes,  test  equipment  and  network 
applications  are  a  must.  Third  party  test  management 
experience  (e.g.,  UNH,  ENL,  etc.)  is  preferred. 


Technical  Trainer 

Will  have  a  minimum  of  2  years 
experience  in  the  development  and 
delivery  of  technical  training  material 
to  end  users  and/or  resellers.  Excellent 
presentation  skills  are  required.  Good 
overall  networking  knowledge  is  required  and 
router/ATM/switch  course  development  is  preferred. 

DEVELOPMENT: 

Senior  Software  Engineer 

Will  have  a  minimum  of  8  years  of  programming  data 
communication  systems  with  hands-on  experience  in 
at  least  3  of  the  following  technologies:  frame  relay, 
LAN/WAN  internetworking,  ISDN,  Ethernet,  token 
ring.  This  person  must  have  a  high  proficiency  in 
C  language,  and  the  ability  to  design,  write  specifica¬ 
tions,  program,  and  debug  in  an  embedded  system 
environment.  68000  assembly  language  and  68360 
programming  experience  are  preferred. 

Senior  Test  Engineer 

Will  have  a  minimum  of  8  years  of  programming 
data  communication  systems  with  hands-on  experience 
in  at  least  3  of  the  following  technologies:  frame  relay, 
LAN/WAN  internetworking,  ISDN,  Ethernet,  token 
ring.  This  person  must  have  the  ability  to  take  full 
responsibility  for  testing  embedded  communications 
systems:  writing  test  plans,  working  with  software  and 
hardware  engineers,  debugging,  testing  and  verifying 
features,  problem  tracking.  Must  be  able  to  travel  to 
customer  sites  during  rollout  and  early  release  phases. 

SALES: 

Territory  Sales  Managers 

Responsible  for  development  of  various  territories,  pro¬ 
vide  complete  market  coverage,  as  well  as  targeting 
major  accounts.  Minimum  of  3  -  3  years  of  successful 
selling  in  the  LAN/WAN  market.  Excellent  selling  and 
technical  skills  are  required  in  the  routing/bridging 
and  switching  arena,  with  emphasis  on  Ethernet,  token 
ring,  FDDI  and  ATM.  Excellent  communication  skills 
are  required. 

Systems  Engineer 

Provide  pre-sales  support  to  sales  reps,  customers, 

VARs,  and  OEMs.  Assist  in  technical  training, 
seminars,  writing  and  preparation  of  RFP’s.  Will  have 
a  minimum  of  3  -  5  years  of  LAN/WAN  technical 
experience  (directly  with  end  users  a  plus).  Excellent 
communication  and  technical  skills  are  required. 

Must  be  familiar  with  routing/bridging  and  switching 
markets.  Familiarity  with  Ethernet,  token  ring,  FDDI, 
ATM  and  network  management  are  highly  desirable. 

Regional  Manager  -  Commercial  Sales  (West) 

Will  drive  revenues  within  the  Western  US  from  the 
Rockies  to  the  Pacific  Coast.  Will  identify  and  develop 
each  market  in  the  territory  to  improve  coverage  and 
market  share  each  year.  Will  oversee  the  development 
of  channels  within  the  territory  to  improve  their 
ability  to  sell  and  support  Xylan  products.  Will 
manage  all  territory  managers  and  system  engineers  in 
the  West,  and  will  be  responsible  for  the  management 
and  accuracy  of  forecasts  within  the  region. 

Canadian  Country  Manager 

Will  be  responsible  for  driving  revenues  and  market 
development  throughout  Canada.  Will  identify  and 
develop  each  market  in  Canada  to  improve  coverage 
and  market  share  each  year.  Will  oversee  the  develop¬ 
ment  of  channels  within  Canada  to  improve  their 
ability  to  sell  and  support  Xylan  products.  Will 
manage  all  territory  managers  and  systems  engineers  in 
Canada,  and  will  be  responsible  for  the  management 
and  accuracy  of  forecasts  within  Canada. 


XYLAN 

Complete  Switching  Systems  for 
the  Next  Generation  of  Computing 


National  Telco  Sales  Manager 

Will  be  responsible  for  establishing  Xylan  solidly  in 
the  telco  industry  throughout  the  United  States.  This 
is  a  senior  sales/marketing  position,  which  we  prefer 
but  do  not  require  to  be  based  in  the  East.  Will  work 
with  regional  managers,  territory  managers,  systems 
engineers,  and  Xylan’s  established  channels.  Will  also 
be  establishing  new  sales  and  marketing  channels. 
Excellent  selling  and  technical  skills  are  required 
in  the  routing/bridging  and  switching  arena,  with 
emphasis  on  Ethernet,  token  ring,  FDDI  and  ATM. 
Excellent  communication  skills  are  required 


Xylan  is  a  young  company  dedicated  to  providing 
complete,  powerful  switching  systems.  In  just  two 
years,  Xylan  has: 

>  Built  the  most  comprehensive  LAN  switching 
system  available,  supporting  Ethernet,  token  ring, 
FDDI,  CDDI,  ATM,  100BaseT,  IP  routing,  IPX 
routing,  policy-based  virtual  LANs,  a  range  of 
hardware  platforms,  and  powerful  network 
management  applications. 

>  Announced  a  revolutionary  campus  ATM  switch, 
with  a  13.2  Gbps  fabric,  up  to  64  OC-3  ports,  up  to 
128  23Mbps  ports,  and  unequaled  support  for  mixed 
QoS  traffic. 

I  Created  a  worldwide  support  and  sales  structure, 
including  offices  in  over  30  cities  worldwide  and 
partnerships  with  some  of  the  strongest 
networking  companies  in  the  world. 

>  Established  a  strong  financial  foundation,  with 
over  $25  million  in  funding  and  a  record  revenue 
rate  for  a  new  internetworking  company. 

Visit  us  at  our  Web  site:  http://www.xyLan.com 

Mail,  fax  or  E-mail  your  resume  to: 

XYLAN 

26679  W.  Agoura  Road,  Calabasas,  CA  91302 
Attn:  Human  Resources 

Fax:  (818)  880-3505 
E-mail:  info@xylan.com 


WE  ARE  PROUD  TO  BE  AN  EQUAL  OPPORTUNITY  EMPLOYER 
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There  is  no  cost  to  you  to  receive  information  on  these  network 
products  and  services! 
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Leap  for  LAN  kind 


LAN 

Management 
System  II™ 

•  Unmatched  strength 
and  stability 

•Countless  config¬ 
uration  choices 

•  Easily  reconfigurable 
and  totally  flexible 

•  Superior  cable 
management 

•  Lifetime  Warranty 

•  QuickShip  Program 

For  NEW  20-pg. 
Color  Brochure: 

CALL 

800-225-7348 

508-852-4300 

FAX 

508-853-8904 


NTWD 


WRIGHT-LINE 

technical  furniture  solutions 
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Look  ot  8  systems —  or 
hit  the  arrow  key  and 
scroll  down  to  see  up 
to  64! 


MS-OOS  Prompt 


jjjjjj  The  Mictwotl  Network. 
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Si£  My  Computer 
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SUSAN 

SYSTEM 

SYSTEM 

SYSTEM 


On-Screen  Configuration 
and  Activity  Reporting  lets 
you  quickly  view  current 
information  on  direct 
system  connections. 


User-definable  system 
nomenclature  lets  you 
name  servers  anything 
you  want,  for  a  more 
intuitive  sense  of  what's 
happening  where. 


Select  from  8  or  more 
systems  instantly  on-screen. 


Introducing  the  first  and  only  screen-based  concentrator 
switch  —  OutLook,  from  Apex  PC  Solutions,  Inc. 
OutLook  gives  you  instant  visual  feedback  on  attached 
systems  or  any  systems  you  want  to 
select  from  anywhere  on  your 
computer  screen.  An  intuitive  on¬ 
screen  menu  lets  you  select  and 
switch  to  8... 16. ..or 
even  64  systems  with  a 
few  keystrokes. 


The  actual  switch  is  just  1  -3/4"  high,  so  it 
can  be  neatly  tucked  away  out  of  sight. 


you  can  locate  and  switch  to  applications  without  having 
to  figure  out  someone  else’s  pre-defined  numbers. 

Total  control  at  your  fingertips. 

OutLook’s  non-volatile  memory 
rj  offers  a  safety  net  in  the  event  of 
power  outages  or  accidental 
switch  shutdowns.  OutLook  remem¬ 
bers  the  system  configurations  and  goes  right  on 
performing  flawlessly. 


See  it  all — all  in  one  place. 

Instead  of  looking  at  boxes,  buttons,  or  blinking  lights, 
OutLook s  menu-driven  commands  take  you  wherever 
you  want  to  go,  in  your  terms.  Now  you  can  input  system 
names  that  make  sense  to  you,  right  on  screen.  That  way, 


Improve  your  OutLook  at  work. 

See  the  future  now.  Call  Apex  PC  Solutions,  Inc.  for  a 
first-hand  look  at  OutLook  -  and  get  ready  for  quite  a 
switch.  1-800-861-5858  or  (206)  402-9393. 

Innovation & 
Technology 
by  Design 


20031  142nd  Ave.  NE  •  Woodinville,  WA  98072  •  (206)  402-9393  •  Fax:(206)  402-9494  •  e-mail  address:  info@pcsol.com 

OutLook  is  o  trademark  of  Apex  PC  Solutions,  Inc.  All  Apex  products  are  made  in  the  U.S.A. 


APEX 

PC  SOLUTIONS 
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Introducing  SecureAccess:  A  now 
concept  in  remote  network  security. 

Now  your  users  can  access  your  company 
network  anywhere,  anyway,  any  time,  without 
compromising  network  security  —  with  the 
SecureAccess System  from  Cylink. 

Users  simply  dial  in  using  the  Internet,  or 
any  other  public  switched  network,  for  the 
most  cost-effective  remote  access. 


response  tokens  and  other  access  tokens  to  give  you  Iro 
security  of  knowing  that  unwanted  intruders  are  locked  ou' 

Through  low-cost  public  networks. 

Cc^my.-Hcatcns 

HSSH  SecureAccess  is  comprised  of  three 

flf  separate  components:  SecureTraveler  for 

Windows,”  SecurePocket  Traveler” and  the 

—  SecureGate?1 

Get  security  you  can  take  with  you. 


f; 

ft 

l  j 

n 

Certiffiably  secure. 

Cylink's  X.509  digital  certificates;  unlike  firewalls,  challeng 


Call  Cylink  today  at  1 .800.533.3958  (US)  or 

1 .408.735.5800  (outside  US)  for  the  number  of  a 
representative  in  your  area. 


K^MLOOSODZ. 


910  Hermoso  Court,  Sunnyvale,  CA  94086,  USA  Tel:  408.735.5800  Fax:  408.720.8294 

©  Copyright  1995  Cylink  Incorporated.  SecureAccess,  SecureTraveler,  SecurePocket  Traveler,  and  SecureGate  are  trademarks  of  Cylink  Corp 
Other  trademarks  or  registered  trademarks  are  the  property  of  their  owners.  E-mail:  info@cylink.com  All  Cylink  products  by  Fax  -  Int'l.:  408.735  6614 


Reader  Service  No.  250/FaxNET  No.  30850 


If  this  card  is  missing,  you  may  be  missing  out  on  total  network  security. 

Call  l-800-9-Eagle-6  for  your  free  copy  of  The  Five  Domains  of  Network  Security. 


If  your  network 

SECURITY  isn’t  DOMAIN  5, 
READING  THIS  REPORT 

is  Priority  1. 


Firewalls  are  critically  important  to  Internet  security, 
but  they  alone  are  not  enough  to  fully  protect  your  net- 
*  work  resources  and  valuable  intellectual  property.  To 
protect  the  entire  enterprise ,  including  information  and 
resources  in  the  field  and  at  remote  sites,  you  need  an 
integrated,  modular  approach  to  network  security.  It’s  called 
Domain  Five  Security,  a  new,  comprehensive, 
easy-to-manage  solution  which  only  Raptor 
Systems  can  provide.  From  the  desktop  to  the 
Internet ,  from  the  portable  PC  to  the  workgroup, 
to  remote  offices  and  beyond,  no  one  can  protect 
your  corporate  resources  like  Raptor. 


St 


Raptor 


Send  in  this  card  today  for  your  free  copy  of 
The  Five  Domains  of  Network  Security. 


Name 


Title 


Phone  Fax  e-mail 


Company  Name 


Address 


City  State  Zip 

Number  of  users  in  company:  G  <50  G  50-100  G  101-300  G  301-500  G  500+ 

Current  Network  Security:  G  Router  G  Packet  Filter  G  Custom  Firewall 

G  None  G  Other  (please  specify) 

Workstation  platforms  in  use  (check  all  that  apply): 

G  Sun  SPARCstation  (or  compatible)  G  Hewlett-Packard  PA-RISC 

Q  IBM  RS/6000  Q  Other  (please  specify) 


NW001 


The  Five  Domains 
of  Network  Security. 


TM 


is  an 


Domain  1:  Internet  Security:  Eagle 
application-level  firewall  that  combines  comprehen¬ 
sive  access  controls  with  real-time  monitoring  and 
suspicious  activity  detection  and  alerting  to  protect 
against  unauthorized  Internet  access. 

®  TM 

Domain  2:  Workgroup  LAN  Security:  EagleLAN  is  an 
internal  application-level  firewall  that  provides 
departmental  security  to  protect  confidential  data 
from  unauthorized  access.  EagleDesk  provides 
secure,  encrypted  bi-directional  communication 
between  the  desktop  and  any  authorized  node. 

TM 

Domain  3:  PC  Security:  EagleNomad  provides  note¬ 
book  PC  secure  access  over  the  public  network  using 
SecureConnect  virtual  private  networking  and  encryp¬ 
tion  technologies  for  controlled,  transparent  navigation 
throughout  the  enterprise. 

Domain  4:  Remote  Security:  EagleRemote  provides  multi-site  communications  and 
management  to  remote  sites  and  corporate  partners  and  suppliers  worldwide,  regard¬ 
less  of  the  communications  interface. 

Domain  5:  Integrated  Network  Security:  The  Eagle  family  is  an  integrated,  modular  suite 
of  products  designed  to  create  a  zone  of  trust  around  all  of  the  domains  of  your 
extended  enterprise.  It  provides  strong  authentication,  central  configuration  and 
management,  real-time  monitoring  and  detection  and  seamless,  secure  encrypted 
communications  from  laptop  to  workgroup  to  the  Internet  and  remote  sites  world¬ 
wide.  An  intuitive  GUI  allows  for  ease  of  configuration  and 
implementation.  ||H9 

The  Eagle  network  security  architecture  is  scaleable  to  support  III  \\ 

you  as  your  needs  grow  and  flexible  enough  to  support  a  broad 

range  of  hardware  platform,.  For  smaller  companies,  lNTECRATED  ENTERPRISE 

Raptor  offers  50-  and  200-user  configurations.  NETWORK  SECURITY 
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NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


BUSINESS  REPLY  MAIL 
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Wk  RAPTOR  SYSTEMS  INC 
JJJwT  69  HICKORY  DR -STE  3 
1  W  WALTHAM  MA  02154-9789 


R  A  I'TOR 


Raptor  Systems,  Inc.,  69  Hickory  Drive,  Waltham,  MA  02154. 

Voice:  800-9-Eagle-6,  617-487-7700  Fax:617-487-6755  e-mail:  info@raptor.com  wcb:http://www.raptor.com 
All  trademarks  are  the  properties  of  their  respective  companies. 


Effective  operation  of  your  enterprise  network  is  mission  critical.  Effective  documenta¬ 
tion  about  your  network  is  equally  mission  critical.  NetDraw®  and  NetDraw®  Plus  will  help 
you  diagram  and  document  your  network  infrastructure  quickly,  effectively  and  professionally. 


□eiNetDra^ 


NetDraw  Plus  v2.0  integrates  a  powerful,  comprehensive 
library  of  over  1,100  highly  detailed  networking  images 
into  a  robust  Windows™  drawing  application  optimized 
for  network  diagramming.  Drag  and  Drop  the  images  you  need  right  from  the  on-screen 
templates  onto  your  drawing.  In  full  color  and  richly  detailed,  NetDraw  Plus  will  help  you 
prepare  professional  diagrams  and  presentations.  Choose  from  over  1,100  vendor-specific 
and  general  network  images  and  symbols. 

Priced  at  just  $199.95,  NetDraw  Plus  does  more  than  just  make  your  diagrams  look  good,  it 
makes  them  intense. 


n 

nn 

nnn 


NetDraw 


If  you  already  have  a  Windows  drawing  application  or  if 
you  work  on  a  Macintosh,  you  too  can  have  the  power  of 
NetDraw.  The  complete  1,100  image  NetDraw  v3.0  clip 
art  library  is  available  separate  from  our  NetDraw  Plus  application  package.  NetDraw  for 
Macintosh  comes  in  both  EPS  and  AI  formats  and  NetDraw  for  Windows  comes  in  Windows 
Metafile  format.  Either  way,  NetDraw  images  are  a  breeze  to  import  into  almost  all  applica¬ 
tions. 

Available  now  for  just  $129.95,  the  NetDraw  clip  art  library  provides  you  with  the  most 
comprehensive,  highest  quality  collection  of  network  images  and  symbols  available. 

Dial  our  Fax-Back  line 

at  800-756-9430 

OR  for  complete  product  information 
and  order  form! 

(When  prompted,  request  document  #10) 


Order  your  copy  today! 


Call  us  at 

1-  800-643-4668 
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Novell  and  Intel  Join  Forces  To  Give  You  ManageWise,  & 
SyncComplete  Adds  On... 


•  to  integrate  the  network  information  that  is  scattered 
among  Novell's  NDS,  NMS,  and  Intel's  LANDesk  into 
an  integrated  database. 

•  to  provide  a  common  user  interface  that  allows 
instant  access  to  complete  network  information. 

•  to  provide  extensive  network  reporting  capabilities. 


Real  Integrator  for  NMS  & 
LANDesk 

Smartly  consolidates  the  data  from  Novell's 
NMS,  NDS.  and  Intel's  LANDesk  into  an 
integrated  database  and  provides  a  common 
user  interface  that  allows  instant  access  to 
complete  network  information. 

Integrated  Database 

Synchronizes  data  for  complete  network 
information  and  provides  a  user-centric  view  of 
your  network. 

Extensive  Reporting 
Capabilities 

Fully  supports  our  ReportComplete,  a  network 
reporting  tool  which  comes  with  SyncComplete. 
It  generates  predesigned  reports  for  networks 
of  any  size;  generates  more  than  a  dozen  types 
of  reports  that  fall  into  four  report  styles; 
Segment  Report,  Network  report,  Alarm  Report, 
Router  &  Hub  Function  Report;  provides 
different  reporting  styles  that  allow  you  to 
customize  reports  to  your  needs;  comes  with 
many  reporting  features  that  make  generating 
reports  easy. 

Automatic  Data  Input 

Automatically  fills  the  data  into  the  NMS 
database  and  eliminates  hours  of  manual  data 
input. 

System  Auditing  Capability 

Automatically  logs  any  configuration  changes  to 
the  workstations  and  servers  on  your  network. 

It  allows  you  to  keep  track  of  all  the  changes 
and  enables  you  to  respond  to  any 
unauthorized  changes  before  any  problem 
occurs. 

Automated  Operations 

Allows  scheduling  for  automated  operations  at 
certain  times  when  network  traffic  is  not  at 
peak,  or  to  schedule  routine  operations  in  a 
daily,  weekly,  biweekly,  monthly,  or  even 
quarterly  basis. 


Kansmen  ssi 

Fax: 

Corporation  BBS: 

Internet: 

WWW: 

(C)  Copyright  1995  Kansmen  Corporation.  All  FTP- 

Rights  Reserved.  SyncComplete  is  a  r  l  r. 

trademark  of  Kansmen  Corporation.  All  other 
product  names  mentioned  herein  are 
trademarks  or  registered  trademarks  of  their 
respective  organizations. 


Test  drive  on  our  BBS  and  NOVUSER  Forum  on  CompuServe. 


800-200-9881 

408-263-9881 

408-263-9883 

408-263-0892 

info@kansmen.com 

www.kansmen.com 

ftp.kansmen.com 


Two  Levels  of  Data 
Synchronization 

Provides  two  levels  of  data  integration  to  meet 
your  needs  at  different  times;  full  synchrony 
and  incremental  synchrony.  Full  synchrony  is  a 
database  rebuilding  process  that  enables 
complete  data  integration  among  the  NMS, 
NDS.  and  LANDesk  databases.  Full  synchrony 
is  recommended  when  the  NMS  database  has 
been  reset  with  all  the  data  rediscovered. 
Incremental  synchrony  updates  the  object  in 
the  database  when  modification  has  been 
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ISDN  Got  Your 
Attention? 

GET  ALL  OF  THE  FACTS  ABOUT... 

•  Availability  in  Your  Geographic  Area 

•  Cost  Justification 

•  Support  for  Your  Existing  Analog  Technology 

FREE  COST/BENEFIT  ANALYSIS 

For  Ascend's  Pipeline  Family  of  ISDN  Access  Routers 
and  MAX  Analog/Digital  WAN  Access  Switch 

Telecommuting  •  Branch-Office  Access  •  Internet  Access  Solutions 

MAXNET  Offers  EXPERT  Integration  Services  for  Ascend: 

•  Network  Design,  Installation  and  Management 

•  24  x  7  Help-DesV  and  Network  Control 

•  Custom  Maintenance 


1  -800-4-MAXNET 


Opening  the  Door  to  a  World  of  Communications 


Tfademarks  are  the  property  of  their  respective  owners.  ©1995  MAXNET  Communication  Systems,  Inc. 
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IBM,  PC,  and  PS/2  are  registered  trademarks  of  International  Business  Machines  Corporation.  Macintosh  is 
a  registered  trademark  of  Apple  Computer,  Inc.  Sun  is  a  trademark  of  Sun  Microsystems.  Cybex,  Commander, 
and  AutoBoot  are  trademarks  of  Cybex  Corporation. 

^ealeM^rogran^vailaWe^^ ^ JVIadeJn^USA 


Finish  Out  Your  Rack  with 
a  Magnum  Commander 


■  Control  up  to  96  file  servers  with  1  keyboard,  monitor  and  mouse 


jfcyBEX" 

V  v  4912  Research  Drive 
Huntsville  AL  35805  USA 

(205)  430-4000  (205)  430-4030  fax 


■  Control  all  attached  computers  locally, 
remotely,  or  both;  rear  peripheral 
access  available 


MAGNUM 


COMMANDER 


■  Push-button  and  keyboard 
controlled  scanning  standard 


Supports  all  100%  IBM  compatible 
PCs  and  PS/2  or  serial  mice;  integral 
Sun  and  optional  Mac  support  available 


AutoBoot™  feature  boots  all  computers 
without  user  intervention 

3.5 "  unit  is  designed  for  1 9,  23, 
and  24"  rack  applications 


Each  unit  controls  up  to  16  file 
servers;  cascade  up  to  6  units 
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"A  network 
administrator's  dream1 

-  PC  World,  Jan.  ’95 


ave  time  and  money  using  the 
ONLY  COMPLETE  software 
solutions  for  sharing  and  managing 
CD-ROM  resources  on  networks. 
Just  install  our  software  on  a  network  node, 
and  in  five  minutes  CD-ROM  information 
will  be  easily  accessible  to  all  network  users. 


"Ingenious" 

-  NetWare  Connection,  Apr.  ’95 

"CD-Vision  may  be  the  only  software 
that  you  need  for  sharing  CDs." 

-  PC  Magazine,  Jan.  ’96 


CD  Commander  (SUPERVISOR) 


Gain  instant  access  to  multiple  CD-ROMs, 
using  one  drive  letter  or  our  unique  CD- 
ROM  title  toolbar.  Save  hours  by  using 
our  Automatic  Title  Installation  Program. 

Ometix  products  also  offer  title  specific 
security,  instant  mounting  of  CD-ROM 
titles,  and  unparalleled  CD-ROM  server 
performance. 

Join  the  hundreds  of  thousands  who 
are  now  using  Ometix's  CD-View™, 
CD-Vision®,  &  CD-Commander®.  Netwtre 


•°ORNETIX 

network'products 


Powerful  Network  Solutions 


1885  Lundy  Ave.,  San  Jose,  CA  95131 
Tel.:  (408)  383-7050,  FAX:  (408)  383- 

Visit  Our  New  World  Wide  Web  Home  Page 

http://www.ometix.com 


Looking  for  internetworking 

THAT  PAYS  FOR  ITSELF? 

Look  to  DATATECH. 


Is  your  enterprise-wide  network  saving  you  money  on  long  dis¬ 
tance  phone,  fax  and  data/LAN  communications?  If  not,  you 
need  to  talk  to  Datatech. 

With  Datatech  as  your  internetworking  partner,  you'll  get  the 
best  internetworking  products  and  services.  Count  on  us  for  your 
LAN/WAN  network  design  and  implementation  and  cost-saving 
data/voice/fax  integration. 


CALL  TODAY  FOR  A  COST-SAVINGS  ANALYSIS  OF  YOUR  NETWORK 
AND  LET  YOUR  NETWORK  START  PAYING  FOR  ITSELF! 

Call  1  -800-930-9999  in  Western  U.S. 

1  -800-438-7458  in  Eastern  U.S. 


mirnm 

Products  That  Pay  for  Themse/vesm 


ID 

DATATECH 

Specialists  in  Data  Communications  Equipment 
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Prevent  Unauthorized  Access 

WITH  THE  WORLD’S  LEADING  FIREWALL  SECURITY  SYSTEM 


■  Full  Transparency  to  All  Users  and 
Applications 

TCP  Session  Tracking 

Firewall-1  Encryption  for  Virtual  Private 
"  Networking  over  the  Internet 

■  Highest  Level  of  Network  Performance 


h®**'  IP  Address  Translation  and  IP  Hiding 


General  Client  and  User  Authentication 
for  All  Internet  Services 

Supports  All  Internet  Services  and  Pro¬ 
tocols 

Powerful  Auditing  and  Alerting 


Call  Today  to  Arrange  for  an  Evaluation 
of  Firewall-1  Version  2.0 

800-325-9870  checkpoint@security.com 

Internet  Security  -  Firewall-1  Technical  Support,  Training  and  Services 

Firewall- 1  is  a  registered  trademark  of  Checkpoint  Software  Technologies  Ltd. 


"FireWall- 1  stood  far 
above  the  pack" 
-NetworkWorld 


for  protection 
against  attacks " 

-  Open  Computing 
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Re-defining  Plug  n’  Play. 

A  CD-ROM  server  system  that 
is  installed  like  an  appliance. 


SciNet  CD-System  is  a  complete  CD-Rom  Server  designed  to  be  installed  like  an  appliance. 

Listen  to  what  the  experts  say: 

“...Installation  ranks  among  the  simplest  of  any  network  product  we 
have  ever  seen.  The  entire  procedure  goes  like  this:  You  remove 
the  unit  from  the  box,  connect  the  power  and  Ethernet  cables, 
insert  the  CD-ROMs,  and  flip  the  switch” 

Steve  Rigney,  PC  Magazine,  Network  Edition,  August  1 995 


It  runs  with 
NetWare 


This  functionality  is  now  possible  because 
we  have  incorporated  our  unique  server 
technology  inside  the  SciNet  CD-System 
and  added  CD-ROM  functions  to  deliver  the 
equivalent  of  NetWare  server  with  superior 
CD-ROM  support.  And  there’s  no  need  for 
keyboard  or  monitor. 

THE  FIRST  NETWORK 
APPLIANCE  HAS  ARRIVED! 

Save  time  and  hassles.  Don’t  buy  the 
pieces,  get  the  whole  solution. 

OEM  and  reseller  inquires  are  invited. 

To  learn  more  call  SciNet  today  at 
1-800-653-1010. 

SCNET 

The  Application  Server  Company 

SciNet,  Inc.,  3255-2  Scott  Blvd. 

Suite  102,  Santa  Clara,  CA  95054 
Tel:  (408)  492-9365  Fax  (408)  492-9379 


BEST* 


LAN  TIMES 


▼  1  9  3  5  ▼ 
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ADVERTISEMENT 


New  Frontier  Technologies  Software  Brings  NetWare  Users  to  the  Internet 


ByANNKRAUSS 

Frontier  Technologies  Corporation  has 
announced  the  first  NT-server  based  product 
that  offers  Internet  access,  TCP/IP  and  host 
connectivity  for  Novell  NetWare  environ¬ 
ments.  Called  CyberJunction™,  the  product 
combines  an  innovative  transmission  gateway 
with  a  robust  suite  of  Internet  and  host  con¬ 
nectivity  applications.  This  enables  NetWare 
clients  to  connect  to  the  Internet  and  other 
hosts  with  speed  and  security  without  running 
TCP/IP  on  every  desktop. 

CyberJunction  is  bundled  with  Frontier’s 
robust  web  server,  SuperWeb™  Server,  allow¬ 
ing  NetWare  users  to  improve  internal  and 
external  communications  through  the  World 
Wide  Web.  The  client  product  includes 
Frontier’s  award-winning  Internet  applications 
from  SuperTCP  Suite  1.2  and  SuperHighway 
Access  2. 

CyberJunction  provides  IPX  to  IP  bridging 
through  a  Windows  NT-based  server,  eliminat¬ 
ing  the  need  for  TCP/IP  software  on  every 
desktop.  This  protects  the  users’  investment  in 
NetWare  and  avoids  the  extra  administration 
required  to  manage  dual  IPX  and  TCP/IP 
protocol  stacks  on  each  client  PC. 
Transmission  speed  for  customers  is  dramati¬ 
cally  improved.  By  utilizing  an  NT-based  solu¬ 
tion  rather  than  a  NetWare  NLM  solution, 
performance  of  the  NetWare  network  is  not 
impacted.  Neither  the  NetWare  server  nor 
client  have  individual  IP  addresses,  protecting 
the  LAN  from  intrusion  from  the  Internet. 
This  product  also  prepares  companies  for  a 
gradual  migration  to  an  open-system  TCP/IP 
environment. 

“CyberJunction  demonstrates  Frontier 
Technologies’  continuing  commitment  to 
develop  market-driven  product  solutions,”  said 
John  Teitgen,  president  of  Frontier 
Technologies.  “There  is  a  huge  installed  base 
of  NetWare  networks  with  users  that  want  to 
experience  the  benefits  of  the  Internet. 
CyberJunction  is  an  extremely  easy-to-install, 
powerful  and  cost-effective  solution  that 
allows  NetWare  users  access  to  the  Internet 
and  to  the  corporate  TCP/IP  network.  In  addi¬ 
tion,  the  SuperWeb  Server  brings  the  power  of 
web  technology  to  the  NetWare  environment, 
allowing  companies  to  improve  their 
communications  both  internally  and  with  the 
outside  world.” 

CyberJunction  Components 

CyberJunction  is  a  powerful  NT-based  IPX 
to  IP  gateway.  The  product  is  designed 
specifically  for  work  groups,  and  includes  a 
complete  set  of  Frontier’s  award-winning 
TCP/IP  and  Internet  applications,  including  a 
multi-protocol,  commercial-grade  browser, 
Internet  organizer,  MIME  Email,  telnet 
terminal  emulation,  FTP  client/server,  TN 
3270,  VT320,  VT100  and  remote  utilities. 

“CyberJunction  fills  a  strategic  gap  in  the 
market  by  providing  Novell  users  with  greatly 
improved  connectivity  and  security,  while  at 
the  same  time  giving  their  customers  access  to 
information  via  the  World  Wide  Web,”  said 
Frontier  Technologies  senior  product  manager 
Joe  Haley.  “We  provide  a  migration  path  to 
NT-based  applications  while  protecting  the 
embedded  NetWare  infrastructure.” 

Frontier’s  SuperWeb  Server  is  a  complete 
“enterprise  information  system.”  By  combin¬ 
ing  client  and  server  components,  the 
SuperWeb  Server  dramatically  improves  the 


level  of  communications  between  workgroups, 
customers,  suppliers  and  vendors.  “In  a 
competitive  world,  information  is  a  weapon 
that  separates  winners  from  losers,”  said  Haley. 
“SuperWeb  Server  gives  its  users  a 
competitive  edge.” 

Pricing  and  Availability 

CyberJunction  is  available  through  Frontier 
Technologies’  direct  and  reseller  channels. 


CyberJunction  is  sold  in  5,  10,  20,  50  and 
100-user  packages;  pricing  starts  at  $1795  for 
a  5-seat  license.  The  SuperWeb  Server  is 
included  with  50  and  1 00-user  packages,  and  is 
otherwise  available  as  an  add-on  for  $795  with 
5,  10  and  20-user  packages. 

Frontier  Technologies  Corporation  is  a 
supplier  of  Internet,  networking  and  TCP/IP 
applications  for  personal  computers.  Frontier’s 
networking  software  enables  individuals  to  be 


more  productive  and  business  to  be  more 
competitive  on  a  global  basis.  Headquartered 
in  Mequon,  WI,  Frontier  has  offices  in 
California,  Pennsylvania,  Europe  and  India, 
and  employs  more  than  1 40  people  worldwide. 

CyberJunction,  SuperWeb  Server,  SuperTCP  Suite,  Internet 
Organizer,  SuperHighway  Access  for  Windows  and 
SuperHighway  Access  CyberSearch  are  trademarks  of  Frontier 
Technologies  Corporation. 


Data  Comm 


Now  get  the  power  of 
Frontier  Technologies’ 
SuperTCP  Suite  2.0 

for  all  of  your 
Microsoft  operating 
environments. 

THE  NEW,  SUPERTCP  SUITE  2.0 
GIVES  YOU  MORE  THAN 
FORTY  AWARD-WINNING 
APPLICATIONS  INCLUDING: 

•NFS  (Client/Server) 
•Internet  Access 
•Host  Connectivity 
•X-Window  Server 

BEST  OF  ALL,  JUST  ONE 
CD  AND  ONE  LICENSE 
LETS  YOU  MIGRATE  FROM 
WINDOWS  3.11  TO 
WINDOWS  95  OR  NT. 

CALL  NOW 
1-800-929-3054 

SUPERTCP@FRONTIERTECH.COM 

WWW.FRONTIERTECH.COM. 


©  1995  Frontier  Technologies,  Inc.  All  product  names  are  Trademarks  of  their  respective  companies. 


AT  FRONTIER  TECHNOLOGIES  WE’RE  IN  STRIDE  WITH  YOUR  MICROSOFT  MIGRATION. 
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jj&t  Ethernet  to  ATM/Frame  Relav/SMDS  Gateway 
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tjest  T1  Access  Products  -  Guaranteed! 
'  ATM  Frame  Relay  SMDS 


•  Complete  line  of  Tl/El 
Access  products 

•  Simultaneous  voice,  video 
and  data  transport 

•  Built-in  migration  path  for 
investment  protection 

•  Extensive  diagnostics,  traffic 
generation  and  SNMP 

•  Reliable,  aggressively  priced 


Cell  Access  Tfchnoli  »«»> 

<  \T7fl©  II  list  ,  si 


CAT700  DSU/CSU 


C ATI 200  MUX 


CAT 1500  MUX 


ATM  DXI,  SMDS  DXI, 
Frame  Relay,  T1/FT1 

1  or  2  Ports 
Optional  Ethernet  and 
“Drop  &  Insert” 

LCD  Display  &  keypad 


ATM,  Frame  Relay, 
SMDS,  T1/FT1 

LAN  to  WAN  protocol 
conversion 
Up  to  4  ports 
V.35/RS449,  Ethernet, 


ATM,  Frame  Relay, 
SMDS,  T1/FT1 
Built-in  migration  path 
LAN  to  WAN  protocol 
conversion 
Up  to  4  ports 
V.35/RS449,  Ethernet, 


FT1 

El  version  available 


FT1 

El  version  available 


Starts  at  $995 


Starts  at  $2495 


Starts  at  $4995 


C CIIA-CCCSS  761 B  University  Avenue,  Los  Gatos,  CA  95030 
Technology ,  Inc.  Phone  (408)  395-8490  FAX:  (408)  395-8270 
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Remember  to  fill  out  your 
Reader  Service  Card 
in  this  issue! 
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CD  ROM  TOWERS 


4,  7,  14  and  28  Bay  Towers 
Servers  and  Rack  Mounts 


Toshiba,  NEC,  Plextor 
and  Sony  Drives 

Novell,  Windows  NT,  Unix 
and  OS/2  Compatible 

CD  Management  Software 
2  Year  Warranty 

EXCEL  COMPUTER 
SALES  800-995-1014 
FAX  214-385-3299 
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BoRDERWare 


True  Internet  security  requires  a  complete  solution. 

The  most  secure  Firewall  in  the  industry,  Border  Ware)  provides: 

Endorsement 
from  multiple 
independent 
security  testing  labs 


An  integrated  security 
engine/ 


:egra 

•/OS  combination 


BorderWare" 
Firewall  Server 


Built  in  support  for 
authentication  and  encryption 


Transparent  proxies  and  application  gateways 

Flexible  features  such  as  address  translation 
and  user  defined  proxies 

Fully  integrated  Internet  servers 

(DNS,  Web,  SMTP/POP,  USENET,  and  FTP) 

Secure  Server  Net™  technology  to  securely  run  your 
commercial  Web  servers 


IM 


YOUR  INTERNET  RUSINESS  PARTNER 

CALL  US  AT:  1 -800-723-1 166  visit  us  at:  http:/ /www.netpart.com/  e-mail  us  at:  soles@netpart.com 

NetPartners,  Inc,  5060  Shoreham  Place,  Suite  200,  San  Diego,  CA  92122  619.622.8966 

Copyright  1995  NetPartners,  Inc,  NetPartners  logo,  *Your  Internet  Business  Partner1  are  registered  trademarks  ol  NetPartners,  Inc.  BorderWare  is  a  registered  trademark  of  Border  Network  Technologies,  Inc. 
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77  &  Fractional  T1  CSU/DSUs 


•Drop  and  insert  option 

•Outstanding  jitter 
tolerance 

•Frame  Relay  compatible 

•Free  7X24  customer 
support 

•Free  5  year  warranty 
with  overnight 
replacement 

•http://www.astrocorp.com 


Minneapolis,  MN  55413-2820 


800-669-6242  •  612-378-7800 
Fax  612-378-1070 


•  Distance  Learning  •  Telemedicine  •  Internet 
•  Video  Conferencing  •  Data/Video/Voice 

T1/FT1  CSU/DSUs  •  DDS  &  Switched  56  CSU/DSUs  •  Intelligent  Statistical  Multiplexers  •  Serving  Telecommunications  Since  1968 
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OM 


2700  Summer  Street  NE 


•Full/Fractional  T1 
CSU/DSUs 


•Simple  to  install 
•One  to  four  user  ports 
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For  details  an  how 
to  put  your  ad  here 


Carla  Cappucci 
1-800-622- 1108 


NETWARE  COMPETITIVE  PRICES 


a 


NOVELL 
#  USER 

Netware 
ver.  3.12 

Netware 
ver.  4.1 

5 

425. 

395. 

10 

895. 

795. 

25 

1,195. 

1.095. 

50 

1,695. 

1,545. 

100 

2,495. 

2,255. 

250 

Call 

Call 

FREE 


FedEx  2nd  day 
shipping  (in  US) 

CNE  Support 

Special  Novell  Promotional  Packages  NeMbre 

BRING  US  YOUR  BEST  DEAL 

WE'LL  BEAT  IT  !! 

Hubs:  lOBase-T,  100Base-T,  lOOVG-AnyLAN 
Adapter:  lOBase-T,  100Base-T,  PCMCIA 
Bridges  •  Repeaters  •  Transceivers  •  Cables... 


NOVELL  UPGRADE  60%  OFF  LIST 


We  Corry  o  Full  Line  of  Networking  Products  From  All  Manufacturers 


CALL  US  FOR  ALL  YOUR 
NETWORKING  NEEDS!!! 


K'PYNtTT  (800)  307-5242 

JAD  llNbl  or  Fax  (714)  378-4757 
c  o ' '  * ' » '  r  •  -  E-Mail:  keynet9@wavenet.com 


We  Accept 

VISA  ♦  MASTERCARD 
A.E.  ♦  P.O.  ♦  COD 

lovell  &  Netware  are  registered  trademarks  of  Novell.  Inc. 


Circle  Reader  Service  No.  263 


NEW  REFURBISHED  BUY  SELL  NEW  REFURBISHED  BUY  SELL 


MSI  C 


ommumcations 

Nationwide  Services  •  24-Hour  Technical  Support 
CNE  Services  •  Trade-In  Credit 


WAN  Products 

Adtran 

AT&T  Paradvne 
BAT 

Digital  Link 
INC 
Micom 
NET 

Newbridge 

Verilink 


Distribution  Products 


Codex 

Datatel 

GDC 

IBM 

Micom 

Racal  Milgo 


Spectron 

Symplex 

Tellabs 

Timeplex 

UDS 

Vitalink 


Specialized  Products 


LAN  Products 

Bay  Networks 

Cisco 

Cubix 

Develcon 

Invision 

Lannet 

Livingston 

Multi  Access 

Xyplex 


Refurbished 

Cisco  Systems 

AGS+,  2500’s,  4000’s,  7000’s 


Data,  Voice  &  Video  Networking 
7  Waterloo  Road,  Stanhope,  NJ  07874 
800-866-3282  •  201-347-3349  •  FAX  201-347-7176 
http://www.msic.com 


NEW  REFURBISHED  BUY  SELL  NEW  REFURBISHED  BUY  SELL 


Circle  Reader  Service  No.  232 


Coming  in  January 

Product  Reviews 


Issue  Date 

Close 

January  8 

Comparative  Product 
Review  on  Adobe 

Dec.  27 

Acrobat,  Common 

Ground,  Novell  Envoy. 

January  15 

Comparative  Product 
Review  on  ISDN  hubs 
from  Ascend  and  Gandalf. 

Jan.  3 

January  22 

Comparative  Product 
Review  on  Lotus  Notes  4. 

Jan.  10 

January  29 

Comparative  Product 

Jan.  17 

Review  on  DEC  Polycenter 
Manager  on  NetView 
for  NT. 


Bonus  Distribution  at 
MacWorld  Expo,  San  Francisco 
ComNet,  Washington,  D.C 


To  reserve  your  ad  space  call  Carla  Cappucci. 
Direct  Response  Advertising 
1-800-622-1108  ext.  465 


Please  note  that  comparative  and  single  product  review  dates  and 
topics  are  subject  to  change  without  notice. 


Happy 
Holidays 


V 


Wishing  You  a  Happy 
and  Prosperous  Year 
Ahead! 


Network  World's  Direct 
Response  Advertising 


Joan  Bayon  P insky 
Clare  O'Brien 
Richard  Black 
Heather  Fairbanks 
Carla  Cappucci 


SAVE  50%  &  MORE  ON  MOST  PRODUCTS 

BUY/SELL/NEW/USED 

nan  rent  icei 

Reconditioned  With  Warranty 

Modems  •  Multiplexers  •  T-1 
CSU/DSU’s  •  Channel  Banks 

CSU/DSU,  ALL  RATE,  V.35/RS232  . $99 

Newbridge  Channel  Banks . $2995 

Micom  Marathon  IK,  5K,  10K . 50%  off 

AT&T  CSU/DSU  NEW! . $275 

T-1  CSU’s . $359 

CSU/DSU  56KBPS,  V.35 . $195 

Telco  Systems  Channel  Banks . $2995 

Newbridge  3600  Modules . CALL 

Datatel  DSU/CSU  56KBPS . $375 

AT&T  Channel  Banks . $2995 

Stat  Muxes  4,  8,  16,  32,  port . LOW 

T-1  CSU/DSU  V.35 . $895 


Channel  Bank  Rentals . $  299/month 


lllllllllll 

METROCOM 

iiiii 

(800)  364-8838  or  (713)  495-6500 
FAX  (713)  495-8449  24  HRS 
http://WWW.IO.COM/-METROCOM 

Hill 

|  Circle  Reader  Service  No.  220 

D  g  t  I  W  r  h  u  e 


Incredible  Savinas.'l 

Castle  FAXPRESS  3000  ....  $2795 

Cisco  2501  . $1995 

Madge  T/R  16/4  PCMCIA.  ...  $  250 

IBM  PCMCIA  T/R  16/4 . $  250 

Microcom  M/A  8  Pt  Comserver$  995 
Shiva  LanRover  E/Plus  8  Pt .  .  $2995 
Shiva  LanRover  2E  /Plus  ....  $1995 

Fax  Servers,  ISDN,  Routers,  Remote 
Access,  Internet,  Switches,  And  More.. 


Sell  Used 
m/N  i  Phone  718-565-3033 
Fax  718/899-1019 

I  Circle  Reader  Service  No.  259  I 


Internet 

Service  Provider 


DIRECTORY 


BBN  Planet 

(800)  472-4565  National 
net-info@bbnplanet.com 
Leased  Lines,  Frame  Relay, 
Web  Services,  Security  Services 


CERFnet 

(800)  876-2373  National 
sales@cerf.net 

WEB  Servers,  SLIP,  PPP,  Leased  Lines, 
ISDN,  SMDS,  ATM,  Frame  Relay 


Channel  1® 

(617)  864-0100  New  England 
info@channell.com 
PPP,  Shell,  ISDN,  Frame  Relay 
Web  Servers,  ISDN  Centrex 


CyberGate,  Inc. 

(800)  638-4283  Florida 
sales@gate.net 

PPP,  Shell,  Leased  Lines,  ISDN, 
SMDS,  Frame  Relay  WWW  Srvcs 


EMI  Communications 

(800)  456-2001  National 
info@emi.com 
PPP,  Shell,  Leased  Lines, 
Frame  Relay 


Global  Internet 

(800)  682-5550  National 
info@gi.net 

Leased  Lines,  Frame  Relay  Network 
Security  &  Mgmt,  Web  Hosting 


GridNet  International 

(800)  GridNet  (474-3638)  National 

www.gridnet.com 

SLIP,  PPP,  Leased  Lines,  ISDN, 

Frame  Relay,  V.34(28.8) 


IBM  Internet  Connection 

(800)  455-5056  National 
globalnetwork@info.ibm.com 
SLIP,  Leased  Lines 


NETCOM  Online  Comm. 

(800)  353-6600  National 

info@netcom.com 

SLIP,  PPP,  Shell,  Leased  Lines,  UUCP, 

Frame  Relay 


New  York  Net 

(718)  776-6811  NY/NJ/CT/PA/MA 
sales@new-york.net 
SLIP,  PPP,  Leased  Lines,  Tls, 
Frame  Relay  10Mbps 


SuperNet  Inc. 

(303)  296-8202  Colorado 
info@csn.net 

SLIP,  PPP,  ISDN,  UUCP,  Frame  Relay 
Tl,  Web  Dev.  Training/Consulting 


UUNET  Tech.  (AlterNet) 

(800)  258-9690  National 
info@uu.net 

Web  Srvrs,  Frame  Relay  ISDN,  PPP, 
Leased  Lines,  Security,  SLIP,  UUCP 


Voicenet 

(800)  835-5710  PA/NJ/DE 

info@voicenet.com 

SLIP,  PPP,  Shell,  Leased  Lines,  ISDN, 

SMDS,  UUCP,  Frame  Relay  Web  Srvcs 


For  information  on  listing  your  service  here,  contact 
Carla  Cappucci  at  800-622-1 108  x465,  ccapp@nww.com 


INFORMATION  DATA 
PRODUCTS  CORE 

Modems 

Multiplexers 

DSU/CSUs 

T-l/FT-1 

Voice/Data 

Bridges/Routers 

New  -  Refurbished 
"Data  Communications 
Specialists" 

1-800-362-3770 

wan-info@planet.net 

http://www.planet.net/idpc 


Circle  Reader  Service  No.  217 


Seven  manuals  for  each  track 

3.1x  Track  $425 
4.1  Track  $495 


Meets  Novell’s  new  requirement 

PC  Age  CNE  Training  Manu¬ 
als  are  being  used  in  training 
institutes  all  over  the  world 


CNE  Test  Master  $95 


Software  that  has  more  than  2500  multiple 
choice  practice  questions  for  XI  Novell 
CNE  tests  covering  both  3. lx  &  4.1  tracks 

1  -800-PCAGE-60 

PC  Age 

20  Audrey  Place:  Fairfield.  NJ  07004 
Tel:  201-882-5370  •  Fax:  201-882-4955 
visit  us  on  the  WEB  at: 
http://www2.cybemex.net/~pcage 
or  e-mail:  peage@bc.cybernex. net 


Circle  Reader  Service  No.  248 
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. -  Is  mCSUBm 


LAN  -  WAN  -  NEW  -  USED 


om. .. CABLETRON. ..PROTEON.  . CISCO.. .SMC. ..NOVELL.. .NETWORTH...BICC 


HUGE  3Com  NEW/USED  INVENTORY 

I  MULTICONNECT,  IB,  CS,  3Com  NETBUILDER  I  II,  FMS  Ml,  ECS,  MCS,  M$H,  LANPLEX 


3C509B-TPO . $75’ 

3C509B-COMBO  $95' 

3COM  8BIT  TP . $30’ 

INTEL  8110/20 . $60‘ 

•MINIMUM  QTY  3* 


18120  REPEATER . $900 

18121  12  PORT  TP . $900 

18122  24  PORT  TP . $1195 

18135  FIBER  RPT . $1695 

18500  MGT  MOD . $2000 


BlIBI 


3Com  24  PORT  HUB  ..$700 
3Com  12  PORT  ...$400/$250 
EAGLE  8  PORT  HUB. ...$100 
3Com  10  PORT  COAX.  $900 


UTPM-SMART . $495 

4000/6  CHASSIS  $600 

MORE!  PLEASE  CALL! 


IBM  8228  MAU . $90 

STARTEK  828AT  $300 
IBM  16/4MB  NIC.  $150 
INTEL  16/4  NIC. ...$150 


MS 


9001 A  CHASSIS . $8500 

9013  FDD!  MOD . $5000 

9015-FO  SWITCH . $8000 

9020B  MGT  MOD . $5800 

MUCH  MUCH  MORE!! 


1  CABLETRON  (U) 

NETWARE 

TPMIM-24  .  $995 

fusers  3.12/4.1 

THINMIM.  .  $500 
MT800.  ...  $125 
MMAC3FNB$350 

IRBM . $800 

TPMIM-34  $1200 

1  MR9000C  .  $495 

1  IRM2 . $750 

5  $475 

10  $995 

25  $1425 

50  $1775 

100  $2650 

250  $4600 

PROTEON  (U) 

PI  390  16/4  TOKEN  U . $100 

CNX/DNS  2000/7000/9000 . CALL 

,1 - 

1  MULTICONNECT 

SYNOPTICS  (U) 

581/582/586/588 

CALL  FOR 
PRICES! 

3308 . $395 

2715-04  ...$1100 

3002 . $350 

3512 . $275 

5803  LOCAL  ROUT  $950 
58XXT1  RTR  u  .  .  $1250 
8200  V35  BRDG  u  .  $800 


3COM 


FMS/2  12  PORT . $495 

FMS/2  24  PORT . $900 

8227  ROUTER . $2695 

NETBUILDER  II  4  SLOT . $1500 

NETBLDER  II  12MB  CEO. ..$3000 


ERGONOMIC  INC. 

47  Werman  Court 
Plainview,  NY  11803 
Purch:  516-293-5200 
FAX:  516-293-5325 


WE  WARRANTY!  WE  BUY  YOUR  USED  LANS/WANS  QTY  DISCOUNTS!  I 


FOR  SALES  ONLY  CALL  TOLL  FREE  OUR  14TH  YEAR! 

800-AKA-3Com  (800-252-3266)  u=used 

Circle  Reader  Service  No.  271 


VISA/MC/AMEXl 
COD  &  Terms  f 


NETWORKS 

BUY  /  SELL  /  REPAIR 


IBM  CISCO  3COM 
CABLETRON  PROTEON 
SYNOPTICS  WELLFLEET 

COMSTAR  Buys,  Sells  and 
Repairs  NETWORK  Equipment. 

Token  Ring  •  Ethernet  •  5250/3270  Emulation 
MAU's/CAU’s/LAM’s/Hubs  •  Bridges  &  Routers 


COMSTAR,  INC. 

The  #f  NETWORK  Remarketer 

612-835-5502 


FAX:  612-835-1927 
5250  W.  74th  St.,  Minneapolis,  MN  55439 


Circle  Reader  Service  No.  234 


For  More  Information 
About  Marketplace 

1-800-622-1108 


Netware  for  SAA  v2.0 

16-Session  . $1,145.00 

64-Session  . $3,475.00 

128-Session  . $4,995.00 

254-Session  . $6,995.00 


§HZlGOMZ=D 


MODULAR 
COMPUTER  RACKS 

■  Custom-tailored  ■  Expandable 

■  Space  Saving  ■  Easy  set  up 

X  321 5th  Avenue 

n.TUU.  New  York,  NY  10016 

V  Economic  Support  Swteros,  Inc  TEL'  (212)  684-4666 

FAX:  (212)  684-6853 

1-800-434-3746 


Circle  Reader  Service  No.  280 


NIC’s  and  HUBS 


SN2000-Combo  . $28.00 

3C509B-Combo  . $94.00 

5  Port  Hub . $95.00 

9  Port  Hub . $125.00 

12  Port  Hub . $245.00 

16  Port  Hub . $285.00 


We  carry  3Com,  SMC,  Intel,  D-Link  and 
other  Major  Mfg’s.  Call  for  quote! 


Ji  800-373-2485  H 
mc  VANDY-MICRO  CORP  visa 

Tel  714-768-1595  Fax  714-768-1063 


Circle  Reader  Service  No.  221 


Attachmate 


Advanced  3270  Card 

■ 

ISA  Short/COAX/TP 

| 

Large  Quantity  on  Hand 


Harz  Organization,  Ltd. 

302-323-6100 

I  Circle  Reader  Service  No.  233  I 


REFURBISHED 


= ^SynOptics . 

Largest  Inventory  of  Refurbished  SynOptics  in  America! 


•  SynOptics  Trained 

•  SynOptics  Authorized 

•  One  Year  Warranties 


•  Proven  Track  Record 

•  We  Stock  What  We  Sell! 

•  We  Buy  Used  Equipment 

Cabletron  NOVELL  IBM 
Proteon  Qcom  Wellfleet 


National  LAN 

800-243-LANS 

140  «  W.  H20  N.  Provo,  l/T  84MI1  Voice  HOI-  177-0074  FAX  KOI  -177-0078 
Circle  ReaderServiceNo.  231 


LAN/WAN  •  BUY/SELL 
FULLY  WARRANTEED 
NEW/REFURBISHED 


MODEMS 
DSU/CSU'S 
MULTIPLEXERS 
T-1  EQUIPMENT 
HUB,  BRIDGES,  ROUTERS,  ETC. 


PRODUCT  DESCRIPTION  PRICE 

AT&T  ISN  In  Stock 

Bay  Networks  All  Call 

Cabletron  New  or  Used  Call 


CISCO  SPECIALISTS 


Fibermux  8800  &  6600  In  Stock 

Synoptics  All  Call 

We  carry  all  manufacturers,  call  John,  ext.  101. 


Network  World  Delivers 
Unparalleled 
Unduplicated  Reach 


Percent  of  Network  World  Subscribers  who... 


Read 

Do  Not  Read 

Infoworld 

33% 

67% 

Information  Week 

32% 

68% 

Comm  Week 

32% 

68% 

PC  Week 

27% 

73% 

Computerworld 

24% 

76% 

LAN  Times 

23% 

77% 

Network  Computing 

21% 

79% 

Data  Comm 

17% 

83% 

LAN  Magazine 

15% 

85% 

CIO 

12% 

88% 

Macworld 

7% 

93% 

Open  Computing 

6% 

94% 

Digital  News  &  Review  5% 

95% 

Source:  Network  World  1995 

Duplication 

Study. 

If  you  want  to  reach 
Network  IS  Professionals 
that  have  the  power  to  buy, 
don’t  miss  another  advertising 
opportunity  in  the  Marketplace. 

For  more  information,  contact  Carla 
Cappucci  at  800-622-1108  ext.  465. 


Please  send  me  information  on  advertising  in 
the  following: 


Network  World ’s  Direct  Response  Advertising 

□  4-Color  Formatted  Marketplace 

□  ActionCenter 

□  Response  Card  Decks 

□  B/W  Marketplace 

Name  _ 

Company _ 

Address  _ 

City,  State,  ZIP  _ 

Telephone  No.  _ 

FAX  No.  _ 

Mail  or  fax  this  coupon  to:  Network  World 
Direct  Response  Advertising,  161  Worcester  Road,  Fram¬ 
ingham,  MA  01701,  Fax:  (508)  628-3976 
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ActionCenter 


December 


FREE  PRODUCT  INFORMATION 


' 


Reader  Service 


Use  this  coupon  or  prepaid  post  card  in  the  December  4th  and  December  18th 
issues.  Circle  reader  service  numbers  of  ads  that  interest  you  and  complete  the 
information  below. 

Mail  to:  Network  World,  PO  Box  5090,  Pittsfield,  MA  01203  or 
FAX  Network  World  at  413-637-4343 


Name: 

Title: 


Company: _ 

Phone:  (  ) 

Street: _ 

City: _ 

State: _ 


Zip: 


DECEMBER 


Expires  3/25/96 

-  109 

110 

111 

112 

113 

114 

115 

116 

117 

118 

119 

120 

121 

122 

123 

124 

125 

126 

127 

128 

129 

130 

131 

132 

133 

134 

135 

136 

137 

138 

'  .  C:>: 


FaxNET 

Free  Fast  Information  about  the  following  advertisers. 

•  Call  1-800-664-8271,  wait  for  prompt,  follow  instructions. 

•  Key  in  advertisers  "5"  digit  number  listed  below. 

•  You  will  receive  requested  information  within  minutes. 

COMPANY  PIN 

CNT/Brixton  Systems  Inc.  (3270) . 34210 

CNT/Brixton  Systems  Inc.  (PU2.1) . 34550 

Dataprobe  Inc . 34080 

Network  Dimensions . 30020 

Complete  index  of  advertisers . 99999 


MANAGE  ACCESS  TO  SNA  APPLICATIONS. 
FROM  ANY  PLATFORM. 

GET  MORE  FROM  3270  EMULATION. 

AND  PAY  LESS. 

Trying  to  manage  access  to  SNA  applications? 
Then  use  the  most  manageable  and  the  most 
open  SNA  server — the  BrxPU2.1  SNA  Server 
from  CNT/Brixton  Systems. 

This  powerful  software  gateway  is  the 
first  and  only  cross-platform  solution  for  all 
your  open  clients. 

►  Centralizes  configuration  and  management, 
reduces  costs,  and  increases  operational 

control. 

►  Provides  SNMP  manageability 
without  the  mainframe  over¬ 
head — security,  point-click,  audit 
trails,  charge-back  and  more 

►  Runs  on  virtually  any  Unix  plat¬ 
form,  plus  Windows  NT 

►  No  vendor  lock-in 

►  Distributed,  fault-tolerant  archi¬ 
tecture  with  load-balancing 

►  Scales  to  thousands  of  users 

►  Easily  migrate  current  mainframe  policies  to 
Open  Systems 

Find  out  how  Brixton's  software  gateway/server 
can  help  you  ease  the  transition  to  Open 
Systems.  Call  today  for  complete  information. 


The  Cross  Platform 
Leader 

Brixton  connectivity 
solutions  run  on: 
SunOS  "Solaris  2.x 
IBM  AIX"  HP-UX 
Digital  UNIX 
SCO  UNIX  "UnixWare 
Silicon  Graphics 
Windows  NT 


When  other  client  software  has  "hit  the  wall", 
the  Brx3270  from  CNT/Brixton  Systems  is  just 
getting  started.  Our  emulation  tools  give  you 
all  the  features  you  want  for  less  than  the  lead¬ 
ing  alternatives: 

►  Full-featured  toolbar  facility  with  multiple 
toolbars,  pop-up  help  and  more 

►  Configure  multiple  hotspots  for  any  function 

P  "Drag  and  drop"  keyboard  mapping  to 
support  any  keyboard 

►  Define  macros  with 
Brixton's  BASIC  language  to 
automate  common  tasks 

►  File  transfer  and  TN3270E 
Telnet  print  support 

►  Cut  and  paste  between  applications 

►  Scalable  fonts  and  up  to  16.7  million  colors 

►  GDDM  support  for  full  graphics 

►  TN3270  support  for  use  with  any  gateway 

►  API  developer's  kit  for  custom  interfaces 

Brixton  clients  work  across  all  platforms,  from 
most  Unix  workstations  to  Windows  PCs,  so 
you  reduce  your  costs,  simplify  management 
and  training,  and  get  one  "look  and  feel"  for 
your  whole  enterprise. 

Call  today  for  complete  information. 


5CNT 

BRIXTON 


(http://www.cnt.com) 

All  trademarks  are  the  prop¬ 
erty  of  their  respective  owners. 

Computer  Network  Technology,  125  CambridgePark  Drive,  Cambridge,  MA  02140  USA 


1-800-274-9866 


ISDN/Frame Relay/X. 25  Access-Circle  #110 


vr*  - 


How  can  you  substantially  reduce 

-  ■  ■  . 

your  X.25  network  access  cost  $$? 


v'.’.  •/.'  ~  •’  ;•**,  - 


Install  an  ISDN-X.25  t7'icut&act<vi! 


✓  Completely  digital  service  at  up  to  16Kbps  over  ISDN  lines 

✓  No  changes  to  your  application  —  Plug  &  Play 


I 


Ask  about  our  Frame  Relay  &  X.25  Access  products 


microtronix 

200  Aberdeen  Drive,  London,  Ontario,  Canada  N5V  4N2 
Tel:  (519)  659-9500  Fax:  (519)  659-8500  Tlx:  064-5642 


Network  Design  &  Documentation  -  Circle  #111 


The  “COMPLETE”  software  for  network 
planning,  documentation  and  display 


•  Connectivity  diagrams  for  all  topologies  from  WANs,  MANs  to  LANs 

•  Integrated  database  for  reports  and  analysis 

•  Real-time  displays  plus  APIs  for  front-end  integration 


GrafBASE  for  Networks  offers... 

•  Multiple  layered  views  •  Geographical  zoom 

•  Smart  objects  •  Lat/Long  placement 

•  Professional  world  wide  maps  •  NPA/NXX  data 

•  Circuit  costing  •  Reports  &  Tables 

Price  starts  at  $595.  plus  map  data  options 

Network  Call  today  for  a  FREE  demo  disk 

Dimensions,  Inc.  (408)  366-8444 

1600  Saratoga  Ave  # 403-281 ,  San  Jose,  CA  95129_ Email:  Grafbase @ Product. com 
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Remote  Site  Management  -Circle #112 


Take  Control 


Save  Modems 
Save  Line  Costs 
Save  Terminals 
Save  Trips 

Switch  one  terminal  between 
out-of-band  management  ports 
and  control  power-on  reset. 
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4  to  64  Devices  Managed 
Remote  Power  Reset  Control 
Alarm  Monitoring  and  Reporting 
Remote  Fallback  Switching 
Simple  Switching  Commands  with 
Positive  Feedback 
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_ Back  to  Reality _ 

Network  managers  should  plan 
now  to  avert  career  disaster 


Some  journalists  are  born  with 
an  odd  gene  that  self-activates 
in  December.  The  gene  seizes 
control  of  their  lingers,  forcing 
them  to  type  scintillating  analysis  stories 
titled  “Internet  dominated  news  in  1995” 
and  “Networks  got  faster  this  year.” 

Those  of  you  not  bom  yesterday  proba¬ 
bly  knew  that.  Typical  network  managers 
are  probably  depressed  by  those  articles. 
This  nonnews  only  reminds  readers  of 
how  far  they  trail  progress. 


David  J.  Buerger 


The  last  thing  I  want  is  to  depress  you 
by  flaunting  the  obvious,  so  let’s  discuss  a 
cheery  subject  —  like,  isn’t  it  great  to  have 
ajob? 

Forget  about  conventional  wisdom  you 
learned  in  school.  In  fact,  forget  about 
school.  The  richest  man  in  the  world 
dropped  out  of  Harvard.  Things  that  used 
to  matter  —  a  personal  assistant,  a  preten- 


Voices  from  the 
reader  network 


NEXT  QUESTION 

What  New  Year’s 
resolution  should 
Microsoft  make? 


Responses  due  by  8  p.  m.  Thursday ,  Jan.  11 . 

You’ll  get  a  T-shirt  if  we  print  your 
response.  Please  include  your  name,  title, 
company  and  address. 


tious  title,  an  annual  raise,  an  office  with  a 
door  —  don’t  anymore.  WTiat  matters 
today  is  having  a  job,  along  with  a  good 
chance  that  you’ll  bank  the  next  pay- 
check. 

Layoff  announcements  are  going 
through  the  roof.  Yet  pledging  allegiance 
to  your  company  won’t  help.  A  merger 
can  make  your  position  obsolete  over¬ 
night.  So  can  directives  to  squeeze  more 
efficiency  from  your  operation . 

Furthermore,  consider  the  following. 
Salary  is  a  good  barometer  of  corporate 
appreciation.  But  the  net  folks  that  fared 
the  worst  this  year  in  terms  of  salary  in¬ 
creases  were  senior  net  managers,  accord¬ 
ing  to  Network  World’s,  salary  survey  pub¬ 
lished  on  Sept.  25.  The  average  change  in 
salary  for  top  dogs  was  a  1 0%  cut. 

Equally  depressing  were  substantial 
drops  in  the  cost  to  hire  new  network 
employees.  News  like  that  should  make 
you  wonder  if  the  big  boss  is  hot  to  send 
you  packing. 

The  network  industry’s  profits  and 
stock  prices  are  skyrocketing,  butyou  can¬ 
not  tell  that  from  salaries  of  people  in  the 
field.  Networking  may  be  critical  for  busi¬ 
ness,  but  business  is  placing  less  value  on 
people  who  do  networking. 

One  reason  is  the  nature  of  your  job  is 
changing.  In  the  late  1980s,  the  president 
of  a  peer-to-peer  LAN  operating  system 
company  quipped  that  by  the  mid-90s 
we'd  need  an  army  matching  Minnesota’s 
population  to  manage  every  LAN.  The 


company  later  folded,  but  his 
prediction  was  right  on  target. 

The  40-odd  million  PCs  on 
LANs  definitely  need  an  army 
of  caretakers.  Funny  thing  is 
that  yesterday’s  net  managers 
have  graduated  to  newer,  more 
complex  challenges.  Today’s 
LAN  manager  often  is  an  ad¬ 
ministrative  assistant  who  han¬ 
dles  routine,  nontechnical 
tasks  such  as  adding  and  delet¬ 
ing  users,  as  well  as  performing  backups. 

The  relative  simplicity  and  stability  of 
today’s  LAN  technology  doesn’t  need 
high-powered  caretaking. 

“Ah,”  you  say,  “but  my  company  will 
always  need  my  expertise  because  IP  inter¬ 
networking,  virtual  LANs,  ATM  and  other 
new  technology  is  complicated.” 

You’re  right  —  for  now.  But  don’t  bet 
on  that  idea  down  the  road. 

Net  vendors  want  to  make  their  prod¬ 
ucts  easier  to  use.  Providing  you  with  job 
security  is  not  high  on  their  list.  Already, 
vendors  are  having  a  tough  time  proving 
that  new  boxes  are  not  commodities. 

Many  of  these  vendors  dislike  selling  to 
network  managers.  “All  they  do  is  focus 
on  technology  and  miss  the  big  picture,” 
they  say.  “We’d  rather  pitch  the  CFO.” 
Translation:  You’re  being  squeezed  from 
the  equation. 

That  does  not  mean  that  the  technical 
aspects  of  planning  and  implementation 
are  unimportant.  Once  the  gear  is  up  and 


running,  however,  compa¬ 
nies  need  only  a  handful  of 
net  brains  for  maintenance. 

Management  tools  for 
virtual  networking  are  miss¬ 
ing  today.  But  that’s  a  tem¬ 
porary  omission.  Once  they 
appear,  this  thorny  aspect  of 
networking  will  become  a 
simple  (and  low-paying) 
administrative  task. 

Some  firms  already  see 
the  light.  They  are  outsourcing  portions, 
or  even  all  aspects,  of  network  support. 

Eventually,  the  primaryjob  market  for 
network  experts  will  be  with  outsourcing 
companies,  not  end-user  organizations. 
And  much  of  the  work  done  at  outsourc¬ 
ing  farms  will  be  processed  by  low-level 
technicians. 

The  migration  of  private  network  ser¬ 
vices  to  the  public  net  will  accelerate  this 
trend.  ATM  will  wipe  out  the  difference 
between  LANs  and  WANs.  Network  man¬ 
agement  then  will  become  the  province  of 
public  network  service  providers,  which 
will  easily  manage  the  end-to-end  process. 

Forces  like  these  ought  to  inspire  all 
network  managers  to  give  serious  thought 
to  their  career  direction.  The  future  is  not 
determined  by  ajob  as  much  as  by  the  per¬ 
son  who  holds  it. 

Say  it  ain ’t  so!  Tell  Buerger  why  his  them \ 
won't  guide  your  New  Year’s  job  resolution  b 
writing  to  dbuerger&pipeline.  com. 


New  Year’s 
Resolutions 

1.  Find  a  new  job? 


What  do  you  think  of  Cabletron  ’splan  to  buy  SMC’s 
switching  business? 


■  ‘  ‘As  a  Cabletron  customer,  I  don  ’  t  expect  to  benefit  from  the 
company’s  plan  to  buy  SMC’s  switching  business.  With  the 
recent  announcement  of  the  SmartSwitch  line  and  the  release 
of  the  MMAC-Plus  INB  modules,  Cabletron  already  has  a 
comprehensive  switching  solution.  As  far  as  fast  Ethernet,  I  still 
don’t  feel  that  the  market  is  going  to  be  as  large  as  many 

an  ticipate  —  especially  with  the  increasing  deployment  of 
FDDI  in  the  local  area  and  the  push  to  get  ATM  solutions  both 
in  the  backbone  and,  eventually,  to  the  desktop.” 

Mark  Culotta,  network  design  engineer,  ComEd,  Chicago 

■  “Cabletron  chose  wisely  to  make  an  acquisition  in  the  fast 
Ethernet  space.  They  bought  much-needed  technology  rather 
thanjust  makingan  acquisition  for  acquisition’s  sake.  Many 
Cabletron  customers,  including  myself,  are  eager  to  get  our 
hands  on  100M  bit/sec  boxes,  and  I  think  the  SMC  technology 


will  help  speed  things  along. 

Barbara  Maaskant,  director  of  information  services, 
Rollins  School  of  Public  Health  at  Emory  University, 
Atlanta 

■  “I’ve  been  clamoring  for  a  100Base-T  switch  module  for  my 
MMAC-Plus  for  a  while,  and  if  the  SMC  deal  means  that  the  fast 
Ethernet  stuff  will  ship  earlier,  then  that’s  good  news.” 

John  Scoggin,  supervisor  of  network  operations, 
Delmarva  Power,  Newark,  Del. 

NEXT  WEEK:  Don ’t  miss  “Abend,  ”  our  back-page  column  that 
alternates  with  “CyberSpeak” and  brings  you  humorous  items, 
oddities,  marginalia  and  other  insightsfrom  the  Internet  and 
elsewhere.  Send  items  to  nwnews@nww.com  or  get  in  touch  with  us 
any  other  way  listed  on  page  5. 
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server. 


Marketing  wants  to  add  62  users 


The  CEO  wants  a  video  conference  from  his  desk 


And  they  want  it  all  at  the  same  time 
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At  least  they  don’t  want  the  impossible. 


They’re  just  doing  their  jobs.  It  only  feels  like  they’re 
conspiring  to  overload  the  network.  Fortunately,  the 
switching  hubs  in  our  Nways™  product  family 
can  handle  your  growing  network  demands. 

Take  the  IBM  8260.  Its  17  slots  provide 
more  ports  than  any  other  hub.  Unleash  its 
fully  integrated  ATM  power 
and  you  can  simultaneously  Can  y  o  u  r  h  a 


Considering  moderate  expansion  through  switching? 
The  8271  EtherStreamer™  and  the  8272  LANStreamer™ 
are  ideal.  Like  the  8260,  each  breathes  new  life 
into  your  existing  equipment,  while  giving  you 
the  flexibility  to  add  ATM  in  the  future. 

So  if  you  want  a  switching  hub  to  empower 
your  entire  network  with  high 
bandwidth  communications, 


exchange  vast  alpha-numeric  data,  graphics,  audio  or 
even  video  throughout  your  whole  network. 

No  other  hub  lets  you  manage  as  many  segments. 
And  the  8260  is  scalable,  which  means  you  can  grow 
the  number  of  managed  segments  as  you  need  them. 


r  dw  a  r  e  do  this? 

call  1  800  IBM-3333,  ext.  DA  105.  Or  visit  our  weh  site 
at  http :/ Avww.rale  igh.  ibm.  com/ netad .  html  to  learn  more. 
Because  you  can’t 

afford  to  drop  the  hall  ,E_  ~ 

on  your  network. 


Solutions  for  a  small  planet1' 


In  Canada,  please  call  1  800  IBM-CALL,  ext.  219.  The  IBM  home  page  is  located  at  http://www.ibm.com.  IBM  is  a  registered  trademark,  and  Nways,  EtherStreamer,  LANStreamer  and  Solutions  for  a  small 
planet  are  trademarks  of  International  Business  Machines.  ©  1995  IBM  Corporation.  All  rights  reserved. 
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Anything  you  can  do  with 
conventional  PCs,  you 
can  do  better  with  Cubix- 
managed  PCs. 

Companies  choose  Cubix  systems  to 
standardize  their  dialup,  email,  fax,  file- 
server,  gateway,  Web-server  and  their 
network  services  for  a  variety  of  reasons: 

1 )  Dialup — Cubix  systems  are  designed 
for  fault-tolerant  dialup  access,  providing 
telecommuters  with  reliable  analog  or 
ISDN  service. 

2)  Resource  Consolidation — Cubix 
systems  consolidate  multiple  independent 
processing  and  storage  subsystems  in  a 
small  space  and  have  scalable  growth 
paths  to  protect  your  investments. 

3)  Fault  Tolerance — Cubix  systems 
feature  redundancy  for  uninterrupted, 
mission-critical  service. 

4)  Remote  Management — you  can  view 
and  control  the  entire  Cubix  processing 
enterprise  from  anywhere  on  the 
LAN/WAN  with  the  ability  to  hard  reset  a 
processor  and  its  adapters  remotely. 

5)  Flexibility — high-speed  Pentium 
processors  provide  support  for  high- 
performance  Ethernet,  SCSI,  and  other 
PCI/ISA  adapters. 

Find  out  why  thousands  of 
companies  choose  Cubix  as  a 
platform  for  their  mission-critical 
network  communication  services. 


If  you've  got  serious  server,  storage 
or  communication  projects,  we've 
got  serious  solutions.  Call  us  at... 


1.800.829.0550 


“The  Intel  Inside  Logo  and  Pentium  are  trademarks  of  Intel  Corporation." 


NetWare 
Tested  and 
Approved 


Cubix  Corporation  ♦  2800  Lockheed  Way  ♦  Carson  City,  NV  89706  ♦  USA  ♦  Tel  702.888.1000  ♦  Tel  800.829.0550  ♦  Fax  702.888.1001 
Cubix  Corporation  Europe  Ltd.  ♦  One  Hunter  Road  ♦  Kirkton  South  ♦  Livingston,  Scotland  EH54  9DH  ♦  Tel  44.1506  465065  ♦  Fax  44.1506  465430  ♦  Tel  0800591 887 

France  Tel  05908114  ♦  Germany  Tel  0130815193  ♦  WEB  SITE-http://www.cubix.com 
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Tfs  the  Season 

Media  Kit  season  that  is! 

It  *5  tVlAt  time  of  V^CAr  AgAivt  — 

time  to  gear  up  for  the  next  round  of 
media  planning.  Get  the  most  up-to- 
date  information  on  the  network  mar¬ 
ket  as  well  as  on  Netxvork  Worlds  editorial,  rates,  and 
special  marketing  partnerships  to  make  the  most 
informed  media  decision.  To  request  your  copy  of 
Netxvork  World’s  1996  media  kit, 

•  Cavil  Kristin  Wattu  at  (508)  820-7420 

•  Fax  Kristin  your  request  at  (508)  879-3167  or 

•  Scnb  c-mAil  to  kwattu(S)nww.com 


Tips  for  Building  Response 
to  Your  Web  Advertising 


Online  advertising  crosses  the  boundaries  of  traditional 
advertising  to  establish  one-on-one  relationships  with 
your  customers  much  the  same  way  direct  marketing 
does.  Therefore,  it  follows  that  the  best  way  to  increase 
the  response  to  your  online  advertising  is  to  think  like  a 
direct  marketer. 

Picture  your  Web  billboard  as  the  cover  of  a  gatefold 
advertisement  or  the  envelope  of  a  direct  mail  package. 
Use  teasers  or  clever  copy  to  get  users  to  “open”  your  ad. 
If  you  came  upon  two  billboards  -one  that  simply  had 
a  corporate  logo  and  another  that  read  “Discover  the 
secrets  to  making  the  best  media  buy!" -which  bill¬ 
board  would  you  be  more  likely  to  click  upon? 

Another  way  to  boost  response  is  to  make  a  free  or  limit¬ 
ed  time  offer.  You  might  offer  a  free  software  utility,  a 
demo,  a  downloadaDle  white  paper,  a  free  trial  or  a 
chance  to  win  a  free  prize.  Free  is  the  most  powerful 
word  in  the  English  language;  use  it  to  your  advantage! 

Even  if  you  have  the  most  clever  opener  and  an  incredi¬ 
ble  offer,  you  won 't  get  response  if  it's  not  easy  for  users 
to  act.  Make  it  crystal  clear  how  the  viewer  is  to  EASILY 
respond  to  your  offer.  Post  a  big  button  that  says  “Click 
here  to  download  your  free  demo”  or  “Call  1-800-CALL- 
NOW  to  sign  up  for  this  limited  time  offer!”  If  you  are  a 
Network  World  Fusion™  advertiser,  we'll  even  customize 
a  response  mechanism  for  you ! 

Think  like  a  direct  marketer  and  reap  the  rewards  of 
great  response.  Just  remember  CLEVER  COPY,  GREAT 
OFFER,  and  EASE  OF  RESPONSE  and  watch  your 
response  rates  soar! 


Get 

Facts. 

continued  ■■■■■■■■ 

Network  IS  professionals  with  large 
budgets.  And  they  read  Netxvork  World. 
to  help  them  do  their  jobs.  These  four 
groups  deliver  the  most  effective  way 
for  advertisers  to  reach  tiiis  elite  seg¬ 
ment  of  IS  in  one 
convenient  location. 

Relay  Racers  are  A  ^  /} 

leading-edge  users  and  are  first  to 
deploy  new  networking  products  and 
high-end  applications.  They  are 
responsible  for  a  division  of  a  very  large 
organization,  and  successful  deploy¬ 
ment  of  technology  in  their  division 
often  leads  to  a  passing  of  the  baton, 
which  means  widespread  deployment 
by  the  rest  of  the 
organization. 

Marathoners  are 
aggressive  users  of 
technology  but  not  quite  as  leading- 
edge  as  the  Relay  Racers.  They  are 
responsible  for  entire  large  organiza¬ 
tions  that  have  mainframes,  which  will 
remain  a  central  part  of  the  infrastruc¬ 
ture.  They  need  to  cover  a  lot  of  dis¬ 
tance  to  get  from  their  mainframe- 
based  starting  point  to  their  intended 
client/ server  finish  line. 


10K  Runners  deploy 

technology  when  it  makes  sense,  not  in 
a  race  to  build  a  bigger  or  faster  net¬ 
work.  Typically  responsible  for  both 
networking  and  computing  for  their 
midsize  organization,  10K  Runners  are 
more  cautious  than  Relay  Racers  when 
specifying  technology  since  it  repre¬ 
sents  a  large  investment  to 
their  organization. 

Sprinters  are  leading- 
edge  users  from  smaller 
organizations.  They  don’t  have  main¬ 
frame-based  legacy  systems  to  maintain 
and,  therefore,  have  a  shorter  distance 
to  go  to  reach  their  goal  of  deploying  a 
client/server-based  architecture.  They 
have  aggressive  technology  plans  and 
are  likely  to  rely  on  the  recommenda¬ 
tions  of  consultants. 

In  the  technology  race,  Network 
World  readers  are  all  volume  buyers  of 
network  products  and  services.  For  a 
more  detailed  look  at  the  study  results, 
please  contact  your  Network  World  sales 
representative  or  call  Virginia  Lehr  at 
(508)  875-6400. 


Carla  Cappucci,  Account  Executive 

Carla  will  handle  all  column-inch 
advertising  for  Network  World's  Mar¬ 
ketplace  as  well  as  the  Internet 
Access  Directory  in  her  new  position 
as  Direct  Response  Account  Execu¬ 
tive. 


Heather  Fairbanks,  Account  Executive 

Covering  the  MidWest  territory, 
Heather  comes  on  board  as  Direct  Response  Account  Executive 
for  Network  World's  Marketplace  and  Response  Card  Decks. 


Ben  Heskett,  Staff  Writer 

Ben  has  been  hired  as  Staff  Writer  for  Network  World’s  Local 
Networks  section.  He  will  cover  servers,  LAN  management  and 
certain  storage/back-up  issues. 

Mike  Hiatt,  District  Manager 

Mike  is  Network  World's  new  Mountain  Region  District  Manager 
and  is  based  in  Provo,  Utah.  He  joins  us  from  his  previous  posi¬ 
tion  as  Manager  of  Media  Services  at  Novell. 


Taiji  Murray,  Networking  Careers  Sales  Associate 

Network  Wodd  welcomes  Tarji  as  Sales  Associate  for  our  Net¬ 
working  Careers  department  Tarji  will  be  assisting  with  sales 
presentations,  prospecting  and  marketing. 

Cynthia  Schaeffer,  District  Manager 

Joining  Network  Wodd  from  Reseller  Management,  Cynthia 
assumes  the  role  of  District  Manager  for  the  Bay  Area  and  the 
Northwest. 

Carol  Sliwa,  Senior  Writer 

Network  Wodd  welcomes  Carol  as  Senior  Writer  for  the 
Client/Server  Applications  section.  She  is  responsible  for  cover¬ 
ing  groupware  and  messaging. 

CONGRATULATIONS  ON  YOUR  PROMOTIONS! 

Eleni  Brisbois,  Sales  Associate 

Barb  Cole,  Senior  Editor 

Sandra  Kupiec,  Western  Regional  Manager 

Greg  Morgan,  Production  Supervisor 

Clare  O'Brien,  Sales  Manager,  Direct  Response  Advertising 

Susan  Pulaski,  Assistant  Art  Director 

Carol  Stiglic,  Inside  Sales  Representative 


See  inside  back  cover  of  this  wrap  for  Network  World’s  upcoming  editorial  schedule! 


rom  Muddled,  Confused,  Vulnerable 


FROM 

THIS... 


To  Managed,  Integrated,  Fault  tolerant 


It  all  starts  with  a  few  specialty  servers. 

Then  you  add  faxing,  e-mail,  a  database  or  two, 
and  remote  access. 

The  breadracks  become  “dreadracks”,  wiring  multiplies,  heat 
builds,  power  consumption  increases. ..and  you  can’t  manage 
your  critical  corporate  services.  You  have  chaos. 

Before  chaos  occurs,  bring  peace  of  mind  to  your  network. 
Run  your  critical  corporate  services  —  dial-up,  e-mail,  fax, 
gateways,  routers,  Notes,  and  file  servers  —  on  Cubix’s 
fault  tolerant,  managed,  specialty-server  PC  platform. 

A  single  Cubix  ERS/FT  II  drawer  houses  as  many  as  eight 
independent  Pentium  or  486  class  PCs,  each  supporting 
its  own  function,  in  a  fraction  of  the  space  stacked  PCs 
would  require. 

And  each  SNMP-managed  Cubix  processor  can  run  any 
application  you  could  run  on  an  unmanaged  PC. 


Integrated  intelligent  sensors  continuously  monitor  the 
processor  and  chassis  environment. You'll  be  able  to  reset 
individual  specialty  servers  across  the  LAN  or  over  a 
modem  connection,  and  you'll  have  management  control 
options  that  are  impossible  when  stacking  PCs. 

Why  risk  corporate  calamity?  Call  Cubix.  We'll  help  you 
end  the  chaos. 


CUBIX. 

U.S.  &  Canada  •  800.829.0550 
United  Kingdom  •  0800591887 
France  *  05908114 
Germany  •  0130815193 


Cubix  Corporation  2800  Lockheed  Way  Carson  City,  NV  89706  •  USA  *  Tel  702.888.1000  Tel  800.829.0550  Fax  702.888.1001 
Cubix  Corporation  Europe  Ltd.  One  Hunter  Road  Kirkton  South  Livingston,  Scotland  EH54  9DH  •  Tel  44.1506  465065  Fax  44.1506  465430 


